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Which brand marks bonanza beef ? 


It’s the “‘N” in the middle that marks the 
choice steer. And no rustler with his brand- 
changing running iron can alter its meaning: 
Nitrogen. 

Newest way to increase beef production is 
to apply Shell Chemical nitrogen-rich ferti- 
lizers to grazing land. Forage growth spurts 
—often doubles—and that means more ani- 
mals can fatten on an acre. Grass becomes 


more appetizing and nutritious. Result? 
Better steers, faster. Proved throughout the 
West, rangeland fertilization can earn the 
rancher as much as four extra dollars for 
every dollar invested! 

Finding “‘extra acres” in 
rangeland is one more way 
Shell Chemica! helps make 
your brand a better one. 


Shell Chemical Company 


Chemical Partner of Industry and Agriculture 
SAN FRANCISCO 
Ammonium Sulphate « Urea « Diammonium Phosphate 
Ammonium Phosphate Sulphate 
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You can tell 
the 5))/F'man 
by his complete line of bearings! 


One look at his line shows why he can fill so many different bearing orders. His 
line spans all four major bearing types—covers each completely with a tremen- 
dous range of sizes and variations. So, obviously, he’s in a position to make buy- 
ing bearings easy and economical for you. And remember, when buying bearings 
for replacement purposes—call on your nearby Authorized gssP Distributor. 


EVERY TYPE-EVERY VSE 


okKF. 


Spherical, Cylindrical, Ball,"Wysen Tapered and REED Miniature Bearings SF INDUSTRIES. INC. PHILADELPHIA D2. PA. 
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SERVICE 
THAT SAVES YOU 
FABRICATING DOLLARS 


SPECIFY 





B&W Job-Matched steel! tubing 


B&W offers you... 

e sound engineering assistance on tube fabricating 
echniques 

e unbiased advice on selecting the most economical 
tube for a given application 

e the extensive facilities of 3 tube-mills—plus a nation- 
wide network of district sales offices and steel service 
centers manned by experienced tube salesmen—equipped 

serve you with efficiency and dispatch. 


Service is just one of the many reasons why it pays to 
specify B&W Job-Matched Tubing. And remember— 
matching tubes to jobs assures you the right tube, in the 
right quantity, at the right time. For more information, 
call your local B&W District Sales Office, or write for 
Bulletin TA-9073. The Babcock & Wilcox Company, 
Tubular Products Division, Beaver Falls, Pennsylvania. 


ey 


THE BABCOCK & WILCOX COMPANY 





TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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B.EGoodrich 
‘Sa 


See how little it costs 
to protect people, 
products and loading docks 


For prompt delivery on these products, phone your nearby B.F.Goodrich 
distributor. He can also give you full information on the many other types 
of clothing, gloves and industrial rubber products made by B.F.Goodrich. 
B.F.Goodrich Industrial Products Company, Dept. M-889, Akron 18, Ohio. 


2” larger 
around chest 


4’ widerin ectee 
bottom sweep 


Well suited 


Deluxe work suit made 

of nylon coated with 

yellow neoprene. Bib- 

type overalls and jacket 

are generously cut for comfortable fit. 
Suit is oilproof, resists acids, grease, 
most chemicals. Weighs only 2% lbs. 
in medium size. Made with fabric that’s 
4 times stronger than ordinary coated 
fabrics. Has extra reinforcement built 
in at seams and strain points. 


$17.14 complete 


Softens the blow 


Tough rubber bumpers for use on all 
types of loading me to protect trucks 
and platforms from damage. Bumpers 
absorb crashing impact, resist abrasion, 
scuffing, weather. Two types: one all 
rubber, the other with a metal backing. 
Prices, depending on size, type, quantity 


and color, begin at 
$8.25 each 


Special handling 


3-gallon rubber bucket for. safe 
handling of corrosives. Takes 
rough handling and banging. 
Won’t dent, leak, break or mar 
surfaces. Dripless spout. Gradu- 
ated scale on inside. Stainless 
steel handle locked into bucket 
—can’t be pulled off. In quantity 
lots, cost is as low as 


$9.37 each 


All hands safe 


Koroseal coated canvas gloves 
give added protection oad longer 
service on jobs where abrasion 
and gouging shorten the life of 
ordinary gloves. Koroseal won’t 
chip, crack or peel, resists oil, 
grease, chemicals, most acids. 
Made in three styles. 8” knit 
wrist gloves cost only 


$8.85 per dozen 


Korosea!—T. M. Reg. U. 8. Pat. OF. 


Sure footing 


Runner matting made of Koroseal 

revents accidents on slippery floors. 
Lasts 20 times longer than rubber, 
looks better, lies Reteor, costs no 
more. Bright, glossy surface cleans 
easily, doesn’t tear. Resists abrasion, 
acid, caustics, oils and fats. Choice of 
two styles: 24” and 36’ widths; black, 
brown, grey. Prices start at 


$1.92 per lineal yard 
Slightly higher west of the Mississippi 


Can't beat this band 


It’s a snap to hold cartons together 
with a B.F.Goodrich pallet aed. Just 
one band placed around the top layer 
steadies an entire pile of cartons 
stacked on a pallet or in storage. Vir- 
tually eliminates danger of product 
breakage. Goes on fast, grips snugly, 
won’t crush light cartons, can be re- 
used. In 1000-band lots, prices start at 


16¢ each 


B.EGoodrich 





Emery Extras...at no extra cost 





"You say 
you cant get 
‘after-hours: 


pickups... 


THEN CALL EMERY AIR FREIGHT. 

Emery gives 24-hour pickup in over 550 
market areas. But that’s not the only extra 
Emery gives you—at no extra cost. 

For example, you get use of all airlines, 
teletype control and nationwide coverage. 


And the cost is Jess than you think. 
On most commodities to 52 key cities, Emery 
costs less than other air freight services. 


We would like to show you what Emery 
can do for you—on inbound or outbound 
shipments. Call our Representative or write us. 


We'll be glad to send you free a full color 
30” x 20” Air Freight Market Map on request. 


EMERY AIR FREIGHT 


801 Second Ave., New York 17. ‘““EMERY—Worldwide Blue Ribbon Service’’ 
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Why Ric-wil Uses J-M TRANTEX Tape 
to Protect Its Pipe From Corrosion 


OBLEM: 


Factory prefabricated, pre-insulated pipe must 
be shipped to the site in sections for joining on- 
the-job with fully welded connections providing 
1 high degree of protection. What’s more, in- 
stallation must be as simple as possible, and de- 
pendability beyond question. 


Guarding against corrosion—both electrical and 
chemical—is the No. 1 need, and resistance to 
gouging and abrasion is highly important since 
installation may be made below ground. This was 
the problem of Ric-wiL, Barberton, Ohio, well- 
known suppliers of insulated piping systems for 
central heating, steam processing, refrigerants, 
viscous fluids, etc. 


NSWER: 


Dutch Brand TRANTEX Vinyl Tape over a full- 
welded field closure, TRANTEX< is pliable at all 


temperatures, needs no outer wrap except under 
severe soil conditions, is unyielding to pressures 
of soil shifting and expansion-contraction. It’s 
extra strong, unaffected by bacteria, and prevents 
chemical corrosion from sunlight, acids, alkalies, 
salts, alcohols, greases. Dielectric strength ex- 
ceeds 1,000 volts per mil of thickness. Quickly and 
cleanly applied in limited space for protecting 
pipe bends, coating holidays, joints, exposed 
valves, and straight runs. Pres- 

sure-sensitive adhesive is firmly 

bonded to vinyl backing by a 

patented process. Write for 

TRANTEX literature. 


Send today for full facts. Com- 
plete data file shows you how you 
can protect metal surfaces above 
and below ground from corrosion. 


JOHNS-MANVILLE DUTCH BRAND DIVISION 


JM 


7800 South Woodlawn Avenue, Chicago 19, Illinois 
In Canada: Johns-Manville Co., Ltd., Port Credit, Ontario 


Jouns-MANVILLE 


Offices throughout the world, Cable Address: Johnmanvil 
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Straws in the Trade Wind 


®&> MACHINERY OUTLOOK SPOTTY—Views 
of machinery manufacturers about the outlook 
for their industry next year vary. Some com- 
panies predict an improvement in new orders 
soon while others feel that P.A.’s will hold off 
ordering until the middle of 1961. Among the 
optimists are manufacturers of construction 
machinery, lift trucks, and electrical machin- 
ery. Those who don’t see an immediate upturn 
include vendors of iron and steel making ma- 
chinery and machine tools. 


®»> KEROSENE USE GROWING—The rapid 
rise in the use of jet aircraft has made kerosene 
the petroleum industry’s fastest growing prod- 
uct. In the third quarter of 1960 alone, use of 
kerosene jumped over 40% from the similar 
period last year. While a 2.5% increase is fore- 
cast for all oil products next year, look for a 
whopping 21% advance for kerosene and blend- 
ed jet fuel. 


®& HITS AIR FORCE BUYING—The General 
Accounting Office—Congressional watchdog 
over government spending—says that the Air 
Force bought “unnecessarily” 63 new trucks 
while the Army had more than 500 unused 
trucks to spare. According to the GAO, the new 
trucks, purchased last spring cost $365,000; 





For the P.A.'s Hot File .. . 


Most businessmen are willing to give 
up capital gains treatment of depreci- 
able property sales in return for a more 
adequate depreciation system. That’s 
the findings of a study by the Research 
Institute of America based on replies to 
questionnaires on depreciation similar 
to those used recently by the Treasury 
Dept. The industry leaders who were 
surveyed add that capital spending 
would rise if the government would 
liberalize depreciation allowances. 











about $100,000 would have been saved if the 
Air Force had used the Army trucks purchased 
in 1952. 


> HOW TO USE MEETINGS—Most people 
attend meetings, but very few know how to 
participate in them. So says Lee E. Danielson, 
associate professor of industria] relations at 
the University of Michigan School of Business 
Administration. The leader of the meeting, he 
says, should “structure” the situation to insure 


Industrial Supplies and Machinery New Order Index 


1955 1956 1957 1958 1959 
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New orders for industrial sup- 
plies and machinery slumped 
4.2%, according to the latest 
monthly report of the American 
Supply & Machinery Manufac- 
turers’ Association. Its season- 
ally-adjusted new order index 
now stands at 182 (July 1948 
=100)—an eight point drop 
from the previous month. 


1960 
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NEW DEPARTURE CASE HISTORY 














NEW DEPARTURE BALL BEARINGS ARE USED IN 
TEMPEST’S REVOLUTIONARY NEW DRIVESHAFT! 


N/D Sales Engineers cooperated with Pontiac engineers in the development of 
specially designed ball bearing assemblies to support the 2-inch “bend” in the 
mpest driveshaft. These unique assemblies are rubber insulated to dampen 
veshaft vibrations ... and feature N/D sealed and lubricated-for-life Sentri-Seal 
| bearings. Press-fitted with the bearings are plastic lined steel shells for snug 


ipport of this propeller shaft assembly—proved in over three million miles of 
yged testing. 


New Departure continues to help lead the way in advanced engineering for more 
liable products in every line of industry and defense. For consultation or early 
design discussions on your ball bearing application, contact the N/D 


Sales Engineer nearest you, or call or write to New Departure, Division gy 
of General Motors Corporation, Bristol, Connecticut. 


Two N/D ball bearing 
assemblies like this are 
mounted within “bent’’ 
torque tube. 


NEW DEPARTURE 


BALL BEARINGS - PROVED RELIABILITY YOU CAN BUILD AROUND 
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the greatest participation by others. And he 
notes that all those at the meeting should be 
problem-centered and be willing to yield if some 
of their ideas are rejected. 


> PRICE HIKE ON CANS—The major can 
manufacturers will hike prices on January 1 by 
2% to 2.6%. The new prices will apply equally 
to aluminum and tinplate cans. Also on the can 
front: based on plans of five major frozen juice 
processors, it seems likely that aluminum cans 
will take over at least 25% of the 1960-61 citrus 
packing business. 


&> INDUSTRIAL FASTENERS OFF—Deliv- 
eries of fasteners dropped, according to the 
latest monthly report of the Industrial Fasten- 
ers Institute. Its seasonally-adjusted index of 
shipments fell 14 points to 83 (1956-58—100). 
The institute says, however, that this drop only 
counterbalanced an exceptionally high level of 
shipments the previous month. 


®& BUSINESS FAILURES RISE—The number 
and the dollar volume of business failures both 
are on the rise says Dun & Bradstreet. Accord- 
ing to the latest D&B report failures totaled 


highest total since April. Dollar liabilities also 
edged up to $81.5 million. 


> RUBBER CONSUMPTION UP—Consump- 
tion of new rubber in the U. S. increased 1575 
tons to 125,675 tons, according to the latest 
monthly report of the Rubber Manufacturers 
Association. Synthetic rubber use rose 1125 
tons to 88,455 tons, while natural rubber con- 
sumption advanced 450 tons to 37,220 tons. 


&> RECENT PRICE CUTS—Did you notice 
these price reductions announced recently by 
suppliers? General Electric cut certain capaci- 
tor prices by 4.6%; Dow Chemical Company 
dropped the price of styrene/butadiene latex 
by two-cents-a-pound; and DuPont Company 
reduced several types of Mylar polyester film 
prices. 


® MATERIAL HANDLING DECLINE — 
Bookings of industrial material handling equip- 
ment manufacturers dropped slightly, accord- 
ing to the latest monthly report of the Ma- 
terial Handling Institute. Its index fell 2.48 
points to 111.11 (1954—100), marking the third 


1344, up 6% from the previous month and the consecutive monthly decline in new orders. 


INTRA- 
MARKET temas QUOTE Fs cncetninsiteeneeeliiiiasissai ile Sai aes 
The response of American business to foreign com- 

petition “has been a revolution in the attitude . . . to its 
international operations,” says E. P. McKenna, of the 
international division of Ford Motor Company. Mr. 
McKenna notes that “increasingly foreign operations 
are being placed on a level of equality with domestic 
operations, with access to the resources of the company 
as a whole. American corporations are beginning tv act 
as truly international corporations.” Speaking for his 
own industry, he notes that the automobile manufac- 
turers “did not run away from foreign competition.” 
But this competition, he adds, did “have some imme- 
diate results.” Nevertheless, he says, since “the U.S.A. 
provides the only volume market for the type of car 
American consumers want, we can, I am sure, con- 
tinue to meet competition.” 


Cas 
“/ EXPORTS 


US TRADE 
1TH COMMON Ms 





E. P. McKenna 
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A gold mine of 
helpful information 
on industrial gloves 


‘Riegel 
SALES OFFICES AND DISTRIBUTORS 
IN PRINCIPAL CITIES 


FREE 


...bt0O Glove Buyers 


i 


WORK GLOVE 
SELECTOR 
GUIDE 


and Case History Fact File 


Here it is... a helpful. new selector 
manual covering basic types and styles of 
work gloves. A wealth of information, 
pilled down for quick reference, 

with scores of sketches to show you the 
basic cuts, cuff styles, and other important 
specification details. Gives tips on many 
points like grades of leather, and chemical 
resistance of plastic coatings. Illustrates 
actual jobs where changes in work 

glove specifications made big money 
savings. Canton Flannel, Jersey, 

Leather Palm, Terry Cloth, Neoprene, 
Plastic and Rubber coated, Hot Mill, 

and Welders Gloves are all included... 

a long-lasting reference for you. 

Ask for your copy today. 


THIS COUPON WILL BRING YOU 
THE NEW WORK GLOVE GUIDE 


To: Glove Division, Riegel Textile Corporation 
Conover, N. C 
0) Yes, please send me the new Work Glove Selector Guide 
and Case History Fact File 
() Also send Riegel Catalog of Work Glove Styles 
0) Please have representative call 


Name 








Company 





Street___ 





City 
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What's the ‘61 Business Outlook? 


Purchasing Agents will be called upon to make many important decisions next 
year. Since their opinions about business conditions affect their buying policies, 
their views on the 1961 business outlook are quite meaningful. What P.A.’s think 
is important because it’s their responsibility to anticipate supply difficulties, 
price hikes and cuts, labor unrest, etc. before making their buying plans for the 
year. We asked a representative cross-section of purchasing executives a number 
of questions about economic conditions in 1961. Their combined answers follow: 





Much better 


Slightly better 





|. How do you think the gen- 
eral business outlook com- 


pares with the record of s 
1960? 


About the same 








Slightly worse 





2. Do you expect that your 
company's volume of pur- 
chasing for the year wil be : 
higher or lower than in 1960? About the same 
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Asx HIM! He will give you the right answer 
»ecause he knows his product line thoroughly— 
rontwards, backwards and inside out. 
But there’s more to him than that. When you 
ik to a Wolverine salesman, you're talking 
to a man who knows your industry and its 
irkets . . . knows what you have to do to suc- 


ed in those markets . . . and knows how his 
roducts and services can help you achieve your 

y vals. 
Because he functions as an independent busi- 
essman, your Wolverine salesman knows first- 
hand many of the problems you face each day 


. has encountered them in his own business 
life. He is, therefore, in a better position to meet 
your requirements and, because of this under- 
standing, to serve you better. 

He also has the complete trust and backing 
of his company. When he speaks, he is Wolverine 
Tube’s authorized representative. You'll find 
because of his background, education and spe- 
cialized training in Wolverine’s plants and offices 
that he is fully qualified to be of maximum 
assistance to you. 

Talk to him the next time you order tubing. . . 
in copper, brass, aluminum .. . or special metals. 


WOLVERINE TUBE 





DIVISION OF 





r3 | 
“Gh Calumet Hecla, Inc. 
DEPT. H, 17290 SOUTHFIELD RD., ALLEN PARK, MICHIGAN 


N AND DECAT 
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Purchasing Opinion 


. Do you expect the general 
level of prices on purchased 
materials in 1961 to be About the same 
higher, lower, or about the " 
same as now? 











4. In what specific commod- 
ities do you expect signifi- ? 
cant price changes? ' 


Increase 


5. What change do you antici- 
pate in your inventory posi- ? 
tion during 1961? ade 


No change 


Decrease 
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This shop 
cuts costs 
by using 
STANICUT 





Machines seven metals, 
one plastic with this one 
cutting fluid 





You expect more from \ STANDARD }) and you get it! 


Shank president (left) 
ueger of Standard Oil 
eces Shank Mfg. pro- 
Krueger provides Shank 
nical service on cut- 
ank has the experience 
He's been doing it for 
as an engineering de- 
ois Institute of Tech- 

s completed Standard's 
eering School. 


Shank Manufacturing Company, Chicago, cuts production costs three 
ways by using Sranicut Oil 137 BCS. (1) The 15 Warner & Swasey 
Lathes are never down for change of cutting fluid when the metal 
being worked is changed. There’s no time lost with shutting down, 
cleaning up and changing oil. (2) There are no losses from the use 
of the wrong cutting fluid. (3) Floor space is used for productive 
machinery instead of being tied up as storage space for barrels of 
different cutting fluids. 


Titanium, brass, alloy steel, aluminum and seven grades of Stainless 
plus Teflon plastic are all worked on the machines. Latest equipment, 
a reputation for good work, experienced operators and on-time deliv- 
ery keep business coming to Shank. StanicutT Oil 137 BCS helps Shank 
hold down manufacturing costs. 


Does cutting costs with a cutting fluid interest you? Let one of Stand- 
ard Oil’s experienced lubrication specialists show you how STaNicutT 
Oil 137 BCS can do it. Call the Standard Oil office nearest you in any 
of the 15 Midwest or Rocky Mountain states. Or write Standard Oil 
Company (Indiana), 910 South Michigan Avenue, Chicago 80, Illinois. 


/ 
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Special Industry Report: 


ln 1961, the pattern of the plas- 
tics industry will be the same 
that has existed for at least 20 
years: constantly increasing 
needs, with production rising to 
new highs to meet these needs. 
Many refinements in technology 
are expected next year that will 
help to slice off production costs. 

Volume in 1960 rose to an un- 
precedented 6.2 billion pounds. 
Increased capacity and competi- 
tion contributed to a price squeeze 
—but as prices went down, mar- 
kets expanded. 

Among the big three in plastics 
sales—polyethylene, vinyl, and 
styrene—polyethylene remained 
top volume leader. An expected 
350 million pound increase in 
1960 puts it close to a 1.4 billion 
pound annual figure. Its growth 
curve is still upward. At the rate 
plants are now being built, poly- 
ethylene capacity should be up- 
wards of 2 billion pounds by 1962. 

Much of polyethylene’s growth 
is based on the 5 cent price cut— 
put through by Union Carbide 
and followed by other producers 
—that dropped low-density poly- 
ethylene (the more conventional, 
flexible type) into the 27% cents 
per pound range. 

This was the first time since 
polyethylene was introduced at 
$1 a pound in 1943 that it had 
dipped below the 30 cent mark 
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ty Production Goes Up 


As Prices Decline 


(although there is off-grade ma- 
terial that unofficially goes for 
less). Producers of the smaller- 
volume high-density polyethylene 
—the newer, more rigid, and more 
heat-resistant type—on the other 
hand, held firm to their 35 cents 
per pound price. 

Since high-density polyethylene 
is selling right now at the rate 
of only 15 million pounds a month, 
producers are skeptical about any 
price cuts for the next several 
months. However, last year when 
the gap between the price of high- 
density and low-density polyethy- 
lene widened, producers of the 
high-density material had to drop 
their price from 43 cents a pound 
to 38 cents a pound to keep the 
material competitive. Increased 
markets for high-density poly- 
ethylene in detergent bottles, 
housewares, heavy-duty bags, 
ducting, and luggage may also 
affect the pricing picture. 


Markets Are Varied 


Percentage distribution of all 
polyethylenes by end-use in 1960 
was: film and sheeting, 35%; in- 
jection molding, 14%; wire and 
cable insulation, 10%; blow mold- 
ing, 5%; coatings, 5%; export, 
20%; and miscellaneous, 11%. 

Polyvinyl chloride, the second 
major plastic, has now reached a 
production rate of 1.3 to 1.4 bil- 


lion pounds a year, although con- 
sumption for 1960 is roughly only 
900 million pounds. Thus there is 
an overcapacity of nearly % bil- 
lion pounds which may account 
for the soft price structure that 
now exists. General-purpose resin, 
mostly for calendering and extru- 
sion, was 23% cents a pound a 
year ago. In May of 1960, it 
dropped to 22% cents per pound 
and in September fell to 20% 
cents. 

About 35% of polyvinyl chlo- 
ride goes into molded and ex- 
truded applications; 18% goes into 
flooring; 8% is for fabric treat- 
ment; 3% is for export; 16% is 
for protective coatings and miscel- 
laneous; and the remainder goes 
into film and sheeting. Film and 
sheeting shipments amounted to 
152 million pounds this year—a 
substantial increase over the 136 
million pounds sold in 1959. Ma- 
jor markets for film and sheeting 
were laminates, flexible curtains 
and draperies, shower curtains, 
rainwear, inflatables, and uphol- 
stery. 

Polystyrene continues to be the 
third most important plastics ma- 
terial from the quantity stand- 
point. However, in terms of 
growth, it did not match its 1959 
performance. During the first six 
months of 1960, styrene-type plas- 
tics consumption was about the 
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Sems are pre-assembled lock washer and screw 
fastening units. They eliminate separate handling of 
washers and screws forever... make possible a faster, 
more efficient, more economical assembly-line opera- 
tion. When applied with a hopper-fed screw driver Sems 
yield even greater assembly-time savings. Choose from 
the wide variety of Sems styles and sizes available at 
the convenient sources listed below. 


ACCURATE THREADED 
FASTENERS, INC. 
hicago 18, Ilinc 


FEDERAL SCREW WORKS 
Detroit 10, Michigan 

GREAT LAKES SCREW CORP. 
Chicago 27, Illinois 

H. M. HARPER CO. 
Morton Grove, Illinois 

HARVEY HUBBELL, INC. 
Bridgeport 2, Connecticut 

INDIANA METAL PRODUCTS 

DIVISION, TEXTRON INC. 


Rochester, Indiana 


AMERICAN SCREW COMPANY 
Ww mant Cc 


sntic, Connecticut 
3s S ANCHOR FASTENERS, INC. 
ia Waterbury, Connecticut 
and 5, Ohio 
THE BLAKE & JOHNSON CO, 


4, Connecticut 


 Slohebaet—t— 


bdalmelelolalolens 

bdal-mear-udtelal 
for fast, 
efficient 
service 


BUTCHER & HART MFG. CO. 
Altoona, Pennsylvania 
CENTRAL SCREW COMPANY 
190 9, Illinois 

k New Hampshire 

Frankfort, Kentucky 
CONTINENTAL SCREW CO. 

New Bedford, Massachusett 
CRESCENT SCREW PROD. CO. 


ECONOMY SCREW CORP. 
hicago 14, IIlinois 
ELCO TOOL & SCREW CORP. 
Rockfo 


kford, Illinois 


LAKE ERIE SCREW CORP. 
Cleveland 7, Ohio 

THE LAMSON & SESSIONS CO. 
Cleveland 2, Ohio 


LEHIGH METAL PRODUCTS CORP. 


Cambridge 40, Massachusetts 
MID-AMERICA FASTENERS, INC. 
Franklin Park, Illinois 
MIDLAND SCREW CORP. 
Chicago 32, I/linois 


NATIONAL LOCK COMPANY 
Rockford, Illinois 


THE NATIONAL SCREW & MFG. CO. 
Cleveland 4, Ohio 
Los Angeles 22, California 
PARKER-KALON DIVISION, 
GENERAL AMERICAN 
TRANSPORTATION CORP. 
Clifton, New Jersey 
PHEOLL MANUFACTURING CO. INC. 
Chicago 50, Illinois 
PROGRESSIVE MFG. CO., 
DIV. OF TORRINGTON CO. 
Torrington, Connecticut 
RELIANCE DIVISION, EATON 
MANUFACTURING CO. 
Massillon, Ohio 
REPUBLIC STEEL CORP. 
Bolt & Nut Division, Cleveland 13, Ohio 
RING SCREW WORKS 
Warren, Michigan 
ROCKFORD SCREW PRODUCTS CO. 
Rockford, Iilinois 
RUSSELL BURDSALL & WARD 
BOLT & NUT CO. 
Port Chester, New York 
Los Angeles 33, California 
Rock Falls, Illinois 


Specify Shakeproof® Lock 
Washers when ordering 
Sems. They're specially en- 
gineered for mechanical 
pre-assembly and their triple 
locking action assures a 
positive, lasting lock for im- 
proved product performance 


SCOVILL MANUFACTURING CO 
Waterbury 20, Connecticut 

SEMS DIVISION, TEXTRON INC. 
Rockford, lilinois 

SHAKEPROOF DIVISION, 

WLINOIS TOOL WORKS 
Elgin, Illinois 


SOUTHINGTON HDWE. MFG. CO. 
DIV. OF SCREW & BOLT CORP. 
OF AMERICA 


Southington, Connecticut 
OMPSON-BREMER & CO. 
Chicago 22, Illinois 
TRIPLEX SCREW CO. 
Cleveland 9, Ohio 
UNITED SCREW & BOLT CORP. 
Chicago 8, IIlinois 
WALES-BEECH CORP. 


Rockford, Illinois 


For information on 
SEMS sources in Canada, contact: 


Toronto, Ont., Canada 


: 
& = rras 


pre-assembled screw and lock washer 
SEMS is a development of Illingis Tool Works, Chicayy 
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same as for 1959, and the second 
half of the year also showed a 
relative standstill. Total consump- 
tion for 1960 will be about the 
same as for 1959: approximately 
665 million pounds. 

It should be noted that the im- 
pact-styrenes (the new, tough al- 
loys of styrene and rubber) and 
the styrene copolymers (which 
also are much tougher than con- 
ventional styrenes) managed to 
increase their percentage of the 
total market at the expense of 
the more conventional general- 
purpose styrenes. 


Some Prices Declining 


Most of the styrenes go into 
molded and extruded products. In 
1960, the percentage breakdown 
of this market was: refrigeration 
and air-conditioning, 18%; appli- 
ances (radio and TV), 4%; toys, 
11%; packaging, 15%; house- 
wares, 7%; novelties, 4%; miscel- 
laneous, 41%. 

The only real price activity re- 
cently was the drop in price of 
the extra-high impact styrene 
from 40 cents per pound to 35 
cents per pound. The price, how- 
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For More Facts About Ad 
<on Facing Page Write in No. 162 


1950. 1951 1952 1953 
This chart shows the rapid rise in plastics production—from 990 million pounds 
in 1946 to 6.4 billion pounds this year. 
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ever, still kept the material out 
of the markets now enjoyed by 
regular high-impact at 28% cents 
a pound, medium impact at 26% 
cents, and low-impact at 25 cents. 

General-purpose styrene, still 
the volume leader, held the line 
at about 21% cents a pound. Many 
purchasing agents are now anx- 
iously watching the shrinking 
price differential between general- 
purpose impact styrenes. The big 
question is: at what point do the 
advantages of the impacts make 
up for the price differential? 

(Ed. Note: At last report, a 
major producer of general pur- 
pose polystyrene molding and ex- 
trusion resins cut the price two- 
and-a-half cents a pound to 19 
cents.) 

Most of the other activity dur- 
ing 1960 took place among the 
newer plastics, such as the tough 
thermoplastics which soften un- 
der heat. And polypropylene, a 
distant cousin to polethylene but 
with outstanding surface finish, 
better dimensional stability, and 
resistance to environmental stress 
cracking, also started to move into 
prominence. 


1954 1955 1956 1957 1958 1959 1960 


At 42 cents per pound, it showed 
up in such applications as lug- 
gage, outboard and power mower 
housings, dishwasher agitators, 
and vaporizer housings. Despite 
the price, vendors feel that its 
extremely low specific gravity 
puts it into a cost per cubic inch 
category that gives it a good com- 
petitive position. 


New Markets for Acetal 


It is interesting to note that this 
same type of comparison (cost 
per cubic inch) is being used by 
suppliers of the higher-price plas- 
tics. They point out that despite 
their higher price per pound, their 
product is competitive because 
more parts can be turned out per 
pound than with less expensive 
plastics. Du Pont’s Delrin acetal 
resin, for instance—another of the 
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tough new thermoplastics that | 
rival metal in physical proper- | 


ties—sells for around 80 cents a 


pound. But on a cost per cubic | 


inch basis, the price comes out to 
only 4.11 cents per cubic inch. 
Zinc SAE-903 at 16.25 cents per 


pound costs out to 3.87 cents per | 


cubic inch. Du Pont is using this 
information along with other data 
to edge acetal into such tradition- 
al die cast zinc markets as in- 
strument clusters for automobiles, 
hardware, and plumbing. 

Also in the area of the so-called 
“premium-priced plastics,” a ny- 
lon price decline of from $1.18 
per pound to $1.04 per pound 


(with an incentive price for large | 


volume orders set at 98 cents a 
pound) has created a stir in the 
industry. It raised hopes that ny- 
lon—which now enjoys a market 
of between 25 and 30 million 
pounds—would start to move at 
an accelerated pace. 

P.A.’s can therefore look for- 
ward to a more than ample’ sup- 
ply of plastics in 1961. There’s 
also a good possibility that prices 


may continue to decline as new | 


production becomes available and 
new technology produces better 
plastics at a faster rate for an ex- 
panding economy. 
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“Miniaturization makes power transmission 


extra-tough... but G. Ss. 


Precision Gearing 


specialists can give us a big head-start on our new designs." 


“For years we’ve brought in G.S. Precision Gear- 


and then turn around and produce it right, run 


ing experts at beginning stages of design jobs after run (as our production people will tell you). 


—and it has paid off, whether in modifying 
existing products or breaking trail in radically 
new directions. Miniaturization has given us 
even tougher Precision Gearing problems — but 
G.S. is still saving us all kinds of grief by lead- 
ing us to practical power transmission methods 
early in the game. 


ee 


“G.S. makes the full range of Small and Inter- 
mediate Gearing: Spurs, Spiral, Bevels, Helicals, 
Internals, Zerols, Clusters, Ratchets, Splines, 
Hobbing, Worm Gearing. That means they’re 
free to prescribe the right kind of Gearing — 


you'tt Finn G. S. Gearinc 
IN TOP QUALITY PRODUCTS LIKE THESE... 


Adding Machines « Aircraft Carburetors & Fuel Metering Systems « Air- 


I guess it all boils down to this: We want top 
quality, so we deal with top sources—and G:S. 
is known all over the country (among both big 
and little companies) as the source of precision- 
made Small and Intermediate Gearing in pro- 
duction quantities —which, of course, means 
production economies. And there’s one other 
thing that means a lot to all of us—their men 
are mighty nice guys to work with! I'd recom- 
mend that you put them on your design team 


when you come up against a Precision Gearing 
problem.” 


craft Instruments and Radios » Automatic Musical Instruments « Automation 


Systems « Business Machines + Check Signing & Protecting Machines + 
Clippers for Barbers, Animal Shearing & Hedge Trimming + Cloth Cutting 
Machines « Coin Changers & Counters * Communication Equipment - 


Control Mechanisms « Electric Fans «+ Electric Motors « Floor Polishers, 


Sanders, Scrubbers, Sweepers « Food & Drink Mixers, Blenders *« Home 


Grinders, Slicers + Military Equipment + Motion Picture Cameras & 
Projectors « Optical Instruments * Outboard Motors « Pneumatic Produc- 
tion Tools « Radio & Radar Tuning Assemblies * Radio Anti-backlash 
Gears + Range Finders « Record Changers « Sewing Machines « Steel 
Strap Stretchers + Step Switches + Tapping, Drilling & Threading Equip- 
ment «+ Telephone Dials + Television Sets * Thermostatic Controls + 
Typewriters « Vending Machines * Washing Machines. 


Appliances * Lawn Sprinklers * Machine Tools « Meat Tenderizers, 
| 5 /a\ | ¢ 


SEND FOR G.S. illustrated folder! See where and how 
we mass-manufacture Small Gearing to uniformly fine toler- 
ances. Folder contains 23 pictures of Small Gears, plant view, 
as well as Diametral and Circular Pitch Tables. Ask for your 
copy on company stationery, please! 





Specialties, Inc. 


2635 WEST MEDILL AVENUE 
CHICAGO 47, ILLINOIS 











SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS * THREAD GRINDING 


5: 0 Yours of cfeecial ying in Amall Gearing! \ ieee 
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made witn 
WEATHER-RESISTANT 
PARAPLEX® P-444 


acrylic-polyester resin 


Look for the label 
that assures weather resistance... 
high strength...pleasing appearance 


el on a glass-fiber reinforced panel is your assurance 
ched weatherability. It appears only on panels made PP Chemicals for Industry 


\RAPLEX P-444 acrylic-polyester resin. Extensive 
y and field tests have proved that the proper HM & “AAS 
tion of aerylic and polyester resins produces the best COMPANY 
resistance in reinforced panels. This combination is WASHINGTON SQUARE, PHILADELPHIA S, PA. 

nly in PARAPLEX P-444, made by Rohm & Haas. The 

o imparts pleasing appearance, high strength, excel- 

t transmission, and ease of installation. Write for the —_ paraptex is a trademark, Reg. U.S. Pat. Off. and in 

of panel manufacturers who use PARAPLEX P-444. principal foreign countries. 


\RAPLEX. P-444 
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Goals Commission Spurs 


Economic Growth 


Tue federal government is 
bound to play a bigger role dur- 
ing the Kennedy Administration. 
His campaign centered on a 
faster rate of growth in the econ- 
omy, with a greater emphasis on 
the “public sector” than in the 
past. 

This trend is further under- 
lined by the report of the Presi- 
dent’s Commission on National 
Goals, submitted to President 
Eisenhower after a fact-finding 
study by 10 leaders in business, 
education, and labor. Chairman 
of the group was Dr. Henry M. 
Wriston, president of the Ameri- 
can Assembly of Columbia Uni- 
versity. 

The report suggests that an ac- 
celerated economic growth rate 
is needed. Lacking such an in- 
crease, the commission recom- 
mends that it would be necessary 
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to resort to “additional extra- 
ordinary measures.” 

The National Goals Commis- 
sion reports it received carefully 
documented evidence that there 
could be a 3.4% annual increase 
in the gross national product 
without extraordinary stimulat- 
ing measures. Other estimates 
made with equal care indicate 
the possibility of higher growth 
rates up to 5%. 

During 1960, the estimated rate 
of economic growth was 2.8%. 
Democratic campaign speakers 
most often mentioned 5% as the 
most desirable rate of gain. 

“There is no merit in a statis- 
tical race with the Communist 
nations,” the National Goals 
Commission maintains. “Our 
economic decisions must be gov- 
erned by ability to meet our 
needs for defense, for education, 
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1 payments this year 
will probably be 
slightly less than in 
1959. During the last 
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for a healthy private economy 
with rising standards of living, 
and for foreign aid.” 

Policies which will encourage 
growth are suggested by the 
National Goals Commission. Ideas 
advanced in the report include: 

(1) An overhaul of the tax 
system, including depreciation 
allowances, to improve the cli- 
mate for investment and the 
balancing of investment with con- 
sumption. Special attention is 
recommended to policies favoring 
completely new ventures which 
involve a high degree of risk and 
growth potential. 

(2) Increased reliance on re- 
search and improved technology 
to provide opportunity for Ameri- 
can industry to expand its mar- 
kets by producing new and 
authentically improved products, 
rather than by too great a de- 
pendence on superficial changes 
in style. To these ends, universi- 
ties, research institutes, govern- 
ment, and industry should great- 
ly increase basic research, the 
ultimate source of new ideas and 
new products. 

(3) Reduction in unemploy- 
ment and operation of the basic 
industries closer to capacity re- 
quire steadily growing consumer 
demand. They also require prop- 
er management by the govern- 
ment of interest rates, money 
supply, and budget surpluses and 
deficits. 

(4) Education at all levels 
should be aimed at a more cap- 
able and more flexible workforce. 

(5) If Congress were to raise 
or lower tax rates quicker when 
necessary, the economy could be 
more easily stabilized. 

The National Goals Commis- 
sion also calls on the federal gov- 
ernment to strengthen the man- 
agement of its military programs 
by improving its supervisory and 
contracting technical procedures. 

The military must avoid under- 
taking impracticable and un- 
necessary projects which waste 
scientific and engineering man- 
power, the commission advises. 
Both government and industry 
need to encourage that combina- 
tion of engineering and manage- 
ment talent which can master our 
increasingly complex technology. 

(Please turn to page 23) 
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Snap rings are one of the most elementary of 
fasteners — yet are called upon to play vital roles 
the assembly of thousands of products. This is 
why there can be no sacrifice of quality when you 
ify snap, bearing, lock or retainer rings for 
your products. For unless the rings you specify 
their job well — literally hold your products 
gether — the result can only be loss of customer 
itisfaction. Your best assurance of quality is the 
reputation of the company who supplies your 


EATON 


ing Devices * Cold Drawn Steel * Stampings * 
Powdered Metal Parts * Gears * Variable Speed Drives 


* Speed Reducers 


a 


rings. Eaton's Reliance Division handles every 
step in the fabrication of rings from the cold 
finishing of the spring-quality steel through the 
forming, heat treating and finishing. Every step 
is guarded by an exacting quality control program 
that leaves no stone unturned to assure that your 
specifications are held completely. In addition to 
custom rings, Reliance produces an extensive line 
of standard rings for most standard ring appli- 
cations, Write for engineering specifications. 


RELIANCE DIVISION 


MANUFACTURING COMPANY 
513 CHARLES AVENUE ” 
SALES OFFICES New York °¢* Cleveland ¢* Detroit 
DUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts +* Jet Engine Parts »« Hydraulic Pumps 
and Trailer Axles * Truck Transmissions * Permanent Mold Iron Castings * Automotive Heaters and Air Conditioners 


* Leaf and Coil Springs + Dynamatic Drives and Brakes 
* Differentials + Centralized Lubrication Systems 
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MASSILLON, OHIO 


Chicago * St. Lovis * Son Francisco * Los Angeles 
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e U.S., Canada to Double 
Materials Use by 1980 


In the next two decades, the 
United States and Canada will 
double the amount of industrial 
raw materials they consume. 

That’s the result of a National 
Planning Association study. It’s 
based on the assumption that the 
combined growth rate of the 
United States and Canada will 
be 4.2% a year. It also assumes 
that there will be a 4% average 
annual rise in consumption of 
raw materials. 

The United States will rely to 
a much greater extent upon 
Canadian sources of industrial 
raw materials, according to the 
study. The largest increase will 
be in iron ore, natural gas, nickel, 
and asbestos. 

Canada, according to the re- 
port, will also export “greatly 
enlarged amounts” of petroleum 
and petroleum products, natural 
gas liquids, cobalt, copper, lead, 
zinc, sulphur, lumber, plywood, 
pulpwood, wood pulp, paper, and 
paperboard. On the other hand, 
Canada is expected to become de- 
pendent to a greater extent upon 
U.S. supplies of coal, molyb- 
denum, and phosphate. 

The National Planning Asso- 
ciation report comes to the con- 
clusion that due to the high rate 
of consumption of raw materials 
in North America, the United 
States and Canada “can no longer 
be classified as a surplus ma- 
terials area in most respects.” 

The forests of the United 
States, it is pointed out, will be 
hard-pressed to meet demands for 
wood pulp, paper products, and 
lumber by 1980. “Soon there- 
after,” the study warns, “a seri- 
ous net depletion” of timber re- 
serves may be expected. 

Canada is in a vastly superior 
position, however. It still has 
virgin forests in the east as well 
as the west, and therefore the 
US. “deficit of forest products is 
met mostly by importation from 
Canada.” 

Overall net deficiencies are 
forecast in tin, manganese, chro- 
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mite, bauxite, tungsten, and 
fluorspar. 

The study finds that “very 
large percentage increases in de- 
mand, significantly in excess of 
the anticipated percentage in- 
creases in GNP,” may be exper- 
ienced in the next two decades 
by these industries: natural gas 
and natural gas liquids; alumi- 
num; ferro-alloys, including chro- 
mite, cobalt, molybdenum, and 
nickel; non-metallic minerals 
such as fluorspar, cement, and 
potash; and plywood. 

Consumption of tungsten, wood 
pulp, and paper, the report in- 
dicates, may rise at approximate- 
ly the same rate as GNP. The use 
of coal, iron ore, certain non- 
ferrous metals, lumber, and 
petroleum and petroleum prod- 
ucts may rise more slowly than 
the projected rate of overall 
growth. 

Department of Commerce in- 
ventory analysts feel that manu- 
facturers and distributors are 
continuing to cut down their 
stocks. They say that this will 
show up in the indices. 


Inventories Decline Sharply 


The inventory decline began in 
August, when the government 
figures showed a $100 million 
drop in stocks of manufacturers 
and distributors. This figure was 
doubled in September. 

In October, there was a $400 
million reduction in manufac- 
turers’ and distributors’ inven- 
tories. In addition, retail inven- 
tories were lowered by $100 mil- 
lion, with a widespread liquida- 
tion of nondurable goods stocks 
on the retailers’ shelves. This 
more than offset moderate in- 
creases in holdings by automotive 
dealers and lumber-hardware- 
building-materials stores. 

This month, as is normal at 
this time, inventories are being 
reduced substantially—including 
roughly $1.5 billion worth of con- 
sumer goods. Most government 
analysts here see retail sales con- 
tinuing the trend of the last 
several months at a level under 





“This chart survey 
Saved us work, 
time and money!” 


“T used to order recording charts 
as frequently as we needed them. 
But not now. This simple survey 
helped me place a single long- 
term order for GC charts with 
automatic deliveries spaced to our 
requirements.” 


You, too, can stop fussing with lots 
of little orders, for lots of different 
recording charts, from lots of differ- 
ent suppliers. Send for a GC Chart 
Survey Form. Merely list chart 
numbers and the quantity you use. 
Return your completed Survey to 
GC and they will send you free 
chart samples for your engineers 
to check and a firm price for filling 
all your chart requirements. If it 
looks good you can then place one 
order covering several months or 
even a full year. GC will make auto- 
matic deliveries to meet your needs. 


In addition to saving time and 
clerical work, GC charts cost less 
because they are produced in such 
large quantities so efficiently. And 
their quality is guaranteed by GC, 
the world’s est recording chart 
specialists. 

Start saving—and get quality and 
service. Write today for your chart 
survey forms. 
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SHAKEPROOF Protects Your Product’s Reputation 


Flere is the answer to one of industry's toughest 
problems... how to reduce costly inspection re- 
jects and avoid customer complaints due to fas- 
tening failure. 


Shakeproof engineers have gathered formidable evidence 
that only one washer Iocks ... where others fail! Their find- 
just published in the booklet offered at the right, prove 
‘weight and thickness” don't lock a fastener, and that 

} action” alone isn't locking action. 


ey have conducted tests with various types of washers 
ronly used for protection against failure caused by 
ng and operational vibration. Results show that only 


Shakeproof Lock Washers retained 100% relative locking 
efficiency. 


Be sure to protect your product's performance and reputa- 
tion with the one top-quality, top-per- 
formance lock washer... Specify 
SHAKEPROOF...the original toothed § 
lock washer! 


Send for this Free Booklet Today—it 
is filled with factual test data and actual 
case histories which show how you can 
be sure of quality at every step in the 
assembly of your product. 


’ SHAKEPROOF 
THE WASHER 


THAT LOCKS 
WHERE OTHERS 
FAIL! 


STANDARD SHAKEPROOF LOCK WASHERS 
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External internal 
Type 


Heavy Duty 
Internal Type 


Countersunk 
Type Type 


INCLUDE: 


«8680 OG 


External-internal 


Dished Type 
Toothed or Plain Periphery 


i Dome Type 
Type Toothed or Plain Periphery 


~ Fa SHAKEPROOP ‘Gasloning Headquarter’ 


DIVISION OF ILLINOIS TOOL WORKS 


St. Charlies Road, Elgin, Illinois 


tin Canada: SHAKEPROOF/FASTEX Division of Canada Illinois Tools Limited, 67 Scarsdale Road, Don Mills, Ontario 
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that of the same period of last 
year. 

If sales do continue lower, 
there will be little incentive for 
manufacturers to reverse their 
policy and begin building up in- 
ventory—especially during the 
winter months, which are gener- 
ally a slack period for them. 


@ Chamber Economist 
Sees Mild Readjustment 


“The 1960-61 readjustment will 
be mild,” according to Dr. Emer- 
son P. Schmidt, chief economist 
of the Chamber of Commerce of 
the United States. 

Speaking at the annual meeting 
of the Chamber’s board of di- 
rectors here, Dr. Schmidt noted 
that the gross national product 
should fall no more than 1% or 
2% by the middle of 1961 from 
its present level of around $500 
billion. If inventory liquidation 
by manufacturers ends by that 
time, he observed, GNP might 
climb back as high as $515 or 
$520 billion by the fourth quarter. 

Dr. Schmidt said that govern- 
ment “will be the only major 
growth industry” next year. 


Urge Greater Money Supply 


The economist also spoke about 
the problem of interest rates. 
“The need for further growth of 
the money supply is urgent,” he 
said, “if monetary policy is to 
help put a floor under recession- 
ary tendencies.” 

Regarding employment and un- 
employment, he predicted that 
“the retarded economic growth, 
plus growth in the work force, 
will increase unemployment, 
particularly in the first part of 
1961.” 

At the same meeting, Paul E. 
Herzog, director of research for 
the National Automobile Dealers 
Association, forecast that 1961 
automobile sales will drop 200,- 
000 units to a 6.5 million total. 

Housing economist Miles Co- 
lean told the gathering that the 
construction industry had al- 
ready had its recession. “I can’t 
see that there’s anyway for us to 
go but up,” he declared —A. N. 
Wecksler 


DeceMBER 19, 1960 





Machining 
Bond on 
Castings 


© Here’s the MBC plan: if you un- 
cover a flaw while working on one of 
our castings, we pay your machining 
cost. This is in addition to replacing 
the casting without charge. 

Our customers like the Machin- 
ing Bond on Castings. It is one more 
assurance that it pays to buy high 
quality castings in the first place. 
Please write for our booklet on the 
Resources and Capabilities of: 


Morris Bean & Company 
Yellow Springs, Ohio 


aluminum and ductile iron castings 
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LYON METAL PRODUCTS, INC. 
1233 Monroe Avenue, Aurora, Illinois 
Please send me a copy of Catalog No. 100 


NAME 





FIRM 





ADDRESS 





STATE 























Mail Coupon 








for your 


FREE 


COPY «+. 


0 pace 


BUYING GUIDE 




















helps you get the most 
for your 
steel equipment dollars 


e New 92-page catalog illustrates and 
describes LYON’s diversified line of 
steel equipment... over 1500 items for 
Business, Industry and Institutions. 
There’s a Lyon dealer as near as your 
telephone. 


LYON METAL PRODUCTS, INC. 
General Offices: 1233 Monroe Ave., Aurora, Illinois 
Factories in Aurora, IIIl.—York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 








® ‘ 


STEEL EQUIPMENT 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
IT’S FREE! 
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Purchasing Costs Lower 
In Big Firms, Says AMA 


The bigger the company and 
the simpler the product, the lower 
purchasing costs will be, accord- 
ing to a new study made by the 
American Management Associa- 
tion. 

AMA’s 119-page Research 
Study 45 analyzes purchasing de- 
partment expense and personnel 
ratios in 147 firms doing both 
manufacturing and extractive (i.e. 
mining, petroleum, etc.) work. It 
also analyzes data on purchasing 
centralization and decentraliza- 
tion, purchasing authority, de- 
partmental status, and the use 
of purchasing manuals. 

Purchasing costs as a percent- 
age of goods purchased run from 
1.72 in companies buying under 
$5 million a year to 0.39 in those 
with over $100 million annual 
purchases, the report states. The 
average among companies which 
included only direct costs is 
0.70%, while among those which 
included all costs the average is 
0.46%. (The “all costs” com- 
panies, AMA points out, are 
generally the much larger firms. 
The only explanation for the dis- 
crepancy that suggests itself, says 
AMA, is that the larger com- 
panies save through bulk pur- 
chases and perhaps have more 
efficient purchasing methods.) 

Similarly, larger firms have 
fewer purchasing personnel per 
100 employees, AMA reports. 
Average percentage of total em- 
ployees in purchasing ran from 
1.11 in companies with $5 million 
or less gross income to 0.44 in 
those with income of over $100 
million. 

For comparative purposes, 
AMA breaks down both operating 
expense and personnel ratios of 
all respondents by type of busi- 
ness or product. Heading the ex- 
pense ratio list, for example, are 
military electronics products and 
processing machines with 6.00% 
and 4.66% of goods purchased, 
respectively. The percentage de- 
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clines among simpler products— 
to 0.20 for silverplated dinner- 
ware. 

Authors of the study are Ben- 
jamin March, president of Indus- 
trial Communications, Inc.; Ed- 
ward M. Krech, director of pur- 
chases, J. M. Huber Corp.; and 
George H. Haas, AMA research 
associate. Mr. March and Mr. 
Krech have written extensively 
on purchasing subjects for Pur- 
CHASING Magazine, and Mr. Krech 
is a member of the magazine’s 
Editorial Advisory Board. 

Copies of the study may be 
purchased for $4.50 each from the 
American Management Associa- 
tion, 1515 Broadway, New York 
36, N.Y. 


Steel Demand to Rise 
During First Quarter 


Steel buyers expect to increase 
their orders during the first 
quarter of 1961. So says the steel 
committee of the National As- 
sociation of Purchasing Agents, 
headed by A. G. Ruediger, direc- 
tor of purchases of Carrier Air 
Conditioning Company. The com- 
mittee notes that the steel operat- 


ing rate may reach between 60% 
and 65% in the next three 
months—up from the present rate 
of slightly under 50%. 

No immediate price increase is 
expected, despite the recent steel 
wage boost. Some committee 
members, however, feel that there 
may be selective price increases 
on extras sometime around the 
middle of the second quarter. 

“There would have to be a sub- 
stantial upsurge in business be- 
fore a price increase would be 
forthcoming on the base price of 
steel,’ the NAPA steel report 
notes. 

One purchasing agent on the 
steel committee who uses steel 
in large quantities reports that he 
has been approached by a major 
steel warehouse with an interest- 
ing proposal. This warehouse 
offered price competition with 
steel mills at equivalent tonnage. 

“There is indication,” the re- 
port states, “that some steel sup- 
pliers are hedging on prices by 
various means, such as supplying 
high grade products at a lower 
quality price, like primes for 
seconds.” 

At the present time, says the 





Major Labor Contract Expirations 


January 


industry 
Local Transit 
Retailing 
Trucking 


Company 


R. H. Macy 


Philadelphia Transportation 


1/A Central States 


Union 

TWU 

Re‘ail, Wholesale 
Teamsters 


February 


Industry 


Dress Mfg. 
Fur Mfg. 
Trucking 


Company 


5 Groups of Companies 
Associated Fur Mfrs. 
2 Groups of Companies 


Union 
ILGWU 
Meatcutters 
Teamsters 


March 


Industry 
Petroleum 
Tobacco 
Utility 


Company 


Atlantic Refining 
Liggett and Myers 
Commonwealth Edison 
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Traffic Managers 
tell us: 


Financial 
Responsibility 


is essential in 
selecting a carrier 
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Our steady growth reflects the 
confidence our customers have in DC 


D-C has been serving its customers for 
almost 30 years... for the past 12 as the 
only coast-to-coast carrier. Our growth, 
year after year, reflects their confidence in 
us. It means that you, too, can specify 
D-C with the complete assurance that 


you’re dealing with a financially-sound car- 
rier... that your shipment, large or small, 
will get the care it deserves, backed by our 
full resources of men, equipment and facili- 
ties and the know-how that comes from 
long years of experience. 


For the fastest and finest in truck service nationwide 
... always ship D-C, the Dependable Carrier! 


) 


LS) 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier! 
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committee, steel mills in the Day- 
ton area are missing delivery 
dates by as much as two weeks. 
Reason: current low operating 
rates. 


N.J. to Save $50,000 by 


Using Generic Names 


The state of New Jersey will 
save over $50,000 annually by 
purchasing drugs by generic 
names instead of brand names, 
says Charles F. Sullivan, director 
of the division of purchase and 
property. 

Of the total amount, $25,916 
will be saved by establishing a 
general bid list for competitive 
items, Another $11,775 will be 
saved by combining the needs of 
all institutions buying items made 
by only one supplier. The re- 
mainder of the savings is at- 
tributed to consolidating biolog- 
icals. 

The decision to change the 
method of drug purchasing came 
as the result of a comprehensive 
four-month study of past buying 
practices made by the purchase 
bureau and the department of 
institutions and agencies. Other 
benefits that will come from the 
new system include: standardiza- 
tion of pharmaceutical products 
among the various institutions, 
consolidation of requirements, 
open-end contracts, and a con- 
siderable decrease in paperwork. 


Increasing Efficiency 


Sullivan says that New Jersey 
has already started to buy drugs 
by chemical names. This new 
method, he says, “will increase 
economy and efficiency without 
compromising any professional 
drug or service standards. The 
state will purchase the best drugs 
available for its agencies at the 
lowest possible price.” 

During the study, buying habits 
of the various institutions in the 
state were analyzed. Widely di- 
vergent prices, concentration of 
orders with one company, pay- 
ment of incomplete invoices, and 
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an excess of small orders were 
among some of the poor purchase 
practices that were discovered in 
the study. The system now in 
effect is designed to prevent these 
abuses and insure that the state 
will get the best medicines at the 
lowest possible cost. 


Discuss New Methods to 
Improve Business Forms 


Various methods to improve 
business forms were discussed at 
a recent two-day seminar spon- 
sored by the Business Forms In- 
stitute. 

Among the new developments 
in this half-billion dollar industry 
that were analyzed was a new 
drum pack which reduces in- 
transit damage. H. V. Lauer, of 
the National Cash Register Co., 
noted that the pack permits the 
use of lift trucks to transport 
carbonized paper. In addition, 
drum packs have been found 
satisfactory for multiple layer 
storage. 

Techniques of handling car- 
bonized paper were covered by 
M. B. Stevenson, Port Huron 
Sulphite & Paper Co. He urged 
that the paper be stored away 
from aisles, that temperature 
changes be watched, and that 
friction be avoided to prevent 
damage. 

New commercial products were 
covered in a panel discussion led 
by Peter D. Nielson, Moore 
Business Forms, Inc. Nielson in- 
dicated that recent printing de- 
velopments may revitalize letter- 
press production through the use 
of photo-composed machine tech- 
niques. However, he pointed out 
that both products and materials 
must be refined to precision 
tolerances. 

E. V. Kirouac and Richard 
Maxwell, Burroughs Corp., de- 
scribed developments in magnetic 
ink. They said that growth of 
magnetic ink is expected to be 
even greater in 1961 than in the 
past year as industry joins bank- 
ing in adopting magnetic ink sys- 





Hints on 
fluore scent starter 
selection 


G-E FS-400 STARTERS 
GIVE YOU FULL RATED 
LIFE FROM NEW G-E 
“PREMIUM 3” LAMPS 


You get 17% more light — 
even in old fixtures — from 
new G-E Premium 3 lamps! 
And, to help you get full rated 
life from these lamps, General 
Electric recommends that only 
G-E FS-400 Watchdog* Start- 
ers be used. They protect lamp 
life by preventing “instant 
starts” before cathodes are 
properly pre-heated. FS-400 
Watchdog Starters also pro- 
tect standard lamps; last much 
longer than ordinary starters; 
automatically cut out blink- 
ing lamps. 

Ask your General Electric 
distributor for the ‘‘G-E 
Starter Selection Chart and 
Maintenance Guide for Fluo- 
rescent Lighting.’’ General 
Electric Company, Wiring 
Device Dept., Providence 7, 
Rhode Island. 


*Registered Trade-mark of General Electric Company 


GENERAL @® ELECTRIC 


For More Facts Write No. 171 
on Information Card—Page 32 


29 





WEW TOUGHNESS 


it actually takes more energy to break AVISTRAP cord strapping than 
to break comparable-width metal strapping. Though metal has greater tensile 
strength, AVISTRAP—made of high-tenacity Avisco® rayon—has greater “‘work- 
ing toughness.”’ Strapping must either extend enough to absorb shock-energy 
or fail. Metal strap has far less elongation before breaking than AVISTRAP. As 
a result, AVISTRAP is still stretching, soaking up energy, and holding the pack- 
age together after a metal strap would have stretched to its breaking point 


and failed. 





Typical Performance Comparison 
«” x 0.015 metal strapping and AVISTRAP type 50 (%") 
TTT | 030 
i “(a 585 


Tensile Strength, Ibs 





ot 3 


Elongation, percent 





TT! 225 


a 0 


Energy to Break = (inch-Ibs./inch) 








Vital statistics. This conmnparison is the result of careful lab- 
oratory tests, using an Instron Tensile Testing Machine. In 
teste covering metal strapping from 14” through 34” width 
and from 0.012 through 0.023 thickness—AVISTRAP out- 

med metal in terms of energy to break in every instance. 


Toughness pays off here. AVISTRAP can be tightly tensioned 
without danger of sudden breaks, will not lash out with jagged 
ends. Strap breakage during handling and shipping is re- 
duced. Other advantages: no sharp edges, light weight, easy 
handling, easy unpacking. 


AVISTRAP CORD STRAPPING 


Economy @ Local Service @ Easy Handling @ Reduced Damage ® Safety 


i aT, 


AVISTRAP. 


CORD STRAPPING 


TT 


Trademark of American Viscose Corporation, Patents Pending. 


AMERICAN VISCOSE CORPORATION, INDUSTRIAL PACKAGING DEPT.., 


Write for technical bulletin +4, covering AVISTRAP 
cord strapping strength tests. Include any other 
specific technical questions you may have. If you 
wish, arrangements can be made to demonstrate 
AVISTRAP cord strappingin your plant. AVISTRAP 


cord strapping, tools, accessories and application services are 
now available in all major U.S. industrial areas, through author- 
ized local distributors. AVISTRAP district offices are listed below. 


1617 PENNSYLVANIA BLVD., PHILA. 3, PA. 


District offices: Atlanta, Ga., Boston, Mass., Charlotte, ".C., Chicago, Il/., Columbus, Ohio, Dallas, Tex., Denver, Colo., Los Angeles, Calif., New Orleans, La., New York, N.Y. 
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tems on a wider scale. 

Lester J. Johnson, Atlantic 
Register Co., is president of the 
Business Forms Institute. Arnold 
Greenfield, Alfred Allen Watts 
Co., was program chairman for 
the seminar. 


Foreign Competition Can 
Be Helpful to U.S.: NAM 


If the United States pursues 
sound economic policies at home, 
the industrial resurgence of other 
nations will be beneficial to the 
American economy, according to 
the National Association of 
Manufacturers. 

In a report prepared by its 
economic advisory committee—a 
group of 27 businessmen from 
various sections—the NAM states 
that foreign competition can have 
the same healthy effects on our 
economy that domestic competi- 
tion has. In fact, the report states 
that “Foreign competition can 
have an even more beneficial 
effect since it tends to impose on 


our whole economy the same dis- 
cipline which internal competi- 
tion imposes on individual firms.” 


NAM declares that foreign 
competition should encourage the 
federal government to: 

(1) Remove the tax barriers to 
capital formation. 

(2) Authorize sound deprecia- 
tion policies. 

(3) Curb the monopolistic 
powers of labor unions. 

(4) Provide the kind of eco- 
nomic climate which is conduc- 
ive to business growth and in- 
dividual freedom. 

According to the association, 
the United States does not have 
to lower its standard of living in 
order to meet foreign competi- 
tion. “Any nation’s standard of 
living is a reflection of the pro- 
ductivity of its economy,” it says. 
“Foreign trade raises productivity 
—and hence the standard of liv- 
ing—because it enables a nation 
to concentrate its efforts on the 
particular types of activity in 
which the nation is most pro- 
ficient.” 
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MAJIOR 
SOURCE 


A CASE IN POINT—The new Borden 18 pocket 4 and 5 quart Can 
Tester is the first pneumatic tester of this type in the world. Fast, automatic, 
reliable; it depends on sound, wear-resistant castings for dimensional accu- 
racy and stability. Hamilton Foundry supplies 127 castings ranging from 2 
pounds to 1300 pounds for this machine. Borden also makes a 9 pocket 
Tester for cans up to 2% gallon capacity. In fact, most of the iron castings 
used in these machines come from Hamilton Foundry, a reliable single 
source for engineered castings. 

When new and unusual design problems arise in selecting metal and 
casting parts, the skill and integrity of Hamilton Foundry is your best 
insurance that specifications—and delivery schedules—will be met. 


GRAY IRON « ALLOYED IRON « MEEHANITE® * DUCTILE (NODULAR) IRON + NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


4551 LINCOLN AVENUE * HAMILTON, OHIO © TWinbrook S-—7491 
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Stanscrew suggests... @BRUNING) Verifies... 





Socket set screws solve Copy/ey problem 


Charles Bruning, Inc., manufacturers of the 
widely accepted Copyflex, recently found that 
the fasteners they were using to attach the unit’s 
sprockets and gears did not meet the rigid per- 
formance standards they set up for all compo- 
nent parts. 

Bruning’s distributor arranged a visit from a 
Stanscrew specialist, who recommended Stan- 
screw’s regular socket set screws. Bruning veri- 
fied their operational efficiency with exhaustive 
laboratory and engineering tests . . . made the 
conversion . . . and eliminated the loosening 
problem (plus eliminating many service calls). 

Now, 100 Stanscrew fasteners are specified 
for each Model 675 Copyflex. In addition to 


Rally, 


socket set screws, they include socket head, hex 
head, and fillister head cap screws which are used 
in a wide variety of critical applications. 

Like Bruning, more and more industrial 
leaders are learning it pays to standardize on 
Stanscrew. Their more than 5,500 different 
standard fasteners provide economical answers 
to the overwhelming majority of all industrial 
requirements . . . and are produced to consistent 
quality standards which eliminate production 
problems and lower assembly costs. 

The Stanscrew fastener specialist may be able 
to help you cut fastener costs. Your Stanscrew 
distributor will be happy to arrange a prompt 
visit. Call him today. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 


~aeaad HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 


2701 Washington Boulevard, Bellwood, Illinois 


For More Facts Write No. 174 on Information Card—Page 32 





HOW TO PUNCH HOLES IN 
HIGH PRODUCTION COSTS... 


The original production of this switch base 
(left top) called for sawing on 4 sides, 
drilling 7 holes and affixing 4 screws and 
nuts. Spaulding reduced these operations at 
a saving of 75% by re-designing the part 
(left bottom) and using a grade of Spauldite 
that can be punched and extruded. 


..-WITH SPAULDING VALUE 
ANALYSIS ENGINEERING 


The Value Analysis process calls for a ‘‘sci- 
entific method of accomplishing a function 
at the lowest possible cost.”’ 


That is why Spaulding maintains staffs of 
specially trained engineers who evaluate a 
customer's product, then show how it can 
be made better, easier and at a lower cost 
with a Spaulding Material, processed by 
Spaulding’s own Fabricating Department. 


The unique characteristics of Spaulding 
Industrial Plastics and Vulcanized Fibre 


hold the same advantages for your product. 


SPAULDING FIBRE COMPANY, INC. 


388 WHEELER STREET, TONAWANDA, NEW YORK 


SPAULDING FIBRE COMPANY, INC. 
388 Wheeler Street 


fr ee iaaieal ah taliiil sn noe Set 
VALUE eee 

ANALYSIS 

BROCHURE “= 


SPAULOING FIBRE COMPANY, INC 





SEND FOR YOUR COPY NOW 
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FOR TOP RETURNS ON YOUR 
BASIC CHEMICAL DOLLARS, 

YOU’LL LIKE DOING BUSINESS WITH 
COLUMBIA-SOUTHERN 














There’s more to a sound chemical purchase than the 
bulk material delivered. You want the special handling 
and consideration that give you the most mileage out 
of the chemicals you buy. 

And Columbia-Southern consistently comes through 
with these extra touches. 

Take the large gas meter manufacturer who made 
significant improvements in his trichlorethylene degreas 
ing line by following specific suggestions made by a 
Columbia-Southern Technical Service Engineer. Or the 
pulp mill which recently solved a tricky processing prob- 


columbia] southern 


iwi & 
COLUMBIA-SOUTHERN CHEMICAL CORPORATION 
A Subsidiary of Pittsburgh Plate Glass Company 


lem with the aid of the Columbia-Southern Pulp Lab- 
oratory. Or the big bottle manufacturer who cut his 
soda ash dust losses in half by adopting a simple system 
developed by Columbia-Southern. 

Practical help like this is a basic part of the Columbia- 
Southern program. It’s the reason why so many leading 
firms—representing many industries—turn to Columbia- 
Southern for their basic chemicals. 

Columbia-Southern Chemical Corporation, One 
Gateway Center, Pittsburgh 22, Pennsylvania. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


Chlorine « Caustic Soda « Caustic Potash « Soda Ash « Ammonia 
Solvents « Sodium Bicarbonate « Chromium Chemicals 
Barium Chemicals « Sulfur Chemicals « Agricultural Chemicals 
Reinforcing Pigments - Calcium Chloride « Hydrogen Peroxide 


Muriatic Acid « Calcium Hypochlorite - Titanium Tetrachloride 





Photo Courtesy Bell Helicoptor Corporation, Ft. Worth, Texas 


TUFFY GIVES SLING USERS A “LIFT” 


in operating efficiency and economy 


What eise gets a lift with Tuffy? Just about everything. In every 
industry where loads are lifted, lowered, pulled or towed. On land 
and sea and even (as the picture suggests) in the air. 


Jobs done by slings and hoist lines vary greatly. That’s why 
luffy engineers have specialized in tailoring Tuffy products to spe- 


cific uses. 


Because of this specialization, Tuffy assures you the right sling 
for the job. Gives you better sling performance, greater safety and 
longer service life. In the long run, the ultimate low cost sling is Tuffy. 


Don’t take less than these Tuffy advantages... 








fuffy’s secret of longer life: 
patented 9-part machine-braided 
fabric. It provides a combination 
of flexibility and strength never 
achieved by ordinary wire rope. 
Amazing resistance to kinks, 
which smooth out easily when 
they do occur. 





An eye for strength and safety: 
Tuffy’s metal ferrule gives the 
eye splice full strength of the fab- 
ric. That’s because it’s pressed 
on under tremendous hydraulic 
power. What’s more, the smoothly 
tapered body won’t snag hands. 
A Tuffy extra at no extra cost. 


Get in Touch with Your Tuffy Distributor 


Whether your sling jobs call for the Tuffy machine-braided sling, or 
Union’s new 6- and 8-part hand-braided slings, your Tuffy distributor 
gives you by far the best buy. And he’s famous for fast service on every 
sling and wire rope need. Look him up in the Yellow Pages. 


Tuffy} Tips 


—on safe use of 
Slings and Hoist Lines 


Lifting Strains 
Take High 
Toll of 


Injuries 


Did you know that in some states one 
of every six compensation claims in- 
volves back injuries? And that one 
major insurance company says back 
injuries constitute 60% of their claim 
expense? 


Hernia is another hazard of mate- 
rials handling. One manufacturer re- 
ported 75% of his compensation claims 
involved hernias. This high incidence 
of hernias and back injuries can be 
greatly reduced by _ proper lifting 
equipment and methods. 


How to Play It Safe When 
Loading Slings and Hoist Lines © 


1. Keep pull on sling legs in a straight 
line never shorten legs with knots or 
I-bolts. If choker and basket hitches are 
used on slings, check rated load limits. 


. Load slings on the center of hooks. 
Never at their points, except for hooks 
specially designed for point loading. 


. Never use load hooks that are bent 
open. They have been overloaded, and 
may drop loads with disastrous results. 
Same goes for defective chain blocks. 
Insist that your men report them at 
once. 


. Lubricate wire ropes at regular rec- 
ommended intervals, with lubricant ad- 
vised by your local oil company engi- 
neer. 


FREE! 
New Tuffy 
Sling Handbook 


All about slings from A to Z, including 
types, dimensions and rated loads. Ad- 
dress Union Wire Rope Curporation, 
2282 Manchester Ave., Kansas City 26, 
Missouri. Specialists in high carbon 
wire, wire rope, braided wire fabric, 
and stress relieved wire and strand. 
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Subsidiary of ARMCO STEEL CORPORATION 
OTHER SUBSIDIARIES AND DIVISIONS: Armco Division + Sheffield Division « The National Supply Company 
Armco Drainage & Metal Products, Inc. « The Armco International Corporation « Southwest Steel Products 
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You need both... (QUALITY DESIGN 


esggm QUALITY MANUFACTURE 
. 


You get the most for 
your money when you 


buy WILLIAMS! 


You get the most for your 


money when you buy any tool, 
; T 
ss A PUSH BUTTeR WORLD AT Willions wrench or stock forging 
This three station transfer machine drills, 
broaches and chamfers box openings to from Williams’ broad line of 


close Williams’ tolerances. 4530 stock catalog items. 
THE BROADEST LINE OF ITS KIND 


MR. WRENCH SAYS: “Get the Facts 
--.get TOOLFACTS...new 24 page 
booklet on how to select, use and 
care for Quality Wrenches.” 


J. H. WILLIAMS & CO. 
Division of United-Greenfield Corporation 
404 VULCAN STREET, BUFFALO 7, N.Y. 


Mr. Wrench: Please send me your new 
(J TOOLFACTS Booklet [7] ILLUSTRATED CATALOG No. 304 


Open-end heads are broached to extremely WILLIAMS ee EE erences 


close tolerances on this two station vertical ' nee 
ram machine. Q> 


ne 


2) eee 
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A rugged, dependable new shaft seal 
for a broad variety of applications 


NATIONAL BUD* SEALS 


450,000 series 470,000 series 480,000 series 


a . —_ 


410,000 series 


HEAVY DUTY EXTRA RUGGED STANDARD LOW-COST UTILITY DESIGN 


New designs proven in 4 years Phosphate coating avoids rust 


of field application Seal has superior concentricity 


Permanent bonded sealing lip, 
longer life, leakproof sealing 


Sealing materials for temperatures 
—65° F to 400° F 


Operates in most oils or 
industrial fluids 


Rugged case won't distort under 
severe press fit 


National Seal engineers — who brought you 
Syntech® and Micro-Torc* —now offer a ruggedly 
simple new advance in precision shaft sealing 
—National BUD (Bonded Universal Design) Oil 


single-lip and double-lip designs were previously 
specified. 


Full details and application engineering help on 
National BUD or other oil seals are available from 


Seals. your National Seal Division, Field Engineers. See 


the Yellow Pages under “Oil Seals” or write direct 
to Redwood City, Calif., home offices. 


BUD seals are designed for a broad variety of ap- 
plications, including many where more complex 


*TRADEMARK NATIONAL SEAL 


NATIONAL SEAL 


Division, Federal-Mogu!-Bower Bearings, Inc. 

General Offices: Redwood City, California 

Plants: Van Wert, Ohio; Downey and Redwood City, 
California. 
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MINIATURE Small enough to rest on the ..ua of a 
tack, the newest and tiniest Saginaw b/b Screw is only % 
of an inch long, has a B.C.D. of just %eths of an inch. It 
solves positioning/control problems in telemetering and 
guidance systems and other diminutive applications. 


GIANT-SIZED Giant Saginaw b/b Screws, built as 
large as 6 inches B.C.D. and as long as 40 feet, are used 
in applications where size reaches gigantic proportions. 
Proof of their versatile adaptability, Saginaw b/b 
Screws are used in boom hoists, telescoping blimp moor- 
ing masts and other applications. 
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SAGINAW °ecerins SCREWS 
CARRY YOUR PRODUCT’S 
SUPERIORITY FURTHER! 


The men who want to increase their product’s maximum po- 
tential specify the remarkable Saginaw Screw for its many 
advantages. The 90%-plus efficiency of actuators using the 
ball bearing screw principle lowers operating costs, requires 
far less maintenance, simplifies design, in many instances 
reduces installation costs. Saginaw Screws are adaptable to 
electrical, hydraulic, mechanical or pneumatic operation. Their 
WRITE TODAY FOR Saginaw’s length and ball circle diameters can be built to almost any 
new 1961 fact-filled Engineer- size. Their dependability and accuracy can improve your 
ing Data Book. product's function and help make it more competitive! 
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SAGINAW STEERING GEAR DIVISION OF GENERAL MOTORS CORP., SAGINAW, MICH. 
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The $40.00 regulator that could have saved 


$30,000.00 


18 pressure regulator like the one shown 

e was doing a precise job of regulating fuel 
in a glass plant—until a scaffold fell on it. 
hout the regulator, the entire plant was out 
isiness. Down-time cost was about $30,000.00. 
Rockwell Field Engineer who personally 
hed another regulator to this customer pointed 
hat an extra stand-by regulator would cost 


y $40.00—low-cost insurance against a pos- 
$30,000.00 loss. The customer followed this 
mmendation, as well as others which the 
id Engineer made in the interest of more effi- 
t handling of measurement and control func- 
is in this plant. 


There are many ways a Rockwell Field Engi- 
neer can help you save time, money, and mate- 
rial wherever gases or liquids flow through pipe 
in your plant. He represents the largest and most 
experienced manufacturer of measurement and 
control products—and this experience can pay 
off for you. New or different uses of valves or 
regulators can prevent waste and inefficiency. 
Rockwell gas and liquid meters can measure 
almost anything that flows through a pipe, and 
can often assure big savings in time and labor, 
while improving quality. 

It costs nothing to talk to a Rockwell Field 
Engineer—simply send the coupon. 
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OCK WELL 
The leading single source for Measurement Control products and ideas 





“IN-PLANT”’ METERING: 
LIQUIDS AND GASES 


“IN-PLANT’’ METERING 
can mean new cost cutting 
opportunities. Accurate liquid’ 
and gas meters are a positive, 
way of improving cost control, 
insuring better use of materials, 
sharpening inventory control, 
and preventing waste. Whatever 
the need, Rockwell has the right 
liquid or gas meter to do the job 
better and at lower cost. 


Ce eee LIQUIDS AND GASES 


' 
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CONTROLLING PIPED 
MATERIAL more efficiently is 
a positive step towards cost cut- 
ting. Better valves can save 
wasted products and materials 
and often increase plant safety. 
Gas pressure regulators can cut 
costs by assuring safe, econom- 
ical use of any gas used in the 
plant. Rockwell has the world’s 


Roy See ——__ 
COULD YOU SAVE? 


There is hardly a plant of any kind— including 

yours—where the right application of the right 

measurement and control methods and equip- 

ment won’t produce savings many times the 

modest cost involved. It will cost you nothing MEASUREMENT & CONTROL DEVICES 
to have a Rockwell Field Engineer show you. 

Simply send the coupon below, now. another fine product by 


ROCKWELL 


SEND COUPON NOW! 
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Rockwell Manufacturing Company, Pittsburgh 8, Pa, Dept. MC3M Nome: Title: 
[] Please have a Rockwell Field Engineer call me for an appointment. 

Please send literature on [_] Controlling gos pressures; { | Valving gases, liquids Comp 
and slurries; |_| Measuring liquids; [|] Measuring gases. 


| am concerned primarily with [_] Light & Heavy Metal Fabricating [_) Basic 
Chemical Production [| Chemical Processing [] Food, Drugs & Tobacco 
[-] General Manufacturing Operations [| Petroleum Processing 


{_] Others: 


























How much would you save with a set screw that’s at 
least 5 times as vibration resistant as other brands? 


HOLDING POWER UNDER IMPACT-INDUCED VIBRATION 
5/\6-18 x 5/16 Socket Set Screws (1750 cycles per minute) 
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UNBRAKO 
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UNBRAKO 
High Torque 
(knurled cup)* 


























TIME IN (SECONDS) 








Brand A 
(knurled cup) 
Brand B 
(knurled cup) 
Brand C 
(hexagon cup) 
Brand D 
(specialty cup) 
Brand E 

(plain cup) 









































60 80 100 120 140 
SEATING TORQUE 165 (IN.-LB.) 


UNBRAKO High Torque socket set screws* are available in sizes #0 through 
1 in., in alloy and stainless steels, in six different points, and with Nylok.+ Your 
authorized industrial distributor has a complete stock on his shelves at all times. 
You get what you order—fast. Talk with him or write Standard Pressed Steel— 
manufacturer of precision threaded industrial fasteners and allied products in many 
metals. INDUSTRIAL FASTENER Division, SPS, JENKINTOWN 31, PENNSYLVANIA. 
*Standard ... They sell at regular price {T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


JUST PUBLISHED! 
This new booklet shows graphically 


why UNBRAKO High Torque is the set 
screw that costs less because it lasts 
longer. Be sure to get your copy. where reliability replaces probability 
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YOUR BUSINESS IS IN THE BALANCE... 
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information For Your Catalog Files 





ADHESIVES 


\ 16-page bulletin on five types of adhesives for 
kaging and paper converting. Catalog No. A100 
tails features and physical and chemical prop- 
ties. The types discussed are Seban, Armodex, 
Driflex, Armoglu. 


Flexglu, 


Armour Alliance Industries 
Write No. 1 on Information Card—Page 32 


BELT CONVEYORS 


Bulletin No, 300 discusses portable belt conveyors. 
The illustrated catalog covers three types: a light- 
veight aluminum unit, a general duty unit, and a 


heavy duty unit. Also includes specifications. 


Rapids-Standard Co., Inc. 
Write No. 2 on Information Card—Page 32 


COPPER-CLAD LAMINATES 


Catalog L-CDL-458 describes copper-clad plastic 
minates for printed circuit applications, The 
ht-page publication lists three grades of epoxy 
ss laminates, three grades of phenolic paper 
ninates, and two grades of epoxy paper lami- 


General Electric Company 
Write No. 3 on Information Card—Page 32 


ELECTRIC TOOLS 


Catalog G20 covers a line of portable electric 
ls. The 12-page bulletin includes specifications, 
es and other pertinent data. Contains informa- 
n on saws, shears, sanders, grinders, generators, 

ammers, polishers, and accessories. 


Milwaukee Electric Tool Corporation 
Write No. 4 on Information Card—Page 32 


FASTENERS 


\ 20-page illustrated booklet on stand-off fast- 

rs used to support tubing, wire bundles, con- 

equipment, and instruments. Offers advan- 

es of various designs and materials, installation 
sts, causes of failures, and selection data. 


Western Sky Industries 
Write No. 5 on Information Card—Page 32 


GLASTEEL 


Bulletin 985 describes the manufacture, properties, 
und uses of Glasteel. The 20-page, full-color cata- 
log explains the nature of the chemical bond that 
exists at the glass-steel interface. Includes a tech- 
nical data section, tables, and photographs. 


Pfaudler Permutit Inc. 
Write No. 6 on Information Card—Page 32 


HOISTS 


Catalog 600 describes industrial hoists. The eight- 
page, two-color illustrated brochure has specifica- 
tion tables for all lever, power, and hand chain 
models. Also covers accessories and I-beam trolley 
attachments, 


Duff-Norton Co. 
Write No. 7 on Information Card—Page 32 


INDUSTRIAL TRUCKS 


A 12-page booklet on industrial trucks. Describes 
various models, including the Transporter, the 
Elbolift, and the Skylift Giant. 


Yale & Towne Manufacturing Company 
Write No. 8 on Information Card—Page 32 


LOCKNUTS 


Form 2686 describes an elevated temperature 
locknut, the FN 1014. A tabular summary com- 
pares physical properties with the NAS 1291C 
standard. Specification data includes size ranges 
and interchangeability with other nuts. 


Standard Pressed Steel Co. 
Write No. 9 on Information Card—Page 32 


MOUNTS 


Bulletin 60-04.3 contains information on heavy 
duty mounts. Includes photographs, dimension 
drawings, and technical data on applications. Lists 
typical equipment that can be supported. 


Barry Wright Corporation 
Write No. 10 on Information Card—Page 32 


PUMPS 


Form 70215 describes pumps that combine a vane- 
type priming pump with a conventional high-effi- 
ciency centrifugal pump. The booklet includes both 
text and illustrations. Also has performance curves, 
a priming time graph, and a table. 


Ingersoll-Rand Co. 
Write No. 11 on Information Card—Page 32 


RADIAL DRILLS 


Catalog No. R-9 covers nine inch radial drills. The 
16-page booklet gives information on design fea- 
tures, operating advantages, capacities, and specifi- 
cations. 


Giddings & Lewis Machine 
Tool Company 
Write No. 12 on Information Card—Page 32 
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INSERTED 
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FACE MILLS 


FLOATING TAP 
DRIVERS 


MULTIPLE 
DIAMETER 





GROUND MULTIPLE 
THREAD MILLING CUTTERS 


GROUND AND UNGROUND 
FORM-RELIEVED CUTTERS 
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SINGLE-POINT 
CARBIDE TIPPED TOOLS 
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MULTIPLE STEP 
BORE REAMERS 























INVOLUTE SPLINE 
SHELL TYPE BROACHES 


Every standard and special tool is of but 
one quality—the finest available. Since 
1921, Continental has specialized in cost- 
saving cutting tools (just a few of which 
are shown at left), producing design in- 
novations in hardened, high-speed tool 
steel, carbide and special-alloy cutting 
materials. 


Available in the types and sizes required 
to do the complete job from rough to 
finish, Continental Cutting Tools are job- 
tested in the toughest proving ground— 
Ex-Cell-O’s own machine tool and pre- 
cision parts production lines. As a result, 
they come to you ready to increase the 
output of even your best machines! 


Continental engineers will be glad to work 
with you in selecting the correct CTW 
Cutting Tool for long life and maximum 
performance. See your local Ex-Cell-O 
Representative, or write direct to Conti- 
nental Tool Works Division for full details. 
In Canada, contact your local Ex-Cell-O 
Sales Associates Representative or write 
direct to Colonial Tool Co., Ltd., Windsor. 


ontinental —_ 


DIVISION OF 


CORPORATION 
DETROIT 32, MICHIGAN 
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Job-Designed Nails for Every Industry 


Here is a fast, de- possibilities are available when you 

pendable, low cost, come to Hassall for design assistance 

qualityminded source and quotation on challenging, diffi- 

of supply for JOB- cult or unusual nails, rivets, threaded 

itecttelip DESIGNED nails of all parts, drive screws and other cold 

types, in any metal, headed parts. Short or long runs, pilot 

fit your own assembly problem. quantities, engineering counsel, over 

mbly costs are a very major part 100 years of intimate association 

f manufacturing expense. Most of with cold heading—and a deep appre- 

is labor. The fastening medium __ ciation for the concept of value 

elf is usually a minimum item. If a analysis—all are part of the Hassall 

job-Designed fastener makes assem- __ service to you. 

/ simpler and faster, permits the Send for a copy of our latest catalog. 

of fewer fasteners, allows the de- MANUFACTURERS SINCE 1850 

functional freedom and im- 


= product efficiency, yours is a JOHN HASSALL, INC. 


fying job well done. All these P.O. Box 2268 »- Westbury, Long Island, N.Y. 
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Don't Tie Up Money 


in Inventory 


of wear-resistant alloys for production and maintenance 


Your AMPCO”" 
distributor carries 
ready -to-deliver stocks of 


Ampco 18 Centrifugally Cast 
Stock Bars « Ampco DiBronze* 
*Ampco 18 and 21 Extruded 
Rectangles + Ampco 8 
Sheet and Plate 
* Ampco 18 Solid Rods 
*Ampcoloy 666 
Extruded Man- 
ganese Bronze 
*Patent pending 


\mpco stocking distributor carries a full 
f sizes for immediate delivery. So you 
| your in-plant inventories of copper- 
yroducts to 2 minimum, without getting 
i jam 
reduce scrap and labor costs, also — be- 
your nearby Ampco distributor cuts rod, AMPCO METAL, INC. 
and plate to the exact lengths you need. Dept. 3741, Milwaukee 1, Wis. 
» farther away than your telephone. West Coast plant: Huntington Park, Calif. 


Southwest plant 
CALL YOUR AMPCO DISTRIBUTOR NOW Garland (Dallas County), Texas 
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Catalog Files 


RESINS 


A 26-page booklet on proper- 
ties, uses, and molding require- 
ments of compounds based on 
diallyl phthalate resins. In- 
cludes 13 tables giving physical 
and electrical properties, 
chemical and fungus resistance, 
and flameproofing. Has a typi- 
cal properties chart for mold- 
ing compounds. 





Food Machinery and 
Chemical Corporation 
Write No. 13 on Information Card—Page 32 


SWITCHES 


Bulletin B-30 describes heavy- 
duty, metal-enclosed, precision 
snap-acting switches. The cat- 
alog gives detailed descriptions 
and photographs. Also includes 
dimensioned drawings and 
force and movement specifica- 
tions. 


W. L. Maxson Corporation 
Write No. 14 on Information Cazd—Page 32 


TUBE FITTINGS 


A catalog covering tube fittings 
and accessories. Features the 
O-Ring Seal line. Includes cut- 
away illustrations, descrip- 
tions, and information on 
adaptability. 


Lenz Company 
Write No. 15 on Information Card—Page 32 


VALVES 


Catalog No. 60 covers iron 
body bronze mounted valves 
and accessories. The illustrated 
bulletin has specification dia- 
grams and dimension tables. 
A parts list helps to identify 
construction and specify num- 
bers for replacement. Also in- 
cludes valves in hub> end, 
flanged end, mechanical joint 
and ring-tite ends. 


American Valve Manufacturing Co. 
Write No. 16 on Information Card—Page 32 


WATER HEATERS 


Bulletin 61 covers a line of 
storage water heaters. The il- 
lustrated eight-page catalog 
has complete specifications of 
55 sizes in both vertical and 
horizontal models. Also de- 
scribes 114 sizes of removable 
U-tube heating elements. 


Niagara Weldments Inc. 
Write No. 17 on Information Card—Page 32 
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NEW Ex-Cell-O Spindles for 
Ultra Precision 





Design of mounting 
bracket (below) pro- 
vides fast heat dissipa- 
tion, permits uniform 
expansion. Heat can- 
not affect centerline 
position in high-speed 
applications. 


The special spindle shown above is one of 16 identical 
Ex-Cell-O Ultra Precision Boring Spindles recently de- 
veloped for an extremely demanding boring operation. 





Customer specifications called for a guaranteed maxi- 
mum allowable .00003” on roundness, with a 10 RMS 

i) or better surface finish. The spindles Ex-Cell-O delivered 
Below: This standard double-end have consistently held .00002” on roundness, with a 
Ex-Cell-O Precision Boring Machine pro- 6 micro-inch surface finish (and the customer has 


vides a steady platform for the ultra- ordered duplicates)! 
precision boring job described at right. 





Why do the new Ultra Precision Spindles and other 
standard and special Ex-Cell-O Boring and Grinding 
Spindles give consistently greater accuracy, finer fin- 
ishes and longer, trouble-free life? 


The answers are; Engineering and production experi- 
ence (more than 40 years); exclusive design and con- 
struction (using famous Ex-Cell-O Spindle Bearings); 
and job-tailored availability (Ex-Cell-O offers the most 
comprehensive line of belt-driven, air-driven, motorized 
and high-frequency spindles available today). 


Need fast delivery of Precision Spindles for original 
equipment or replacement use? Call your Ex-Cell-O 
Representative today, or contact Ex-Cell-O in Detroit. 


<ccaieN Er cn aed ces 
b.O FOR PRECISION 
SHON MACHINE TOOLSS GRINDING ANO BORING SPINDLES - HOOLS + 
SHINGS + DRILL JIG Bus * TORQUE nelly TORS + @ 
WIPMENT - GRANATE SURFACE PLATES - PRODUCTS = WIRTRAFT 
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V-belts reinforced with DACRON” 


POLYESTER FIBER 


2ive extra-long, trouble-free service 


) transmit power over four pulleys, with a quarter time. These belts are extremely strong, too, more shock-absor- 

each. Put it under a heavy load, yet limit its bent, capable of transmitting up to 300% more H.P.—and they 
nd long service, but permit only minimum stretch, last as much as 50 times longer. 

ue and rock-bottom replacement costs. You can So for extra-long, trouble-free service, insist on V-belts rein- 
hat V-belt to meet all these requirements—/f it is forced with Du Pont ‘‘Dacron’’. 

Dacron’”’* polyester fiber made by Du Pont. FREE BOOKLET: “Du Pont ‘Dacron’ Sets New Standards for 
ou be sure? Because V-belts reinforced with“‘Dacron” V-belt Performance’’. Write to E. I. du Pont de Nemours & 
nally stable, with less stretch or shrinkage. They Co. (Inc.), Textile Fibers Department, 31K1 Centre Road 
: problems, cut downtime and speed up installation Bldg., Wilmington 98, Delaware. 


DACRON: 


POLYESTER FIBER 


REGU. 5. pat OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
*“Dacron” is Du Pont's registered trademark for its polyester fiber 


Enjoy “The Du Pont Show With June Allyson”—every week—CBS-TV 
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Looking for precision parts for your product? 
Look to the builder of the world’s 
most accurate production machine tool! 


Ex-Cell-O, builder of the ‘‘world’s 
most accurate production machine 
tool,’’ is staffed and equipped to 
put into parts for your products the 
same degree of machining skill, 
modern heat treat methods, and 
advanced assembly and inspec- 
tion techniques that go into our 
own precision products. 


Whatéver your requirements in the 
size, material or quantity of proto- 
type or production parts and as- 
semblies, your job will receive the “d 


Precision parts and assemblies, ground worms 


Z< 
to 
ae 


Miscellaneous production parts, drill jig bushings 


7D” 


Machined forgings, hardened and ground railroad details 


extra attention to detail and sched- 
uling which many of our customers 
have relied on for more than 40 
years. 


Contact your local Ex-Cell-O Repre- 
sentative for details, or send your 
prints or specifications to Ex-Cell-O. 
Your inquiry or request for quota- 
tions will receive prompt attention. 











Tape-controlled Numera-Trol Precision Contouring Machine is 
controllable to .000025", has templet scribing-grinding head and 
interchangeable turning-boring head. 


: ose “_ a 
EX-CELL-O FOR PRECISION 


PRECISION MACHINE TOOLS « GRINDING AND BORING SPINDLES - 

BUSHINGS + DRILL J1G BUSHINGS « TORQUE ACTUATORS » CONTOUR BAGIECTORS « 
EQUIPMENT - GRANITE SURFACE PLATES - COMPUTER PRODUC cn Psa 
PRODUCTION PARTS » ATOMIC ENERGY EQUIPMENT ¢ DAIRY AND OTHER PAGRAGIMG 


bom 
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for 

Tough 
Applications 
Standardize 100% on 


SOUTHERN 
fasteners 


For every tough assignment in 
holding power, there is no 
substitute for threaded fast- 
eners made with knowledge 
and experience gained through 
nearly 15 years of specializa- 
tion in fasteners exclusively. 
This know-how can go to work 
for you on tough or conven- 
tional jobs, when you specify 
Southern Screws. That’s why 
many industries have stand- 
ardized 100°% on Southern. 
Get in touch today with your 
local Southern Screw distribu- 
tor, or write direct to Southern 
Screw Company, P.O. Box 
1360, Statesville, N. C. 


Manufacturing and Main Stock 
in Statesville, North Carolina 


WAREHOUSES: 
New York e Chicago e Dallas 
Los Angeles 


Machine Screw & Nuts @ Tapping 
Screws e@ Stove Bolts e Drive Screws 
e Carriage Bolts e@ Continuous 
Threaded Studs e Wood Screws e 
Hanger Bolts @ Dowel Screws 


SCREW COMPANY 


STATESWiKAE ~ 
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Letters To The Editor. 





THE LEGAL DIFFERENCE 


Dear Sir: 

The legal article on page 64 
of the August 1 issue mentions 
a decision where a refusal to fill 
a distributor’s order was con- 
sidered a violation of the Anti- 
Trust Law, whereas on page 86 
of the August 29 issue another 
case was hited with somewhat 
similar circumstances and the 
court’s det¢rmination upheld the 
right to refuse to sell. 

Would you please advise 
whether there is any difference 
between the facts in these two 
cases that explains the different 
decisions. 

I would also be interested to 
learn whether you know of any 
decisions that have been made in 
the courts with respect to in- 
terpretation of the phrase “or 
equal”. If this subject could be 
covered in one of your legal 
articles, I believe it would be of 
great interest to many govern- 
mental buyers, especially. 

H. A. McArdle 

Chief of Purchase 

New York City 
Authority 

New York, New York 


Housing 


® The feature that bred the il- 
legality in the one instance and 
not in the other was that under 
the Anti-Trust Laws the con- 
demnation is directed against 
contracts, combinations, or con- 
spiracies in restraint of trade. 
This condemnation, however, im- 
plemented by these statutes does 
not extend to a mere refusal by a 
dealer or any number of dealers 
to sell, provided their refusal is 
not such a combination. 

A line by Rudyard Kipling 
illustrates this: “The sins ye do 
two and two, ye’ll pay for one by 
one.” In the South Carolina case 
(page 86, August 29 issue) , it was 
a mere refusal to sell. In the 
other, the Massachusetts case 
(page 64, August 1 issue), it in- 
volved a combination or con- 
speracy. 

This appeared very plainly in 
a recent Supreme Court decision 


against Parke, Davis & Company, 
where that company had agreed 
with it’s wholesale distributors 
that neither the manufacturer nor 
the wholesalers would sell re- 
tailers who refused to abide by 
the orders of the manufacturer 
in relation to its resale price 
policy. 

An article on the significance 
of “equivalents” and “or equal” 
in purchasing contracts will ap- 
pear in a forthcoming issue. 


PURCHASING ETHICS 


Dear Sir: 

It was certainly refreshing to 
read the fine article (“How Ethi- 
cal Can You Get?”) in the Sep- 
tember 26 issue of PuRCHASING 
Magazine. 

I think it is the only article I 
have ever read that has not al- 
luded to government buyers or 
purchasing agents. I am sure we 
both recognize that in public and 
private organizations a small per- 
centage of buyers do not sub- 
scribe to the high ethical prin- 
ciples and standards of our Na- 
tional Association of Purchasing 
Agents. 

Your article, however, places 
emphasis on the private corpora- 
tion wherein, I believe, it is justly 
due. My sincere congratulations 
to you for a most timely article. 

John H. Corcoran 
Purchasing Agent 
City of Cambridge, Mass. 


FORMS LIBRARY 


Dear Sir: 

In your September 26 issue, in 
the page of “Purchasing Point- 
ers’, you mention Uarco, Inc., 
as being the source of supply for 
a complete forms library. Would 
you be so kind as to give us their 
address? 

H. E. Holzworth 
Purchasing Agent 

H. L. Green Company Inc. 
New York, New York 


@ The address is: Uarco, Inc., 
5000 S. California Ave., Chicago. 


PURCHASING 





75-MILLIONTHS OF AN INCH BARRIER 
HALTS METAL MIGRATION 


RESEARCH INTO ELECTROPLATING 


problems is a continuing project in the F-M 
laboratories. Unusual precision equipment 
and facilities are employed, many of which 
have been specially designed and engineered 
by F-M to solve problems of sliding-bearing 
application. As a result, Federal-Mogul en- 
gineered sleeve bearings, precision thrust 
washers, formed bushings, and low-cost 
spacers provide the finest pos- 


sible performance character- 
istics for any application. Fipeath 


JUST BENEATH THE FRESH OVER- 
PLATE OF THESE F-M ENGINE BEAR- 
INGS (LEFT) LIES A TENUOUS DIFFU- 
SION BARRIER. Though this film of 


metal is only 75-millionths of an inch 
thin, it stops tin in the overplate from 
migrating into the lining metal beneath. 
its presence is important to bearing over- 
plate performance, particularly during 
the critical period of engine break-in. 
Maintaining uniform thinness as well as 
uniform composition of the plated barrier 
is most important .. . and most difficult 
to achieve on a production scale. Federal- 
Mogul research has developed a unique, 
extraordinarily precise method for con- 
trolling both the thinness and the metallic 
composition of this barrier, within nar- 
row limits. And the performance of F-M 
engine sleeve bearings attests to the 
success of the method! 


Have you a problem with bearings, bushings or washers? Are you considering the development or 
redesign of an item of the type shown above? We’ll be glad to show you how the job can be done most 
effectively and economically. For information, write Federal-Mogul Division, Federal-Mogul-Bower 


Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


sieeve bearings DIVISION OF 
Teemu FEDERAL-MOGUL-BOWER 
MMKMMREE BEARINGS, INC. 
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surface, it’s sometimes-difficult to distinguish between brands of gummed tape. The distinctive differ- 
Safetex (other than its superlative quality, of course) is the herringbone pattern on the glue surface. 
, but functional, too. It helps spread moisture evenly for a better, faster seal. Generally, the only time 
bserve this pattern is on a fresh roll of Safetex. It rarely pops off a package to reveal its seeret. Next 
buy tape, demand the brand with the herringbone pattern on the glue surface. Our distributors will be 


}... and we think you'll soon discover to your own delight that Safetex reduces tape application costs. 


SAFETEX SUPERSTANDARD GUMMED TAPE - 


CENTRAL PAPER COMPANY * MENASHA, WISCONSIN 
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When frequent adjustment or dis-assembly is anticipated 
USE NYLON INSERT ELASTIC STOP’ NUTS 
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Extended re-useability is built into every stand- 
ard Elastic Stop nut. The tough nylon locking 
collar does the trick. 

It grips entering bolt threads with a plastic- 
smooth perfect fit that dampens impact loads, 
absolutely resists vibration, yet never galls or 
damages bolt threads. The nut may be “stopped” 
at any place on the bolt, whether seated or not, 
for precision adjustment. When the nut is 
wrenched off for routine maintenance, the nylon 
collar, due to its elastic recovery, tends to resume 
its original shape. Thus upon re-installation it 
grips the boit threads as effectively as on the 
original installation. And this on-off cycle can be 


for the ring oO reliability 


repeated over 50 times on any bolt of standard 
quality without loss of holding power. 

The nylon locking collar can also be used to 
seal off liquid seepage along the bolt threads and 
to prevent moisture from entering the load carry- 
ing areas. It is inert to oils, gasolines, salt atmos- 
pheres and common acids. 

‘Consider the economy to you and your cus- 
tomers of this kind of fastener performance. Let 
us prove it to you. Ask for free test samples . . . 
or a copy of Recommended Test Procedures for 
Determining Locknut Re-Useability. Write: 
Elastic Stop Nut Corporation of America, Dept. 
$50-1215, 2330 Vauxhall Road, Union, N. J. 


ELASTIC STOP NUT CORPORATION OF AMERICA 
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Bundy can mass-fabricate practically anything 


il value: Bundyweld® steel tubing. developed by Bundy to get unit costs just as 
\use you get the very best in small- lowas possible. Delivery? It’s fast...on time... 
tubing. Bundy tubing can be ma- without delays. Want to know more? Call, write, 
aged, expanded, soldered and formed or wire: Bundy Tubing Co., Detroit 14, Mich. 

lex shapes by the ° -*-s 

I ; 
. or even mil- a Bundyweld, doubie-walied from 
dvweld meets ™ —— a single copper-plated steel strip, 
- . . gag: " is stall rCris , > . 

254; Govt. Spec. is metallurgic ally bonded through 
oa 360° of wall contact. dt is light- 

20, Type III. And ‘fc. crag. 
ty weight, uniformly smooth and 
right. These tub- easily fabricated ... has remark- 
nents are fabrt- ably high bursting and fatigue 
chines especially strengths. Sizes up to %” O.D. 


SUNDY. TUBING COMPANY 


DETROIT 14, MICH. © WINCHESTER, KY. * HOMETOWN, PA. 


PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANTS IN AUSTRALIA, BRAZIL, ENGLAND, FRANCE, GERMANY, ITALY, JAPAN. 
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Purchasing People In The News 





Lawrence J. Litalien has been 
made purchasing agent by The 
Waterbury Farrel Foundry & 
Machine Co., Waterbury, Conn. 
He started with the company in 
1936. He graduated from its ap- 
prentice school in 1940, after 


L. J. Litalien 


which he completed the foundry 
metallurgical course at Yale Uni- 
versity. Mr. Litalien has most re- 
cently been in charge of the out- 
side purchasing of castings. 


Auto Specialties Manufactur- 
ing Company, St. Joseph Mich. 
has announced the appointment 
of Clair Miller director of pur- 


Clair Miller 


chases. Mr. Miller, who has been 
assistant purchasing agent, joined 
Auto in 1942 as a buyer. Prior to 
that time he was a school ad- 
ministrator for nine years. 


DECEMBER 19, 1960 


Robert Richard Hammond has 
been appointed specifications tech- 
nician for the City of Atlanta 
purchasing department. He has 
been employed in the Engineer- 
ing division of the construction 
department of the City since 1954. 
In making the appointment, 
Ernest L. Brewer, City Purchas- 
ing Agent, said, “The acquisition 
of Mr. Hammond will enable the 
City to give more efficient and 
valuable service to bidders, ven- 
dors and City departments.” 


Robert Gale has been pro- 
moted to purchasing agent of the 
Marion Division, Eaton Manu- 
facturing Company, Marion, 


Robert Gale 


Ohio. He succeeds Charles D. 
Barnes who was promoted last 
month to divisional sales man- 
ager. Mr. Gale joined Eaton in 
1957 as a buyer with the Axle 
Division, and was promoted to 
assistant purchasing agent. He 
graduated from Pasadena City 
College. 


William J. Hunt, manager of 
cost and tabulating, has been ap- 
pointed assistant director of pur- 
chasing at Minneapolis-Moline, 
Company, Hopkins, Min. Mr. 
Hunt joined Moline in 1949. As- 
signed to cost accounting at the 
government New Brighton Ar- 
senal (Minn.) facility operated 
by Moline, he returned to the 


firm’s general offices at Hopkins 
to handle government contract 
administration, including rene- 


William J. Hunt 


gotiation in 1952. He was ovro- 
duction control manager ai the 
Minneapolis plant from 1954 to 
1958. Then he was named man- 
ager of cost and tabulating at 
the Hopkins general offices. Mr. 
Hunt has a degree in business 
administration from the Univer- 
sity of Minnesota. 


S. J. Pantano has been made 
purchasing agent for Epsco, In- 
corporated, Cambridge, Mass. 
Before coming to the company 
Mr. Pantano was senior elec- 
tronics buyer with Advance In- 


S. J. Pantano 


dustries, Cambridge. He has also 
been with Clevite Transistor 
Products and DeMambro Radio 
Supply Company. 

(Continued on page 156) 




















Electric Trucks COST LESS TO OPERATE 


Battery-powered electric trucks save in the three 
most important areas of cost breakdown: mainte- 
nance, fuel and depreciation. The electric truck ef- 
fects economies in power and maintenance costs so 
substantial that their overall cost per ton-mile is 
less than half that of other types of trucks. 

Add lower operating costs to a convincing list of 
other benefits—maneuverability, clean, quiet and 
safe operation, less maintenance—and you can eas- 
ily see the main reason why users prefer battery- 
powered electric trucks for modern, efficient mate- 
rials-handling jobs of all types. 


Electric truck users generally agree on one other 
point,too—Gould Batteries for longer life. With the 
new Silconic Plate, Gould Batteries offer up to 25% 
longer life. 

Join the list of users who prefer this ideal com- 
bination of electric trucks and Gould Batteries. For 
more information, write or call your local Gould 
representative. Ask for booklet “Why We Use 
Battery-Electric Industrial Trucks.”” Gould-Nation- 
al Batteries, Inc., Trenton 7, N. J. In Canada, write 
to Gould-National Batteries of Canada, Ltd., 1819 
Yonge Street, Toronto, Ontario. 
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Better Products Through Better Methods and Steels 


How modern zinc-coated steel sheets 
keep air conditioners weatherproof— 
season after season after season. 

When cold-rolled sheet steel formed 
the cabinets and special drawn base 
pans of air conditioners, they were 
primed and painted inside and out to 
protect them from constant exposure 
and functional moisture. Even so, cor- 
rosion often took hold around fasten- 
ings, louver edges and scratches. 

Now that Weirkote contin- 
uous-process zinc-coated steel is 
used, the cabinet, louvers and 
chassis can be cut, bent and 
formed (even worked to the lim- 
its of the steel itself) without chip- 
ping or flaking the corrosion resistant 


Look for the STEELMARK 
on the products you buy; place 
it on the products you sell. 


Above: unpainted air conditioner cadiner 


zine surface. When the outside paint 
finish is applied (primarily for decora- 
tion) the air conditioner has the double 
protection of a coating of paint and a 
coating of zine assuring corrosion-free 
service for many years to come. 

It’s because of this weather-shed- 
ding surface, this superior formability 
that continuous-process zinc-coated 
steel is more and more the metal spec- 
ified for air conditioning, heat- 
ing and ventilating equipment. 

A major supplier: Weirton 
Steel Company—producer of 
Weirkote continuous-process 
zinc-coated steel and many other 
steels that improve products, methods 
and profits throughout industry. 





a OS 


WeiRToM 
| STEEL | 
\ company J 


WEIRTON STEEL 


Weirton, West Virginia 


Weirton Steel is a divisionof NATIONAL STEEL CORPORATION 


Weirkote will also be available in 1961 from National's Midwest Steel Division, Portage, Indiana 
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easy to fabricate... 


Alan Wood Super Diamond floor plate 
is readily welded 


Here’s a rugged, heavy-duty floor plate that can be easily and 

juickly welded with ordinary equipment. It can be fabricated 
and easily matched . . . will wear indefinitely. The unique 
irrangement of the pattern allows you to bend or cut A. W. 
Super Diamond any place. 


Super Diamond has many benefits: available nationwide from 
warehouses . . . easily swept, hosed or mopped, from any di- 
rection, with no pockets to hold dirt . . . safe, non-skid footing. 


For easy fabrication . . . for long wear . . . for easy installation 
. specify Alan Wood Super Diamond. Write for Bulletin 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND tt 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia *« New York ¢ LosAngeles « Boston e¢ Atlanta 

Cincinnati « Cleveland « Detroit « Houston ¢ Pittsburgh « Richmond « St. Paul e San Francisco e Seattle 

Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 
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How a 


purchasing agent 


can give 
engineering service 


You don’t have to carry a slide rule, T- square 
and compass to give your company valuable 
engineering service. Just think “Timken” when 
you think of bearings. 

You receive the most experienced engineer- 
ing advice in the industry from Timken Com- 
pany sales engineers—experts who work with 
you and your engineers right from the start. 
You'll have a bearing application that’s backed 
by the most modern research labs in the in- 
dustry—with valuable testing facilities avail- 
able to your engineers. 

No other bearing maker can offer engineer- 
ing service like this. It all adds up to extra 
bearing value for you—an extra feather in your 
department’s cap—at no extra cost. The Timken 
Roller Bearing Company, Canton 6, Ohio. 
Cable: “TIMROSCO”. Makers of Tapered Roller 
Bearings, Fine Alloy Steel and Removable Rock 
Bits. Canadian Division: Canadian Timken, 
St. Thomas, Ontario. 


Industry rolls on 


Wyrnte 


tapered roller bearings 


For More Facts Write No. 197 on Information Card—Page 32 
DeEcEMBER 19, 1960 59 





Pin it 

with 
Hindley 

Cotter Pins 


sizes in Monel; Ev ut 
Brass, Copper enchothg 
Hindley. Write for-te 





Hindley Manufacturing Go., ¢ | “ 4 
Wire Hardware > Catter Pias» | 
- wat a 
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FOB -“‘tilosotfy of buying” 





From “Steps to More Sales,” 

a publication of the Dartnell 

Corporation, we reprint the fol- 

lowing “Tremendous Trifles That 

May Torture Buyers.” Maybe you 

can place the list in a strategic 

spot on your desk: 

TREMENDOUS TRIFLES THAT MAY 
TORTURE BUYERS 

Scratching your head 

Jabbing at your ear 

Picking your teeth 

Adjusting and readjusting your tie 

Buttoning and unbuttoning your coat 

Clicking a ballpoint pen 

Fumbling with sales aids 

Shifting eyes about as you talk 

Taking off and putting on your glasses 

Yawning as if bored 

Blowing tobacco smoke in the buyer's 
face 

Pulling up your socks 

Chewing gum 

Moving perpetually while talking 

Swinging a watch chain around 

Jingling coins in your pocket 

Crossing and recrossing your legs 

Eying private papers on a prospect's 
desk 

Talking loudly about private business 
matters in front of customers or 
others 

Humming as you fill out an order 

Pointing with the chewed end of a 
cigar 


Scattering your sales aids all.over the 
prospect's office 

Talking with a cigar, cigarette, or pipe 
in your mouth 

Smoking without first asking permis- 
sion or being invited to do so 


Wauar MANAGEMENT level 
does purchasing belong on? Would 
you say the P.A. ranks with the 
Mashing Operator, or the Leak 
Hunter? Does he have the same 
status as the Maturing Warehouse 
Foreman or the Yeast Room Op- 
erator? If you haven’t guessed it, 
these are all key positions in a 
distillery, and Canadian Schenley 
Ltd., distillers of O.F.C. Canadian 
Whisky used a series of news- 
paper ads to pay tribute to the 
men who hold them in that com- 
pany. Of course, the purchasing 
agent, the plant engineer, the 
president, and others were in- 
cluded in the list, but it’s the boys 
on the firing line, so to speak, 
who really count when it comes 
to making good booze. 

Near the top of the list, in- 
cidentally, was the Taste Panel 
Operator—which led our office 


“Young Gibson appears to be something of a problem drinker.” 
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boy to wonder if this is a career 
job with Schenley or do they hire 
an outside consultant. 


J OE CROSBY, treasurer and di- 
rector of purchases for Will & 
Baumer Candle Co., Syracuse, 
N. Y., has scored with another 
good public relations technique— 
a short note of thanks to all good- 
paying accounts. 

“This letter is different, we 
hope, than most of the corre- 
spondence you receive,’ writes 
Mr. Crosby, “for in this letter we 
are saying THANK YOU. 

“You are a good customer with 
a very satisfactory payment rec- 
ord and one of the very valuable 
assets of our business. 

4" . we wish you to know 
that your excellent payment rec- 
ord makes our life more pleasant 
and we also express our apprecia- 
tion for your patronage.” 

The letter made life more pleas- 
ant for a lot of buyers apparently. 
Many wrote Will & Baumer com- 
plimenting the company for its 
goodwill effort. 


Irs A GIMMICK, but a cheer- 
ful, friendly one—and they don’t 
hurt a bit these days. Exclusive 
Creations, Ltd., of Philadelphia, 
has introduced a series of humor- 
ous Customer Relations Cards. 
These are the types you may ex- 
pect from some of your more 
imaginative sales friends, accord- 
ing to Exclusive’s press release: 

One card announces a sales 
call and paves the way for a warm 
reception; another lets a customer 
or prospect know the salesman 
called while he was out; others 
extend hearty, rib-tickling thank 
you’s to propects who granted an 
interview, to new customers who 
just placed first orders, to old 
customers for their continuing 
business. 

The man who'll really make a 
million, though, is the one who 
can come up with a friendly greet- 
ing acknowledging the loss of an 
order. 
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Important facts to know about laminated plastics 





A few Taylor composite laminates (left to right): copper-clad section; sandwiched cop- 
per component; Taylorite vulcanized fibre-clad part; laminated tube, copper inserts. 


Composite Laminates Open Up New Design Opportunities 


While the great variety of commer- 
cially available laminated plastics 
satisfy most electrical and mechan- 
ical requirements, there are applica- 
tions that can benefit from the com- 
bination of properties provided by 
composite laminates. Recent ad- 
vances in bonding techniques have 
made it possible to bond virtually 
any compatible material with a lam- 
inate. These can be supplied as clad 
or as sandwiched materials. And 
they can be molded into many shapes 
to fit design requirements. Taylor is 
presently supplying to order the fol- 
lowing composite laminates: 


e Copper and laminated plastics. 
Clad for printed circuits and formed 
shapes. Sandwiched for special ap- 
plications. 

Taylorite® vulcanized fibre-clad 
laminates. These combine the 
high strength of laminated plastics 
with the superior hot-arc-resistance 
of vulcanized fibre: They are being 
used in both high and low-voltage 
switchgear applications. Also in ap- 
plications where the high impact 
strength of vulcanized fibre may be 
advantageous. 

Rubber-clad laminates. A!most 
any type of natural or synthetic 
rubber may be used as the cladding 
material. These laminates are widely 
used for condenser tops in wet con- 
densers to protect the laminate 
against highly alkaline electrolytes. 
They also have application in any 
part where sealing or chemical re- 
sistance is needed. 

Asbestos-clad laminates. For 
applications where high heat- and 
arc-resistance are required. 
Laminate-clad lead. Lead sheets 


sandwiched between Grade XX pa- sAM/WATED PLASTICS 


per-base laminates have been used 
for X-ray shields. The laminate 
provides strength and contributes 
to the high shielding properties of 
the lead. 

Aluminum-clad laminates. These 
have been used extensively for en- 
graving stock. They also offer pos- 
sibilities as printed-circuit material 
and as plate holders for X-ray 
machines. 

Beryllium copper-clad laminates. 
Beryllium copper is nonmagnetic 
and a good conductor—properties 
that give these laminates possibil- 
ities in many applications. 
Stainless steel-clad laminates. 
Applications where nonmagnetic 
properties are required. Also in cer- 
tain corrosive environments where 
the resistance of stainless steel to 
attack is an asset. 
Magnesium-clad laminates. 
These laminates have been pro- 
duced in 108-in.-long sheets for use 
as screens for X-ray operators. 
Weight was a factor. 


Our design and production engineers 
are constantly developing new ma- 
terials, new applications, and new 
procedures for fabricating laminated 
plastics. Our experience is yours for 
the asking. And if you have a prob- 
lem requiring assistance or more in- 
formation on composite laminates, 
write us. Also ask for your copy of 
Taylor's new guide to simplified 
selection of laminated plastics. 
Taylor Fibre Co., Norristown 36, Pa. 


- Taylor 


VULCANIZED FIBRE 
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ily sheets of steel can endure this annual 50-mile hike 


00-by-150-foot lawn in trim a power mower So whether your product is a mower or a motor vehicle, 

hatters more than 50 miles in a single season. you're on solid ground when you design and work with 

eeds plenty of strength to stand up under all sheet steel. Bethlehem can furnish the sheets you need 

ycks and vibration! for the job, in a wide variety of gages, tempers, and 

so many lawnmower parts—handles, surface finishes. And our engineers will be glad to pitch 
ks—are formed from sturdy steel sheets. in on your technical problems. 

, no buckling, no twisting or working loose 


. BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
are made of durable sheets of steel. Export Sales: Bethlehem Steel Export Corporation 


+ sen BETHLEHEM STEEL 


. Economy 
. Versatility 


For More Facts Write No. 200 on Information Card—Page 32 
PURCHASING 





Whatever your 


V-Belt needs, 
DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
**Iso-Dynamic” Vertical Matching Machine 
eliminates the “‘sag error” that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the On Your V- Belts 
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Need High Capacity 
In Compact Space? 
DA 358 V-BELTS. This major design improve- 


ment in V-Belts brings you unprecedented compaci- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 
DA POSITIVE ORIVE BELTS. Revolutionary 


tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V-Belts? 


RED SHIELD MULTIPLE V-BELTS. Increased 
capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


—— 


Top Performance in 
Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


OURKEE-ATWOOD COMPANY 


MINNEAPOLIS 13, MINNESOTA 
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LCAPITOLFITTINGS 4) 
ve you these 
[: fits 


; SAVE MAKE-UP TIME 
ASSURE PRESSURE TIGHT JOINTS 


Careful inspection assures true alignment for faster make-up. Army-Navy 
gauging procedure guarantees full formed threads for pressure tight 
—_—— * joints with any CapiToL screwed fitting. The same care and skilled 

4 ay workmanship for all classes of CAPITOL pressure fittings 
assure trouble-free installations. 


Hd 


™, 







COMPLETE PROTECTION FROM CORROSION 


All CapiTot fittings are fully protected against corrosion, 
Job-determined coatings that have proved most effective are applied 
according to general uses of each type of fitting. Special coatings are 
available when needed. 


YOUR DISTRIBUTOR 
CAPITOL FITTINGS 


CAPITOL to assure job-tested fittings. Steel 
issure no sand holes, no porosity. Every 
L fitting equals or exceeds all published 
tions for its size and pressure, 
ynveniently packaged and 
| to ensure delivery 
y finish condition. 


}RECOGNIZED DISTRIBUTORS 





MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 


mae laa 








in Purchasing... 


J UST A YEAR ago we introduced this column and now 
it’s time to close up shop. We’ve decided on a better 
place for the short descriptions of major articles in each 
issue that used to appear here. From now on you'll find 
a two to three line summary of every article under its 
title on the contents page—page 5 in every issue. 

The change, incidentally, was one decided on follow- 
ing the first meeting of our Editorial Advisory Board. 
The meeting dealt primarily with policy matters, of 
course. But a number of helpful suggestions on physical 
layout inevitably develop in such a meeting, and im- 
provement of our contents page was one of them. You'll 
be seeing other results of the meeting soon. 


Editorial advisers get right to work at first meeting. From top of 
table at right: Andy Kennedy, Duncan Gregg, John Wright, Har- 
old Berry, Lyle Treadway, and Tony Ruediger. Present but not 
visible at left are members Frank Wodrich and Harold La Rowe. 


While some purchasing agents haven’t caught up with 
automation in their own departments, others have carried 
it right through to their suppliers. For a description of 
one of the most significant developments in automated 
purchasing—despite the fact that its application is fairly 
limited at the moment—see the article starting on page 70. 


Management consultants are playing an increasingly 
important role in business. Their theories and recom- 
mendations may well influence purchasing’s position 
in industry in the next few years. Yet many P.A.’s are 
in the dark about what the consultants think about the 
buying function. To find out, see page 84 for the results 
of a survey we have just completed among the top man- 
agement consulting firms in the country. 


Our special start-of-the-year issue last year was a 
tremendous success—full of inspiring material to get the 
P.A. off to another year of progress. Another one of its 
kind will be coming up on January 2, 1961—watch for it. 


— 
Ray Richards 
DecEMBER 19, 1960 Publisher 
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Immediate Shipment 


FROM ENDLESS 


STOCKS o: 


STAINLESS ste 
FASTENERS 


AN—MS—COMMERCIAL 


Your order, large or small, 
filled ‘‘fast’’ from the 


world’s largest stock of 
stainless steel fasteners. 
AN, MS, Commercial 
specifications in stock. 
Rigid quality control, mass 
production economies. 
Special stainless steel 

&® fasteners also manu- 

( ‘) factured to your exact 

” requirements on extremely 

short notice. Just send 
blueprint or specs for 
quotation. Full range of 


raw material, on hand, 
assures prompt service. 


WRITE * WIRE * PHONE 


FOR QUOTATION OR SHIPMENT 
ASK FOR CATALOG 
ANGE TAM 
Screw Products Company, Inc. 
MANUFACTURERS OF STAINLESS FASTENERS SINCE 1929 
821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 
West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
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new source 


acious new building .. . an experienced team of special- 
. production lines of the most modern equipment .. . 
ve been combined in this progressive new company to 
your need for precision products die cast of non- 
us alloys. Send your inquiries, blue prints, or pre- 


ary sketches for immediate and professional attention. 
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Purchasing Pointers 
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CHRISTMAS GIFT POLICY—The number of companies sending out letters to 
Suppliers asking them to eliminate Christmas gifts soared this 
year. But some letters have less effect than others. Many get 
misdirected to the wrong people. W. G. Neumann, director of 
purchases for Sperry Gyroscope, makes sure Sperry policy— 
prohibiting the acceptance of gifts by any of its employees at 
any time—is made clear in the right places. His letter this year 
was marked "Attention: President." 


REQUESTS FOR INFORMATION—Are you plagued with requests for price and 
delivery information by engineers, accountants, etc? As every 
P. A. knows, many such requests are more the result of idle 
curiosity than anything else. They can be reduced if purchasirg 
insists that all such requests be made in writing before they 
are honored. If an engineer is willing to go to the trouble of 
filling out a form to get buying information, chances are he 
really reeds it. This is not always the case with telephone 
requests. 


LOOK OUT FOR THE KICKER—Keep a sharp eye for suppliers who submit 
"evergreen contracts" for your signature. These are contracts 
that are automatically renewed for a year if not cancelled 60 or 
90 days before the termination date. While few vendors now 
use this type of contract for blanket orders, some unscrupulous 
manufacturers may try to slip in a paragraph about a cancellation 
notice. One New England P.A. has his legal department check all 
long-term contracts to make sure that his company is committing 
itself only for the stated length of time. 


REPORT IN MANAGEMENT'S LANGUAGE—It's a wise P.A. who puts his reports in 
language management can understand. To the accountant who 
became president, purchasing could translate its savings into 
earnings per share of stock. The salesman who is now president 
would be impressed by savings expressed in terms of their sales 
equivalent (e.g., a $1.00 savings in purchasing equals a $10 
increase in sales.) An engineer turned president would well 


understand savings described as money available for research 
and development. 


BETTER PERFORMANCE IN '61—Making New Year's resolutions has become 
something of a gag, but why not turn it to your own advantage? 
Draw up a set of resolutions about improving purchasing 
operations just as you would set a certain cost reduction goal 
at the start of the year (e.g., not holding requisitions longer 
than 24 hours, cutting down long-distance expediting calls, 
etc.). Make it a kind of serious departmental game and check 
on each other's performance every few months. 
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How Ryerson gives you 
EXTRA VALUE IN SHEET STEEL 


Carbon control— Did you know that 
Ryerson can furnish a conformance 
report, if requested when your order is 
placed, certifying that hot or cold 
rolled low carbon sheets in stock sizes 
are SAE 1008 with maximum carbon 
content of .10? This means you can 
minimize or eliminate problems of vari- 
ation in formability and weldability. 


Closest cutting tolerances—Our 
dard “aim” tolerances are the 
sest in the industry. For example, 
earing of sheets: width or length 
lerance—under 48”, -1/32”; 48” and 
1/16". These limits can be guar- 
eed upon specific request, given in 
vance of processing your order. 


Fast, dependable service—Hun- 
dreds of customers often cite these two 
major reasons for ordering from 
Ryerson: absolute confidence in “de- 
pendability of service as promised,” 
and speed of service to meet their most 
critical requirements. 

Whatever your sheet and strip 
requirements, a Ryerson specialist is 
ready to consult with you. A phone 
call is all it takes. 


STEEL*ALUMINUM * PLASTICS » METALWORKING MACHINERY 


ee RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the Sano Steel Family 


SERVICE CENTER PLANTS: BOSTON + BUFFALO + CHARLOTTE « CHICAGO « CINCINNATI + CLEVELAND + DALLAS + DETROIT » HOUSTON « INDIANAPOLIS 
ANGELES + MILWAUKEE + NEW YORK + PHILADELPHIA + PITTSBURGH + ST. LOUIS + SAN FRANCISCO + SEATTLE + SPOKANE + WALLINGFORD 


For More Facts Write No. 205 on Information Card—Page 32 
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EDITORIAL 





The Myth of 
Competitive 


Bidding 


PURCHASING MAGAZINE 
DECEMBER 19, 1960 


A RATHER STRANGE offshoot of the recent conflict-of-in- 
terest scandals is a survey conducted by the United Shareholders 
of America among 375 firms listed on the New York and Ameri- 
can Stock Exchanges. The nationwide organization of stock- 
holders asked the firms if they do their purchasing on a competi- 
tive bidding basis whenever and wherever possible. 


Presumably United Shareholders believes that competitive 
bidding protects stockholders’ interests by preventing collusion 
between buyers and suppliers. The following results of the sur- 
vey, according to the group’s president, Benjamin Javits, “offer 
striking evidence of the willingness of management to respond to 
stockholder wishes:” 


Over half the companies said they used competitive bidding 
whenever possible. Seventy-nine said they would include certi- 
fying statements in their annual reports stating that they pursue 
the policy of competitive bidding. Fifty seven have submitted 
the proposal to directors for action. Thirteen have indicated they 
would adopt the procedure if it becomes common practice. 


Surely, something is wrong here. Granted, the stockholders of 
those few companies where top management was enriching itself 
by special deals with suppliers have a legitimate complaint 
against that form of “negotiation.” But are the rest naive enough 
to think that so-called competitive bidding is any more competi- 
tive than negotiation; that crooked deals can’t be worked out be- 


hind a facade of bidding? 


The reaction of management is even more curious. Are there 
that many firms substantial enough to be listed on a stock ex- 
change who really use competitive bidding “whenever and where- 
ever possible?” Or are they—consciously or unconsciously—con- 
fusing requests for quotation with competitive bidding? 


Whatever the case, one thing is clear: the campaign to educate 
both management and the public as to the nature and advantages 
of good purchasing must continue. It may not be too late to con- 
vince management that a word of explanation of the workings 
and contributions of the purchasing department should appear 
in your company’s annual report. Companies like Westinghouse, 
Dennison, and Rockwell Manufacturing have published such 
statements. 


The myth of competitive bidding’s magic powers will die hard. 
But it won’t die at all unless it’s exposed. 


ust Veen 





UNCH CARDS do all the talk- 
in an electronic data process- 
ystem that has jumped the 
ap between the buyer and his 
suppliers. They are able to com- 
\uniecate with a common business 
chine language that has auto- 
ated quoting, buying, selling, 
billing, and paying. In short, the 
ystem devised by an industry 
mmittee of the Air Trans- 
rt Assn.—called ATA Spec. 200 
mechanized purchasing 
»ss-the-board. 
One of the pioneers of the sys- 
s Braniff International Air- 
headquartered in Dallas, 
vhich spent two years preparing 
xr Spec. 200 and is now making 
videspread use of the system. 
Here and overseas, other airlines 
ind their suppliers have also 
lopted Spec. 200. Naturally, this 
nereases the value of the system, 
as the more companies that use 
Spec. 200 the more useful it be- 


comes 


A new purchasing concept: 


Buyer-Seller 


Automation 


The airlines are using electronic data processing not 
only to automate their own purchasing departments 


but also to put buyer-vendor transactions on a more 
mechanized basis. The payoff comes in the form of 
drastically reduced inventories, less detail work for 


purchasing. 


By Ted Metaxas, 


Midwestern Editor 


Braniff believes the system may 
also be adaptable to other indus- 
tries that buy myriad parts and 
materials for production and 
maintenance. With the current 
build-up in industrial automatic 
data processing, the next inevit- 
able step may well be a two-way 
data processing linkage among 
buyers and vendors. 

One seeming objection to pur- 
chasing-supplier integration is 
that many companies have not yet 
invested in automatic data proc- 
essing. Spec. 200 compensates for 
this by making it possible for an 
office to work with just a single 
keypunch unit. 


Had to Cut Lead Time 


The forces that propelled air- 
lines into Spec. 200 are apparent 
in other industries as well. By fol- 
lowing the trend towards mechan- 
ized data processing in inventory 
control, the airlines set the stage 
for the system. At the same time, 


the need for accelerated inventory 
turnover had become urgent. 
More parts were needed for an 
increasing number of aircraft. 
Cost of parts had doubled, tripled, 
and even quadrupled. Lead times 
had to be reduced. 

Increased automation in the 
buyer-seller relationship seemed 
to be the answer. However, one 
major obstacle loomed: the in- 
ternal EDP systems differed from 
company to company. This meant 
that a standardized method of 
communication was needed to 
link the companies together. As 
a result the airlines and their sup- 
pliers appointed an ATA indus- 
try committee to work out the 
problem. After many months the 
Spec. 200 system emerged. 

On this committee since its con- 
ception was Tom Ennis, Braniff’s 
manager of purchasing depart- 
ment services. He had the firm 
support of Horace Bolding, vice 
president of purchasing-stores, 
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and Charles Mathews, 
purchasing agent. 

“Creating a common language 
involves a fantastic amount of de- 
tail,” says Ennis. “It’s always 
hardest when you're first—but I 
feel the ATA committee’s work 
will speed the use of Spec. 200 by 
other industries.” 

Spec. 200 has been built around 
transaction codes covering every 
aspect of purchase order handling. 
Codes can be read by man or ma- 
chine. Units of measurement and 
shipping data are simple codes or 
abbreviations. (The entire pro- 
cedure for Spec. 200 has been 
published in a manual by Air 
Transport Assn., Washington, 
D. C.) 


How Program Started 


At the start of the Spec. 200 
program each supplier prepared 
a procurement data card of every 
item he stocks and sells to a cus- 
tomer. The cards, which were sent 
to the suppliers’ customers, con- 
tain information on part number, 
description, price, lead time, pack- 
age quantity, unit of measure, and 
pricebreak. The customers keep 
these cards in an inventory file 
and replace them whenever 
changes are made. 

At Braniff, computer-directed 
inventory control prepares re-or- 
ders, expedites, tracers, overstock 


system 


“Live” electronic data processing report allows Braniff purchasing men to 
make swift and effective decisions. Left to right are Charles Mathews, system 
purchasing agent, Horace Bolding, vice president, purchasing-stores, and Tom 
Ennis, manager of purchasing department services. 


reports, and consumption data for 
all major parts. When a part falls 
below a minimum re-order point, 
a depleted stock notice (DSN) 
form is printed. It contains a case 
history of the part and notes the 
quantity and cost of the pieces to 
be ordered. At the bottom of the 
form is space for buyers to enter 
information on shipment sched- 
ules (see cut below). 


The DSN goes to a stores ana- 
lyst, who reviews the form and 
may modify the computer’s buy 
decision up or down to keep it 
in line with expected usage. Next, 
the DSN travels to the appro- 
priate buyer (identified by code 
number), who fills in delivery 
schedules on the form. 

The completed DSN is sent to 
the key punch operator who pre- 
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P “| 
newly built purchasing department. Buyers have private offices (left). 
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mee SAT RS Ton i a AS the individual order cards. This 
Purchase order card is forwarded to constitutes a validity check on 
supplier. All buying information is whether the batch of cards is a 
specified, complete transaction. 

If something’s amiss, the sup- 
plier sends the customer an ex- 
ception card which specifies the 
error. But if everything checks 
out, the supplier prepares a dupli- 
cate control card and sends it 
back as acknowledgment. 

Duplicating the purchase order 
card, the vendor punches a pack- 
ing card which accompanies the 
shipment. If the card matches the 
one held at Braniff’s receiving de- 
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pliers without automatic data processing 
jipment can read order cards visually with 
Ip of this two-sided interpretation card which 
spells out meanings of codes and abbreviations. 
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partment, the receiving card goes 
to the computer to update “on 
hand” and “on order” inventory 
records and to relieve the open 
commitment file. 

This causes an accounts payable 
card to be prepared. It authorizes 
a given amount to be paid on 
receipt of an invoice. (Partial 
shipments leave an order open 
and necessitate preparation of a 
new receiving card which is kept 
until the balance of the shipment 
is made.) 

While the shipment is still in 
transit, the supplier makes a dup- 
licate packing card which serves 
as the customer’s invoice. Under 


the system, a true voucher opera- 
tion is possible and every item 
received is paid for promptly. 

When a new or one-time buy 
must be made, request for quota- 
tion punch cards goes to suppliers. 
After studying the data, suppliers 
return quotation cards. On the 
basis of these quotes, a purchase 
order card is released and EDP 
takes over. 

Braniff has been moving its in- 
ventory of 55,000 parts into Spec. 
200 by grounvs. At this writing, 
about 65% of its inventory, con- 
stituting 85% of dollar value—has 
been placed under Spec. 200. By 
June 1961, 100% coverage is ex- 
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Control card accompanies a batch of purchase order cards. Sum- 
maries and totals of individual order cards enable the supplier to 
mechanically or manually determine if a set of order cards is a 
complete transaction. This is a validity check. 
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Overdue items are mechanically printed on this form and sent to various 
suppliers. Column at right is open for supplier comment. 
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pected. 

Before Spec. 200 was adopted, 
it had become obvious to Braniff 
that swifter inventory turnover 
was imperative. The switch in 
emphasis from regular aircraft to 
jets automatically boosted inven- 
tory costs. A part for a conven- 
tional aircraft that cost $500 runs 
as high as $1500 for its jet coun- 
terpart. Capital investment costs 
of jet provisioning had become in- 
creased too much. With expansion 
of inventory, purchasing and in- 
ventory control were becoming 
too complex for conventional 
methods. 

“In 1956, we had an inventory 
turnover of 1.26%,” comments 
Purchasing VP Bolding. “In 1961 
we feel confident inventory will 
be turned over twice. Consid- 
ering that we are dealing with 
so many thousands of parts, it will 
be a real attainment for Spec 
200.” 


Speed Helps Braniff Save 


Before EDP, Braniff inventory 
and purchasing reports took so 
long they were post mortems 
rather than tools for quick action. 

For instance, a supplier recent- 
ly posted a price boost, effec- 
tive almost immediately. Without 
EDP, Braniff buyers would have 
had to sigh resignedly. But in this 
case Braniff rapidly sorted out the 
items made by this vendor, fig- 
ured out the cost of carrying in- 
ventory against the price advan- 
tage of buying before the price 
hike. In three days, it put through 
an order for certain parts which 
saved the company many thou- 
sands of dollars. Purchasing also 
uses the computer to get reports 
that make it possible to concen- 
trate cost reduction efforts on 
high dollar items. One EDP re- 
port showed that 22,050 parts in 
one category comprised $736,000 
worth of purchases—with a mere 
8% of these constituting 91% of 
dollar total. 

By controlling and value an- 
alyzing these items, purchasing 
took aim at the heart of its costs. 
In another case, 7% of parts rep- 
resented almost 90% of the total 
purchasing dollar volume. 

Aside from the immense reduc- 
tion in lead time, EDP has, of 
course, reduced the workload on 

(Please turn to page 168) 
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A New Approach 


To Purchasing’s 


Office Space 





April Union Carbide moved into its new 52- 
Park Avenue skyscraper. The project began in 
1957 when the billion dollar chemical company 
itself spread out in 14 different New York 

lidation of the corporate divisions and depart- 

was only one reason for the new structure. 
provides room for the expected expansion of 
mpany’s activities, notably purchasing. 

ew home office is modern and up-to-date from 
bottom, inside and out. A unique feature is the 

system which integrates lighting, air condi- 

and sound control in a manner which makes 
ble to use movable partitions for all interior 


urchasing department, which is on the sixth 
as carefully planned to combine efficiency and 


eness. 














Carbide’s purchasing reception area—simplicity and good taste. 





Offices of purchasing 
agents and buyers pro- 
vide privacy for inter- 
viewing vendors in at- 
tractive, well - lighted 
surroundings. 












, 


Conference rooms have one-way mirror 
instead of glass-topped partitions. Lights 
can be dimmed without affecting outside 
areas. 
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Secretaries are located in open 
areas near buyers’ offices. Each 
pair of desks is separated by a ta- 
ble which is used for adding ma- 
chines, calculators, etc. Note the 
neat way telephone wires go into 
the desk. 


File cabinets are used as divider walls. Note 
stationery cabinets (center). 


Purchasing department has 
its own library containing 
more than 1000 reference and 
technical books, 1500 trade 
catalogs and 3000 pam- 
phlets. 
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No phone . goes unan- 
swered in Union Carbide’s 
purchasing department. If 
no one is on hand to an- 
swer the call it’s handled 
in this telephone office 
where someone is always 
on duty. 


Dynel carpeting is used 
throughout the purchasing 
area as are movable par- 
titions and all-lighted ceil- 
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How to Make E.O.Q. 


Fit Your Inventory Budget 


The conventional approach 
> . 
won't work if management 


to economic order quantities just 
doesn’t have the money to invest 


in inventories. Here’s how to shape EOQ to fit management's 


budget. 


By Dr. Spencer B. Smith, 


Manager of Operations Research, 
Semiconductor Division, Raytheon Company 


WE CAN’T use economic lots. Management 
t us tie up that much money in inventory.” 

| familiar cry in many companies where 
short. Proposals which call for a sizeable 
in inventory investment can be sure of a 
ception. Inventory budgets are restricted to 
| below that which would be required by a 
t-forward application of economic order 
ties. This leads to ordering by rule of thumb 
he conclusion that, “E. O. Q. won’t work 


here.” 

However, this attitude is based upon a narrow 
view of modern inventory theory. It is not true 
that the theory is useless when funds are limited. 
On the contrary, the theory can be used to good 
advantage even when budgetary and other re- 
strictions are imposed. 

To illustrate, let us suppose we buy three mate- 
rials, X, Y and Z. Demand for these materials is 
continuous and predictable. The policy has been to 
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receive daily shipments and the resulting inven- 
tory situation is summarized below: 


Quan- 
tity Average Average Number 
Annual per Inven- Inven- of 
Unit Use Ship- tory tory Shipments 
Cost Tons ment Tons Dollars per Year 


x $ 60 4800 20 10 $600 240 
bf 160 240 1 0.5 80 240 
Z 180 3600 15 7.5 1350 240 
Total $2030 720 


We decide to propose that an economic order 
quantity system be installed using the classic 
E. O. Q. formula. That is 


/2AS — 
CI 
where A = annual demand in units 
= the variable procurement 
cost per shipment received 
C = unit cost of the material 
in dollars 
I = the variable carrying cost 
in dollars per dollar of 
inventory per year 

A careful cost analysis shows that S is $10 and 
I is $0.25. 

In order to determine what the effect of apply- 
ing E. O. Q. would be on costs and inventory in- 
vestment, the next step is to calculate what the 
new order quantities would be for materials X, Y, 


and Z: 


x & Qe = 


| 2 x 4800 x 10 
VN 60x 0.25 

/ 2x 240 x 10 
\V 160 x 0.25 


E. O. @ for Z — ,| 2% 3600 x10 _ 46 tons 


\V 180 x 0.25 


E. O. Q. for X = 80 tons 


E. O. Q. for Y 


11 tons 


Using these order quantities, the inventory sys- 
tem would operate as follows: 


Quan- 
tity Average Averagie Number 
Annual per Inven- Inven- of 
Mate- Unit Use Ship- tory tory Shipments 
rial Cost Tons ment Tons Dollars per Year 


x $60 4800 80 40 $2400 60 
Y 160 240 11 5.5 880 22 
Z 180 3600 40 20 3600 90 
Total $6880 172 


The annual saving which would result from 
changing over to economic order quantities can 
now be calculated. 


With Daily With Annual Savings 
Shipments E. 0.Q. from E.0.Q. 


Cost of Ordering $7,200.00 $1720.00 $5480.00 
($10 x Number of 

Shipments) 
Cost of Carrying 507.50 1720.00 -1212.50 
($0.25 x Average 

Inventory Investment) 


Total $7707.50 $3440.00 $4267.50 


This analysis shows that deliveries have been 
too frequent. By increasing the investment in 
inventory by $4850, the number of shipments 
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can be reduced for a net annual saving to the 
company of $4267.50. 

However, let us suppose that the current finan- 
cial position of the company is such that the addi- 
tional funds required to increase the inventory in- 
vestment up to $6880 are not available. Manage- 
ment agrees with the projected savings from re- 
ducing the number of shipments, but the best that 
can be done at present is to increase the inventory 


budget by $5000. 


Figure Imputed Value 


One way of looking at this restriction is that 
management is saying that the carrying cost of 
$0.25 is too low. If we had used some higher figure 
for I, the calculated economic order quantities 
would have been smaller and the projected total 
inventory would have been just $5000. 

The next question is, how can we determine 
this imputed value of I? We can do it by working 
backwards. We know that the sum of one half the 
order quantities multiplied by the respective unit 
costs for each material will equal the inventory 
projection, $5000. We can write this down by re- 
ferring to our original E. O. Q. calculations above, 
but substituting the unknown I for the 0.25 under 
each square root sign. 
vy,  |2 x 4800 x 10 : | 2 x 240 x 10 . 
‘Jeers ee 

+ % [7-2 Sx ™ (180) = $5000 
V 180xI bab 


This gives one equation in one unknown which 
can be solved with some high school algebra to 
give I equal to $0.4733. 

Now we can recalculate the economic order 
quantities using this new imputed value for I. 


2 x 4800 x 10 


E. O. Q. for X 60 x 0.4733 


58.2 tons 


| 2x 240 x 10 


’ = 8.0 t 5 
\ 160 x 0.4733 = 


E. O. Q. for Y = 


2 x 3600 x 10 


« 29.0 tons 
180 x 0.4733 


E. O. Q. for Z = 


} 
\V 
Using these order quantities will give us an in- 
ventory system that operates in the following way: 


Quan- 
tity Average Average Number 
Annual per Inven- Inven- of 
Mate- Unit Use Ship- tory tory Shipments 
rial Cost Tons ment Tons Dollars per Year 


X $60 4800 582 261 $1746 83 

4 160 240 8.0 4.0 640 30 

Z 180 3600 29.0 145 2610 124 

Total $4996 237 

Note that the inventory does not come out to 
exactly $5000 because of rounding. 

We can see that the number of shipments per 
year, 237, is higher than the 172 that we would 
have had under the original E. O. Q. proposal, 
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Number of Shipments Received Per Year (n) 


but it still is a major improvement over the cur- 
rent 720 per year. 

Vhat can be said of this new solution? First, 
if we accept our imputed cost of carrying inven- 
tory, the new shipment quantities gives us the 
lowest total replenishment and carrying costs. Sec- 

nd, we can say that given the restriction on in- 
ventory investment, we have minimized the num- 
ber of shipments received and, consequently, their 


, + 
COS| 


This is an example of a type of problem common 
» business management, i. e. what is the best way 
to allocate limited resources? In this case the 
limited resource is the $5000 and the problem was 
how best to allocate it among X, Y and Z inven- 


es 


We have seen how, given a particular inventory 
nvestment, the ordering policy which requires the 
ninimum number of shipments per year can be 
determined. Now we will go a step further and 
how how to prepare a chart which will give the 
minimum annual number of shipments required 
for any inventory investment. 


Returning to the E. O. Q. formula, let 
E. 0. Q. = KV A/C 
where K = y2S/l 


Then the number of shipments per year for the 
three materials is given by 
ie Ay A, 
2 4+ OS SO 
KVA,/C, KVA,/C, KVA,C, 
Sy AC 
K 


where N = annual number of shipments 
VVAC = VA,C, + VA,C, + VA,C, 
and the subscripts on the A’s and C’s show which 
materials they apply to. 


Similarly, the average inventory investment in 
dollars (V) will be 


v-* haa es Kk CVA kK ami 


= K ZyAC 
2 


Next we multiply the expressions for number of 
shipments and inventory investment together giv- 


K=vAC © 
2 


= (VAC)? 
8 


Now, for the three materials 


= 1,182,722 


Therefore, N* V = 1,182,722. 


This is the relationship which is plotted on the 
graph shown in-Fig. 1. Any point on the graph 
represents a policy which is defined by an invest- 
ment in inventory read on the horizontal scale and 
a number of shipments per year read on the ver- 
tical scale. We will consider points to the left of 
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the curve, points to the right of the curve, and, 
finally points on the curve. 

Points to the left of the curve represent impos- 
sible policies. There is no way of designing an 
inventory system which would operate with one 
of these combinations of investment and shipments 
per year. For example, consider the point P. It 
represents a combination of an investment of $3000 
and 200 shipments per year. But this is an impossi- 
ble combination. If investment is limited to $3000, 
then the minimum possible number of orders is 
obtained by moving from P vertically up to the 
curve and then back horizontally to the N scale. 
This gives 394 shipments, minimum. Conversely, if 
the annual number of shipments is held to 200, 
we can find by moving horizontully to the curve 
and then vertically to the V scale, that at least 
$5914 investment will be required. 

Points to the right of the curve represent in- 
efficient policies. Consider point Q. It represents 
an ordering policy which requires an investment 
of $4000 and 600 orders per year. However, if we 
were going to operate with $4000 in inventory we 
could move down vertically to the curve to select 
a policy which would only require 296 orders per 
year. Or we could hold the number of orders con- 
stant at 600 and reduce the investment to $1971 
as is found by moving horizontally to the curve. 
So any policy to the right of the curve can be im- 
proved. 

Finally, we come to points on the curve. These 
points represent policies which we will call efficient 
for the following reasons: 

1. Every point on the curve represents the op- 
timum, minimum-cost ordering p plicy for some val- 
ue of the ratio of S/I. 

2. For any given inventory investment, the curve 
gives the minimum number of orders per year. 

3. For any given number of orders per year, the 











1 
y ately. — 


“As you can see, we're still up over our knees in our last 
shipment from you—” 


DeEcEMBER 19, 1960 


minimum inventory investment can be read from 
the curve. 

Now, how can this graph be used? When it 
comes time to decide on an inventory policy with 
other members of management, this graph can be 
used as a focal point for the discussion. The choice 
can be narrowed down to one of selecting a point 
on the curve. 

Various ramifications of selecting any given point 
on the curve can be explored. For example, going 
above a certain inventory investment might re- 
quire a new bank loan, additional warehouse space 
or it might create an unfavorable impression in the 
financial community. On the other hand, if orders 
could be reduced to a certain level, some substan- 
tial savings could be achieved in clerical work. If 
orders go above a given volume, a changeover to 
electronic data processing would be indicated, and 
so forth. After weighing these factors, a final de- 
cision can be reached. 


Use Your Judgment 


One of the important differences between the 
usual approach to economic order quantities and 
the one just outlined is that the former requires 
estimates of the cost per order and the carrying 
cost per dollar of inventory per year whereas the 
latter does not. Therefore, where it is impossible to 
obtain reasonable cost estimates, the second ap- 
proach, which relies more on management judg- 
ment of the total situation, can be used. 

Where these costs are available, a combination 
of both approaches will often prove worthwhile. 
The minimum cost policy can be shown as a par- 
ticular point on the efficient policy curve. If man- 
agement wishes to consider selecting another effi- 
cient policy, for whatever reason, the additional 
cost which would be incurred can immediately be 
determined and weighed along with the other 
factors in the decision. 

Once the policy decision has been made, it still 
remains to translate it into an ordering system. Let 
us see how this is done. 

We know that under economic lot theory, the 
cost of replenishing should equal the cost of carry- 
ing. That is 

N-S=Vvel 

Then S/I V/N 

But K = vy2S/I 

Therefore K = V2V/N 


Suppose the policy decision were to choose an 
ordering system which involves an investment of 
$6000 and 197 shipments per year. 


Then K V2 (6000) /197 
78 


We can now determine the order quantities as 
follows: 


E. O. Q. for X = 7.8 4800/60 = 69.8 tons 
E. O. Q. for Y = 7.8 240/160 = 9.6 tons 


E. O. Q. for Z = 7.8 /3600/180 — 35.0 tons 
(Please turn to page 172) 





What's Wrong With 


Performance Appraisals? ' 


By Philip R. Kelly, 











Manager, Personnel Development and Training, 
The Port of New York Authority 





studies indicate that management doesn’t know how to 


ire purchasing performance. 


In fact, in many cases, it 


t even fully appreciate exactly what the purchasing func- 
embraces. The suggestions made by Mr. Kelly, the author 


article, 


are thus particularly appropriate. He concludes 


one of the major problems in appraisal is poor communica- 
Frequently there is no clear agreement between the man- 
and the subordinate on what goals they are working 


ras 


chasing can do its job effectively only if there is agree- 

t on exactly what its objectives should be. Then it should 
work out with management a plan to meet these objec- 
Various aspects of planning and performance measure- 
were discussed in some detail in, “What Management 
ts of Purchasing,” by Dean Ammer, PurcHasinGc Magazine, 


ber 21, 1960, p. 70. 





ISCRIMINATE use of per- 
e appraisals produces 
friction in most organiza- 
han management develop- 

x performance improve- 
programs. Even with skill- 
handling and a background of 
relationships between su- 
and subordinate, conven- 


tional appraisal techniques should 
be regarded as nothing more than 
a minor tool in the total man- 
agerial task of improving per- 
formance. 

Much of the inadequacy of the 
conventional appraisal system lies 
in the assumptions which underly 
its application. In many apprasial 


systems, all or a considerable part 
of the following assumptions are 
implicit: 

(1) That a “job” exists—that 
is clearly defined and mutually 
understood by both appraiser and 
appraisee. 

(2) That the appraiser really 
understands the current nature 
of the work to be done and the 
skills and knowledge required to 
fulfill it. 

(3) That the appraiser is “ob- 
jective.” 

(4) That the appraiser is emo- 
tionally stable and will not use 
the appraisal situation as a weap- 
on to relieve his own anxieties. 

(5) That it is just as sound to 
concentrate on weaknesses as on 
strengths. 

(6) That the men involved can 
and will communicate in a pro- 





This is a summary of a talk made by Mr. 
Kelly at the 408th meeting of the Na- 
tional Industrial Conference Board held 
November 17, 1960 at the Penn-Sheraton 
Hotel, Pittsburgh, Pa. 
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ceduralized situation. 

(7) That sound communica- 
tions can be established on a 
“periodic” basis. 

(8) That “objective” judgments 
can be made, communicated, and 
accepted without serious disrup- 
tion of personal relationships. 

(9) That the man being ap- 
praised is directly responsible for 
his performance and that he has 
control over all the factors which 
make up his work situation. 

(10) That the appraiser (su- 
pervisor) has little direct influ- 
ence on the appraisee’s perform- 
ance. 

(11) That the man being “ap- 
praised” really wants to know 
where he stands. 

(12) That criteria exist for the 
performance of the various “ap- 
praisers” and that each appraiser’s 
opinion is given equal value when 
it comes time to analyze and act 
on the end results. 

(13) That all men want to ad- 
vance, develop, compete, and im- 
prove—or that they should want 
to. 

(14) That “development” can 
take place in a limited, isolated 
work or task-focused sense. 

(15) That the appraiser can 
(and will) be able to reward or 
withhold rewards (incentives) as 
a result of the appraisal process. 

Most of the confusion about 
appraisals stems from lack of ap- 
preciation of the objectives and 
limitations of the appraisal con- 
cept. This confusion of purposes 
has led to confusion in the me- 
thodology and manner in which 
appraisal approaches have been 
formulated. As a result, many 
appraisal systems represent an 
eclectic hodgepodge of the various 
historical segments. The results 
of such confusion and the prob- 
lems caused when we lose sight 
of the objectives of appraisals rep- 
resent the major concern of this 
discussion. 

To review the historical evolu- 
tion of the appraisal concept, we 
must go back to the early days 
of job evaluation and merit rat- 
ing. In this period merit rating 
was clearly tied into wage and 
salary administration. Later on, 
as a result of the influx of psy- 
chological testing and other social 
science techniques, we had a 
trend towards the influence of 
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trait, personality, and character 
criteria in evaluating personnel. 

A third major phase stemmed 
from the Hawthorne studies of 
the Western Electric Company 
in 1927-1932. Considerable em- 
phasis was placed on the use of 
two-way communications and em- 
ployee counseling. The fourth 
phase of appraisals dates from the 
close of World War II, when many 
companies found that, because of 
upheavals produced by the war 
and unexpected postwar expan- 
sions, they were woefully thin in 
managerial talent. 


Managers Are Made 


Also about this time companies 
began to realize that, with the 
growing complexity of modern 
management systems, seasoned, 
high-caliber executives are not 
born but can and must be de- 
veloped. In short, “management 
development” programs began to 
receive considerable attention for 
the first time. 

In the last five years many of 
the more sophisticated companies 
have moved away from the old 
trait-based; one-way system of ap- 
praisals (characterized by Nor- 
man Maier “As Tell and Sell’’). 
But it is also true that many of 
the companies which have re- 
cently adopted the appraisal con- 
cept as a part of their manage- 
ment development activities, are 
still floundering around in this 
morass, enmeshed in a paper- 
work system. 

The organizations which have 
apparently made the most gains 
with the appraisal process have, 
in fact, rejected or put aside al- 
most everything in the old proc- 
ess except the terminology itself. 
Thus today, we find more and 
more an accent on “management 
by objectives,” with the subordi- 
nate setting his own performance 
standards and then discussing at 
a later date how close he has 
come to the targets he has set. 
But even this is a long way from 
being the kind of management 
tool which it purports to be. At 
the core of the problem of eval- 
uating and improving manage- 
ment performance, we find three 
key focal considerations: 

(1) The basic knowledge, skills. 
and attitudes of the worker or 
manager. 


(2) The work 
which he operates. 

(3) The ability of both the su- 
perior and subordinate to employ 
a problem-solving approach in 
analyzing those factors, both per- 
sonal and impersonal, which con- 
tribute to—or block—the indi- 
vidual’s performance. 

In summary, the sophisticated 
approach to performance ap- 
praisals must begin with an as- 
sumption which is quite the op- 
posite of that usually made; i.e., 
that the man being appraised is 
the sole determinant of his per- 
formance. We must, I believe, ac- 
cept the principle that it is not 
within the power of the man be- 
ing appraised to control all of the 
many factors that really influence 
his ability to work effectively. 

Experienced observers of man- 
agement know this to be true. No 
individual operates in a vacuum; 
his ability to perform is always 
influenced by a total situation. 
He does control and is directly 
responsible for some aspects of 
his performance, but manage- 
ment is definitely responsible for 
certain other important aspects, 
as the general business environ- 
ment is responsible for still 
others. Some writers have taken 
partial notice of this principle by 
stressing the importance of 
proper “atmosphere” or “cli- 
mate,” or by emphasizing “coach- 
ing” as the key component in- 
fluencing job performance. 


situation in 


The Goal Is Dimmed 


What are the key forces in- 
fluencing performance? How is 
the job to be done? The indi- 
vidual brings to work his own 
basic knowledge, skills, experi- 
ence, and motivations, and it is 
management’s task to help him 
to make the most of these as- 
sets. It must be made clear that 
optimum performance is a mu- 
tual goal, for the organization 
and for the individual. Manage- 
ment errs—-and optimum per- 
formance fades—when this mu- 
tuality of goal seeking is disre- 
garded, or not grasped clearly by 
both. Inevitably, this goal be- 
comes dim when appraisals make 
men feel that they are being 
put on the witness stand and 
asked to defend themselves. 

(Please turn to page 168) 
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REQUISITION—At Rockwell Manufacturing the requisition doubles as a P.O. 
for materials which can be properly identified and which can be ordered 
safely without a formal purchase order. In such instances, the X-number in 
the upper right hand corner of the form is used for control purposes. 
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This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing department 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 
organizations around the 
country. 





[structions on how to 
fill out a purchase order at Rock- 
well Manufacturing Co., Pitts- 
burgh, have been refined to a 
point where nothing is left to 
chance. Here’s a rundown on 
some of the more interesting tech- 
niques for handling purchase 
orders developed by C. Warner 
McVicar, director of purchasing 
and traffic: 


Name of Seller—The seller’s 
name on the purchase order must 
be the same as the company that 
will invoice the order. If the order 
is placed with a sales agent, it is 
addressed to the supplier show- 
ing the agent’s name on the sec- 
ond line. This system has com- 
pletely eliminated unidentified 
invoices. 


Delivery Required is shown as 
two dates, for example, “Not 
earlier than December 12 and not 
later than December 19.” By 
establishing a time range, Rock- 
well is assured the material will 
arrive when it is needed, but not 
prior to this time. 


F.0.B. Point—This is clearly 
defined on the purchase order to 
avoid any misunderstanding and 
to help Rockwell know the true 
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cost of any purchase. Each Rock- 
well order indicates whether the 
material is “F.O.B. Destination,” 
“F.O.B. Shipping Point,” etc. The 
words “Ship Prepaid” or “In- 
stalled” are not included in the 
F.O.B. information but are used 
on the routing instructions. 


Personal Signature—The im- 
portance of a purchase order 
as a legal document cannot be 
slighted. For this reason, all pur- 
chasing agents and buyers at 
Rockwell must sign their orders 
personally. Rubber stamps are 
out. 
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Purchasing director McVicar 
anticipates a 25% reduction in 
the number of purchase orders 
written because of a new pur- 
chase requisition. The new form 
is used for wire, telephone or 
verbal orders. There is no dollar 
limitation on its use—a sharp con- 
trast to other companies using 
similar forms. 

The requisition is used for any 
materials that can be properly 
identified and conveniently or- 
dered without a formal purchase 
order. There are four parts to the 
form. The requisitioner keeps one 
copy and sends the other three 


PURCHASE ORDER — Delivery 
time on all Rockwell p.o.’s is in- 
dicated as “not earlier than” 
and “not later than” rather than 
one specific day (see center of 
form). Notice, also, the instruc- 
tions for the typist at the top 
edge. 


to purchasing. The purchasing de- 
partment then fills in the name 
of vendor, the F.O.B. point, and 
cost of material to be purchased. 
The vendor is given the requisi- 
tion number, preceded by an “X”, 
and is told that he will not re- 
ceive a formal purchase order. 

Purchasing keeps one of the 
three copies of the requisition for 
its permanent file, the second 
copy goes to receiving or to the 
person who will pick up the ma- 
terial, and the last copy is sent 
to accounts payable—to be han- 
dled in the same manner as a 
regular purchase order. ® END 





\Vianagement Consultants 


Look at 


Purchasing 


{ 


Purchasing executives often fear that outside 


nsultants tend to underestimate the import- 
ince of purchasing. A survey shows something 
lifferent: consultants do respect the purchasing 
function, but their opinions of the people in it 
ire not always as favorable. 


[HOUGH management con- 
have been a fixture in 
for 50 years, they’re still 
ich of an unknown quan- 
the average purchasing 


changes suggested by manage- 
ment consultants. 

Even though purchasing in 
many smaller companies has 
benefitted from these changes 
simply by imitation, some P.A.’s 
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ents in 


xceptions are in the big- 
Almost  three- 
of the large firms in the 
have used management 
tants. Their recommenda- 
enerally affect purchasing 

wr indirectly. Occasional- 

are called in to reorgan- 
irchasing specifically. Some 
uutstanding purchasing de- 
the country owe 

and status to 


ipanies. 


strength 


tend to be a little wary of con- 
sultants. They have heard stories 


of how consultants have tried to. 


undercut purchasing authority. At 
best, they wonder if consultants 
really understand the functions; 
at worst, they look on them as an 
amalgam of old-time efficiency ex- 
perts, company spies, and Grand 
Inquisitors. 

Management consulting is too 
important a business activity to 
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be subject to such oversimplifica- 
tion. To put the problem in a bet- 
ter perspective, PuRCHASING Mag- 
azine, recently surveyed the mem- 
bers of the Association of Con- 
sulting Management Engineers, 
Inc., the management consultants’ 
own professional group. We 
sought their general attitudes 
toward purchasing and its posi- 
tion and responsibilities in in- 
dustry. Fifty-five per cent of 
ACME’s membership cooperated 
in the survey. 

Obviously, the questions had to 
be phrased in very general terms, 
and the results should be in- 
terpreted similarly. Management 
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What Consultants Say About Purchasing 


. Do you consider purchasing 
a management or service 
function? In other words, 
would you place it on a lev- 
el with production and 
sales, or with maintenance 
and accounting? 


Management function 


Service function 


RE RE ——— 
Cod ie 27% 








. On what management level 
would you place the top pur- 
chasing executive of a mul- 
ti-plant company to insure 
his maximum effectiveness 
consistent with his respon- 
sibilities? 


Vice President 
Director 
Manager (cf. Sales Mgr.) 


Section Head (cf. Chief 
Accountant) 
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. On what management level 
do you believe a plant pur- 
chasing agent can be most 
effective? 


Manager (cf. Manufacturing 
Mer.) 


Sub-manager (cf. Product Mgr.) 2 e- 


Supervisor (cf. Quality Control 
Supervisor) 











— 





. Do you believe the purchas- 
ing department should have 
an independent operating 
budget, or should it be con- 
trolled by a larger depart- 
ment? 


Independent 


Controlled by a larger dept. 








. Do you believe the work of 
supervisory purchasing per- 
sonnel is, in general, good 
preparation for top manage- 
ment positions? 











. In your analysis of purchas- 
ing organizations, have you 
found that top purchasing 
people are generally equal 
in competence and ability 
to company executives hav- 
ing responsibilities of simi- 
lar importance? 











. Do you believe that the pur- 
chasing agent is most effec- 
tive in a buying capacity, or 
do you think he should be 
mainly concerned with man- 
aging his department, doing 
little or no buying? 
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Buying 
Managing 


Both 
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view of many management consultants that pur- 
executives a-e inclined to spend too much of their 
1 the mechanics of the job. They do too much actual 
They should spend more of their time on managing 
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Only slightly more than 5% 
said purchasing’s budget should 
be controlled by a larger depart- 
ment. All others favored an in- 
dependent operating budget for 
purchasing. “Purchasing” said 
one consultant, “should be con- 
sidered as a profit center and 
budgeted as such.” 

The consultants put it right on 
the line when it comes to purchas- 
ing agents’ qualifications for mov- 
ing up the management ladder. 
They were almost evenly split 
on the question, “Do you believe 
the work of supervisory purchas- 
ing personnel is, in general, good 
preparation for top management 
positions.” A little over half said 
“ves,” the balance, “no.” But 
their answers appeared to be 
based on observations of actual 
situations rather than on theory. 


Put Stress on Managing 


“My experience with purchas- 
ing men has not brought me into 
contact with many who are po- 
tential top managers,’ wrote one 
consultant. “I think too many pur- 
chasing supervisors spend too 
much of their time in actual buy- 
ing, rather than in planning. di- 
recting, coordinating, controlling 
and evaluating purchasing activi- 
ties and personnel. There are nu- 
merous signs, however, that more 
purchasing supervisors are be- 
ginning to think of themselves as 
purchasing managers instead of 
senior buyers.” 

The same feeling apparently 
carried over to a related question: 
“Have you found that top pur- 
chasing people are _ generally 
equal in competence and ability 
to company executives having re- 
sponsibilities of similar impor- 
tance?” Again, the answers of 
consultants were almost equally 
divided between “yes” and “no.” 
It’s impossible to make general- 


izations, one consultant declared. 
“Some purchasing agents are 
clerical in their natures, unim- 
aginative in their approach 
and stultifying in their attitudes. 
Others are really competent mem- 
bers of the management team.” 

Said another: “Purchasing man- 
agers, on the average, certainly 
perform their purchasing work as 
well as, for example, as sales man- 
agers perform theirs. I think, 
however, that it’s only recently 
that purchasing executives, in 
general, have begun to think in 
terms of broader management.” 

The consultants’ generally high 
concept of the purchasing func- 
tion is borne out in their response 
to the question of whether a pur- 
chasing agent is most effective 
when he is buying or when he is 
managing. The overwhelming ma- 
jority said he should primarily 
concern himself with managing 
his department. 


Not Anti-Purchasing 


The survey was, as pointed out, 
necessarily brief and somewhat 
inconclusive. The results, do, how- 
ever help to put to rest any no- 
tions that management consult- 
ants are somehow out to down- 
grade purchasing. Their approach, 
the survey shows, is that of any 
management, inside or outside of 
a company: what does the func- 
tion and the people in it contrib- 
ute to the profits of the enter- 
prise? This attitude is summed 
up in the comments of one of the 
respondents: 

“My own experience in pur- 
chasing, both in industry and in 
consulting, has made clear to me 
the need for greater effectiveness 
on the part of purchasing execu- 
tives in orienting the efforts of 
their departments, and them- 
selves, toward established goals 
which would have profit-impact. 
This impact, naturally, will vary 
with the type of product, rela- 
tionship of purchased-material 
costs to total manufacturing costs, 
and similar factors. The place of 
purchasing will also vary with 
such considerations. 

“Tt is only through imaginative 
approach and profit-making re- 
sults that there will he an up- 
grading in the position of pur- 
chasing and in the type of per- 
sonnel it will attract.” B& END 
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Is ‘This 


Wrs THE Christmas season 
at hand, purchasing agents again 
find themselves facing the difficult 
gift problem. Once again the jokes 
are going around the office about 
how many TV sets and deep 
freezers the P.A. has been receiv- 
ing at home. Naturally, as it does 
every year at this time, the prob- 
lem of business gifts, payola and 
ethics in general comes under 
closer scrutiny than ever. And 
purchasing, of course, gets more 
than a fair share of the raised 
eyebrows whenever the topic 
comes up. 

Is the problem of payola in pur- 
chasing becoming worse? It’s dif- 
ficult to say. 

However, there are enough 
facts to indicate that a serious 
situation exists—the Chrysler 
case, for example, in which, 
among the many other develop- 
ments, a purchasing agent was 
handed his walking papers. 

Less spectacular, but equally 
damaging, are some of the every- 
day practices of bribery in in- 
dustry. One company provides 
free trips for purchasing agents 
to vacation areas. The vendors 
merchandise is exhibited and or- 
ders are solicited from the guests. 

Then there’s the gift problem 
which becomes particularly net- 
tling around Christmas. Com- 
panies like Brown and Bigelow 
sell millions of dollars worth of 
gifts each year to business firms. 
Most of these gifts are designed 
specifically as presents for the 
people (the customers) who do 
the buying. 
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the Season for Ethics? 


By Richard A. Johnson, 

Associate Professor of Production, Policy and Personnel, 
University of Washington, 

College of Business Administration 


Entertainment is another form 
of “gift giving.” In 1957, Dean 
Ammer, executive editor of Pur- 
CHASING Magazine, surveyed a 
large number of purchasing 
agents on the gift-entertainment 
problem. Over 50% of those ques- 
tioned answered “yes” when 
asked, “If you were a manufac- 
turer’s representative, would you 
think it worthwhile to spend part 
of your sales commissions on en- 
tertainment and gifts for PA’s?” 
More than 25% stated a first-hand 
knowledge of cases where a sup- 
plier got preferential treatment 
because of gratuities. 


Gifts: A Fringe Benefit? 


Another survey of purchasing 
agents and buyers in the North- 
west revealed cases of bribery in 
a majority of the companies sam- 
pled. The attitude of many of the 
buyers was startling. One buyer 
stated that his company’s “no- 
gift” policy was not realistic, not 
fair, and he said he had no in- 
tention of complying. Another 
buyer said: “Any gift, regardless 
of size, may be accepted without 
violating purchasing ethics as 
long as it is accepted after the 
purchase has been made.” A third 
buyer said he regarded gifts from 
vendors as a fringe benefit of his 
job. 

Examples of bribery of this 
type can be uncovered almest at 
random. The management of any 
company which insists that pay- 
ola in one form or another is not 
a problem is either exceptionally 
fortunate or exceptionally naive. 


Bribery in purchasing is costing 
business firms millions of dollars 
a year, and it’s undermining the 
ethics of both management and 
employees. 

Why does payola exist? Pri- 
marily for these reasons: 


(1) “Payola” is given to secure 
a competitive advantage. There is 
a tendency for vendors to rely on 
payola when the products of all 
the firms in the industry are 
homogeneous, when open price 
competition is not acceptable, or 
when the vendor cannot compete 
with other firms on the basis of 
product, price, or service. 

The service a salesman gives is 
an important part of any pur- 
chase. Every salesman works to 
get his customers indebted to him 
by doing something extra. This 
something extra should be serv- 
ice, but service involves work. 
Many salesmen would rather find 
an easier way to induce a cus- 
tomer to buy. 


(2) Payola is a common prac- 
tice. Many firms offer their cus- 
tomers gifts just because it is 
customary. They may not approve 
of the idea, but they are afraid 
not to give gifts when their com- 
petition does. 


(3) Many companies want to 
show their appreciation. Some 
companies give small gifts to their 
customers as a token of apprecia- 
tion for a pleasant business re- 
lationship. There is little, if any, 

(Please turn to page 160) 
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ls Your Dealer Responsible 


for Defects? 


AFTER a customer had 
length of rope from 
Mexico dealer he sued for 
The rope, he said, was 


tive. While holding up a 


nspection 
potn 


1¢ 


h 


t had broken, causing a 
to fall to the ground. 
the three strands, the pur- 
claimed, was practically 
ed in two, although the de- 
not apparent from cas- 
ispection. 
rope was equally open to 
and examination 
parties,” said the court in 
the purchaser a recov- 
Since no warranty was de- 
d of the dealer no liability 
There is no claim that the 


aser made known expressly 


implication, the particular 
e for which the rope was 


The courts have consistently stated that a dealer is 
not liable for manufacturing defects in the goods 
he sells, provided he is ignorant of such defects and 
has assumed no actual warranty. 


By Albert Woodruff Gray, 


Legal Editor 


to be used or that he relied upon 
the dealer’s skill or judgment. 

“In the absence of an implied 
warranty, and we hold that none 
existed under the facts of this 
case, the extension of the war- 
ranty whose benefit this injured 
man so much seeks, lies within 
the gift of the legislature—not 
the courts.” 

As authority for its conclusion 
that the dealer was not liable, the 
court referred to a case decided 
in Maine many years ago. It con- 
cerned a folding bed which, due 
to defective construction col- 
lapsed from the weight of the 
occupant. 

In that decision the court re- 
fused to hold the furniture dealer 
responsible. It said, “The mechan- 
ism of this bed could be ob- 


served by the purchaser as well 
as by the seller. Neither, unless 
skilled in mechanics, would be 
likely to discover the dangers of 
it unaided by any object lesson. 

“In the sale of chattels without 
express warranty and without 
fraud, the rule that the buyer 
must beware applies and there 
is no implied warranty. The sale 
of this bed was with full oppor- 
tunity of inspection. It was shown 
to the purchaser and the terms 
of the sale were put in writing. 
The customer therefore took no- 
implied warranty or an equiva- 
lent right unless facts were con- 
cealed from her that made the 
transaction fraudulent. 

“No concealment is shown. It 
does not appear that the dealer 
knew of the dangerous contriv- 


PURCHASING 





ance that operated the bed. There 
is no phase of the case as pre- 
sented, that can cast any liability 
upon the dealer.” 

The New Mexico court also re- 
ferred to a case which involved 
injuries suffered by a customer 
when a jar purchased at a self- 
service store had broken in her 
efforts at opening it. 


What About Hidden Defects? 


During the action brought by 
the customer against the dealer 
the federal court made a distinc- 
tion between those cases in which 
a dealer may be held liable for 
defects in merchandise manufac- 
tured by others, and those in 
which that old law still holds— 
that the buyer must beware. 

“Indeed,” said the court, “in 
what sense can the consumer be 
said to rely upon the retail deal- 
er as to the freedom from hidden 
defects of the many products he 
sells? No reasonable person today 
assumes that the supermarket 
operator knows anything more 
about the hidden contents of 
goods concealed in containers 
than the consumer knows him- 
self. 

“Surely he does not believe 
that the operator could do more 
than make a cursory inspection 
of the article. Certainly the pur- 
chaser in the case at bar, did not 
expect the dealer to make a mi- 
croscopic examination of the 
walls of the jar to determine their 
resistance to stress. If she relied 
on the judgment of the dealer at 
all, she could not have relied 
to a greater extent than to expect 
him to choose capable suppliers 
and to offer goods which a rea- 
sonable inspection showed to be 
safe.” 

The court went on to explain 
when a dealer is absolved of li- 
ability, and when the law implies 
a warranty or promise on the 
part of the dealer of the fitness 
of the merchandise and so under- 
writes the liability of the manu- 
facturer. 

“The distinction between the 
cases in which a warranty is im- 
plied and where it is not implied, 
is that in one case a person buys 
a distinct thing, an exact article, 
and gets the thing he bargained 
for. He cannot complain that it 
does not accomplish the purpose 
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"BUT YOU SAID 
May oe WOULD 


a 
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We 


“THAT JUST PROVES 
IM IGNORANT. 


“In sales of personal property in the absence of an express warranty, where 
the buyer has an opportunity to inspect the commodity and the seller is guilty 
of no fraud, and is neither the manufacturer nor the grower of the article he 
sells, the maxim that the buyer must beware applies.” 


for which he purchased it al- 
though he communicated that 
purpose to the seller. In such 
cases he takes his own risk as to 
the fitness of the thing for the 
intended purpose and no war- 
ranty is implied.” 

“The other case is where one 
buys an article to be used for a 
certain purpose and the seller 
undertakes to furnish him the 
article required. The distinction 
is between the manufacture and 
supply of an article to satisfy a 
required purpose and the manu- 
facture or supply of a specified, 
described and definite article. In 
one case there is an implied war- 
ranty, and in the other there is 
none.” 


Dealer Not Responsible 


Even the view that a dealer 
is responsible for defects in man- 
ufacture only when they occur 
in a article he supplies “for a 
special purpose,” has been much 
restricted in its application. A 
good example is a Kansas case 
involving defective oil well cas- 
ing, which the driller had pur- 
chased from a local supply firm. 
The purchaser’s intention to sink 
a 4,000 foot well was known to 
the supplier who was also aware 
of the difficulties in such an 
undertaking. He recommended 


5-3/16 in. 20-lb standard seamless 
casing as the most suitable. 

Four thousand feet of pipe 
were sold and delivered. Later 
the purchaser sued for a recov- 
ery of the price, contending that 
the pipe was of inferior quality 
and had parted in an attempt to 
run it. 

The federal court asserted that 
no liability rested on the dealer 
for this defective pipe. “The cas- 
ing purchased was bought of a 
dealer,” said the court, “not of a 
manufacturer who made it for a 
peculiar or special known pur- 
pose or use. The defects in the 
pipe were latent defects of which 
the dealer from the very nature 
of things, could know nothing 
more and was no more able to 
judge than were the purchasers. 

. . The purchaser had as full 
opportunity, if the same was not 
suitable for use, to reject and 
return it, not using the same, as 
had the dealer to judge of its 
strength and soundness. 

“In any event, although the 
dealer did know the particular 
use to which these drillers in- 
tended to put this casing there 
was no warranty on the part of 
the dealer, implied of fitness for 
use.” 

When the purchaser appealed, 
the federal appellate court sus- 
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the lower court. “No im- 
warranty that a machine, 
rr article is suitable to ac- 

complish a particular purpose or 
to do a specific work arises where 
the buyer purchases of the dealer 
described or definite 
tool or article, although 
the dealer knows the purpose or 
k which the purchaser in- 
tends to accomplish with it and 
assures him that it will effect it. 
The reason for this rule is 
conclusive and unanswerable. 
When a manufacturer or dealer 
agrees to make or furnish an ar- 
ticle that will accomplish a par- 
ticular purpose, the accomplish- 
nt of the purpose is the sub- 
stance of his undertaking and he 
is free to make or to supply any 
article that will do the work re- 
red. If he furnishes an article 
will accomplish this pur- 

se he performs his contract al- 
hough the article he supplies 
differ widely from that con- 
templated by the purchaser when 
he made the agreement to buy. 


pecific, 


macnine, 


Can't Get Purchase Price Back 


On the other hand, when the 
manufacturer or dealer contracts 
to make or to deliver a specific 

definitely described article, 
enable the purchaser to ac- 
complish a known purpose, the 
sssential part of this obligation 


‘YOU CAN'T. 
YOU SAW THE ™~, 
BED BEFORE 
YOU BOUGHT IT. 


tf 


is the delivery of the identical 
article described in the contract 
and the delivery of a different ar- 
ticle, although it may better ac- 
complish the desired result, is 
not a performance of his agree- 
ment and does not entitle him to 
recover the purchase price.” 


Solve Warranty Conflicts 


An important court decision, 
made over half a century ago, 
has become a chart for resolving 
similar warranty conflicts during 
the succeeding years. In a case 
involving a mining pump, claims 
for damages were made by the 
purchaser, not against the manu- 
facturer of the pump, but against 
an intermediate seller, as a coun- 
terclaim in an action brought by 
the seller for the price. 

In its decision the federal court 
held that where a manufacturer 
knows the materials and work- 
manship that go into the ma- 
chines he produces, the dealer 
who has no connection with their 
manufacture cannot be expected 
to have such knowledge. For this 
reason the law construes con- 
tracts of sale by manufacturers 
more strongly than those made 
by dealers. 

“It is not reasonable,” the court 
said “to suppose that a trader 
who is selling to a customer by 
description a machine of known 


"IM SUING YOU FOR 

LOSS OF SLEEP LOSS 

OF DIGNITY AND THE 
/ COST OF THE BED" 


a 


am 


4 
i 

















The manufacturer knows or ought to know the design, material, and work- 
manship of what he produces; the dealer who has no connection with their 
manufacture cannot be expected to have such knowledge.” 
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manufacture, which the latter se- 
lects and the former purchases or 
orders for him, would guarantee 
that the article purchased would 
do the work of similar machines 
as long as articles of that charac- 
ter ordinarily last. 

“Such an obligation is out of 
proportion to the consideration 
which the dealer obtains from 
the sale, out of the ordinary 
course of business, and it should 
not be imposed upon and en- 
forced against him unless it is 
clearly expressed in his contract 
or may be fairly implied from 
it.” 


Buyer Must Beware 


Nearly a century ago the U. S. 
Supreme Court summarized the 
rule that has since become a part 
of the fundamental law of pur- 
chases and sales. 

“No principle of the common 
law,” said that court in this fa- 
mous decision, “has been better 
established or more often af- 
firmed, both in this country and 
in England, than that in sales of 
personal property in the absence 
of an express warranty, where a 
buyer has an opportunity to in- 
spect the commodity and the sell- 
er is guilty of no fraud, and is 
neither the manufacturer nor 
grower of the article he sells, the 
maxim that the buyer must be- 
ware, applies. 

“Such a rule requiring the pur- 
chaser to take care of his own 
interests has been found best 
adapted to the wants of trade in 
the business transactions of life. 
And there is no hardship in it 
because if the purchaser distrusts 
his judgment he can require of 
the seller a warranty that the 
quality or condition of the goods 
he desires to buy corresponds 
with the sample exhibited. 


It's the Buyer's Risk 


“If he is satisfied without a 
warranty and can inspect and de- 
clines to do it, he takes upon him- 
self the risk that the article is 
merchantable. And he cannot re- 
lieve himself and charge the sell- 
er on the ground that the exami- 
nation will occupy time and is 
attended with labor and incon- 
venience. If it is practicable, no 
matter how inconvenient, the 
rule applies.” PEND 
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Power-packed Pan Am Cargo schedule gives 
you more speed, more flights, more door-to- 
door service than any other overseas air 

Cargo carrier... and at new /ow rates, too @ 


YOULL 
a bh 
‘ss 





Get a taste of this service. You'll like it! For time is just one thing you save when you order shipments by Pan Am Clipper.* 


You save paper work, red tape, expensive crating charges, warehousing charges, inventory costs. And as for price—in 
addition to Pan Am’s traditionally low rates to Latin America, transatlantic rates have just been cut up to 45%, transpacific 
rates were recently cut as much as 53%. Today in more and more cases it costs less to ship by Pan Am than the total for 
surface transportation. 

No wonder more companies now look to Pan Am as their regular 

means of overseas supply. Pan Am offers more: MORE PLANES (including 

more Jets) * MORE SPACE (new DC-7F’s carry up 

to 15 tons of cargo) « MORE SPEED + MORE FLIGHTS 

¢ MORE ARRIVAL AND DEPARTURE POINTS 

IN THE U.S. * MORE SERVICE. 

Your company deserves these advantages on 

both import and export shipments. Call 

your cargo agent, freight forwarder or Pan Am 

office. Get your product aboard today—abroad tomorrow! 
via the WORLD'S MOST EXPERIENCED AIRLINE 
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Vendors Develop New 


Packaging Ideas 


aN 


Suspension system developed 

by Herculite Protective Fab- 

rics, Newark, N.J., combines 

stely surrounded by Contour-Foam, exceptional strength of vinyl 

ts are safe from shock and tem- and nylon to isolate fragile 

fluctuations. Resilient foam can be — components from shock. Sup- 

fit delicate instruments and as- ported by fabric strips whose 

ind it is re-usable. Air-O-Plastik tear strength exceeds 100 Ibs 

Union City, N.J., provides three- in both directions, the object 

al die cutting of foams without practically floats within the 
tional mold costs. container. 


The modern answer to excelsior and 
shredded paper: resilient paper tubes, 
% in. long by % in. diameter, are 
poured around object in container. 


als provide long-term protection for miniature precision bearings Tubes are dustfree and re-usable, and 


New Hampshire Ball Bearings, Inc., Peterborough, N.H. Close fit will not shrink or collapse from heat 

vial and bearings minimizes any movement which could cause and humidity; a resin coating prevents 

plastic buffers fill in the empty space. Caps are acetone-bonded to slippage. Made by Safe-T Flo-Pak, 
brication seepage or contamination. Redwood City, Calif. 

For More Facts About Ad 

on Facing Page Write in No. 207> 
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GENERAL ELECTRIC 
Offers a Be picte] ine of 


ADJUST. \BLE- SPEE y) 
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TO MEET EVERY APPLICATION REQUIREMENT 
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OPERATES FROM 
AC POWER SOURCE 


SPEED 
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2 to 6000 Up to 200:1 


Constant HP 
Constant 
Torque 


Or Both 
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A Great Opportunity 





Modern, a-c mechan 


Gear Motor & Trans 


Dept Paterson, N; J 
Write for B > 
GEA-6806*. 


Tt Pat Pending 
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New el re] 
provides smooth man- 
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control. Produced by 


mission Components 
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KINAMATI¢ 
Speed ariator 


Industry's most versatile electric 
drive. 1—500-hp. Features Kina- 
matic motor-generator conversion 
Speed range up to 200:1. Precise 
regulation Regeneration Wide 
variety of power unit, motor and 
control modifications available 
Write for Bulletin GEA-6643* 
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§ High quality electronic drive 

; %-10-hp. Wide speed range 

3 Small, lightweight. General Purpose 

F and High Performance types. Write 

" for Bulletin GEA-7018 and GEA:7019* 
lege 


Industry’s 
most complete line 


packaged drives 


me rformance level, 


every price range 
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General Electric adjustable-speed drives are available for 
every performance level, every price range to help you boost 
output, improve quality, increase machine flexibility, reduce 
installation costs, cut your maintenance budget, add substantial 
profits to your business. 


To make possible these advantages, your General Electric 
sales engineer is backed by an experienced team of adjustable- 
speed drive specialists—men who work constantly to help 
you get more out of your machines. 


They offer an unbiased, analytical evaluation of your require- 
ments—recommend the adjustable-speed drive that meets the 
demands of your application most completely and economically. 


GENERAL @@ ELECTRIC 








to Modernize for Increased Profits 
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| 3 7 
GIS INGA ES : 
| SPEED VARIATOR 


Outstanding packaged drive value. 
Compact, versatile eddy current 
coupling. °3-100-hp. Stepless oa f 
speeds 12:1 t8'17:1. 2% speed 





A ee 
regulation. For complete informa- 
tion write for Bulletin GEA-6885* ‘ > 
os 
mec = 
—— 


Power amplistat conversion features hermetically 
sealed silicon rectifiers. |—200-hp. Speed ranges 
to 200:1. Lightweight, quiet and vibrationless 
Field proven. Write for Bulletin GEA-7012* 





: aa * Write to Section 821-4, General Electric 
At os | Company, Schenectady 5, New York. 
: — In Canada, write Canadian General Electric, 


Peterborough, Ontario 


++ Trademark of General Electric Company. 


SERVICE 





In product research, G.E. | General Electric industry and appli- | Skilled G-E workers, modern pro-| G.E.’s service network 
invests more than three | cation specialists, familiar with your | duction facilities, standardized com- | offers three-way ‘round- 
times the industry aver- | production process, assure proper | ponents and latest testing methods | the-clock’ assistance: start- 
age. You benefit from the | selection and design of G-E adjust- | combine to give you high-quality,| up service, productive 
most modern features in | able-speed drives to meet your | adjustable-speed drive equipment, | maintenance assistance and 
your G-E drive. specific application requirements. | shorter delivery time, lower prices. | complete repair service. 
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h outlines G.E.’s complete line of modern 
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ize for profits. Ask for Bulletin GEA-6999*. 
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An example of Avisco Rayons in Industry 











Why does Avisco rayon 
win the absorbency race every time ? 


Two balls of different surgical fibers are dropped in water 
at the same time. One of them, made of Avisco rayon, 
sinks first every time. Why ? Because it ‘wets out”’ faster. 
Avisco rayon not only absorbs more fluids faster, but 
it has many other advantages which commend it to the 
medical and hygienic supplier. Avisco rayon is practically 
lint-free, has a minimum of short fibers to pull out on 
swabbing. Being man-made, Avisco rayon has all the 
characteristics desirable for the ideal surgical fiber. It is 
clean with no trace of foreign particles. It does not lose 
absorbency on the shelf. And rayon is static-free, the only 
man-made fiber permitted for operating room use by 
NFPA Code for Use of Flammable Anesthetics #56. 
Avisco rayon is outstanding in the medical-hygienic field. 
For information, send in the Quick Reply Coupon at right. 


QUICK REPLY COUPON 


Industrial Merchandising Division 
American Viscose Corporation 
350 Fifth Avenue, New York 1, N.Y. 


Please contact me about Avisco Rayons for use in the 
following application: 


Name 
Company 
Address 


Zone State 


_——— ro 


AVISCO — RAYON 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N. Y. 
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FROM WESTINGHOUSE 


Mr. Westinghouse and MagnaFlow Drives 
Bring Simple Solution to Speed Control 
Problems, Save Money and Space, Too! 


Westinghouse MagnaFlow* electromagnetic drives—air or liquid cooled—pro- 
vide infinitely adjustable speeds from standstill to top speed with regulation 
guaranteed at +2% of top speed over a 17-to-1 speed range (even closer regu- 
lation when desired). Control is smooth and stepless. 

These compact drives, having a minimum number of parts, are built for rough, 
trouble-free service. The unique electromagnetic coupling maintains adjustable 
output speed without the use of pulleys, belts, brushes, commutators, slip rings 
or rotating windings. A rugged Life-Line® “‘A”’ motor supplies reliable a-c drive 
power. No power converting equipment needed—only a small, static exciter 
and an operator’s control station. Initial cost is low; installation—easy and 
inexpensive. 

Your Man from Westinghouse is ready now to help you apply MagnaFlow 
drives . .. and any other drives you may need. Call him... . or write for a copy 
of Westinghouse MagnaFlow Electromagnetic Drives (B-7875), Westinghouse 
Electric Corporation, P.O. Box 868, Pittsburgh 30, Pennsylvania. You can be 
sure ... if it’s Westinghouse. J-22162 


*Trade-Mark 


MagnaFlow drives—air cooled (foreground ) and liquid cooled—are available in various 
horsepower ratings for winders, conveyors, fans, pumps, extruders and other ma- 
chinery in all industries. 


Westinghouse 
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ELPA? 


3,000 & 4,000 Ib. 
LOFT eF-Te ta 

Electric 

Fork 

Truck 


Model F-45T 

= 3,000 or 
4,000 Ib. cap. with 
48" long load 


7 ,: 


PRICED TO FIT 
ANY BUDGET 


n F-45T is priced competitively 
rs the ultimate in quality that’s 
val with all Evpar electric trucks. 

ese advantages: 

e Fast Travel and Lift 

e Compact and Maneuverable 
e Tough and Dependable 

e Outstanding Safety 


; economical. The F-45T operates 
ly pennies per day and is designed 
t, easy maintenance, 


VAILABLE FOR FAST DELIVERY 


= 


Write for your / 
F.45T catalog today! / 


ELECTRIC TRUCKS | 
—! 


The ELWELL-PARKER 
Electric Company 
t. Clair Avenue + Cleveland 3, Ohio 
xada: Industrial Equipment Co., Ltd. 
For More Facts Write No. 210 
on Information Card—Pege 32 
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Vinyl Markers Identify 
Large Cables and Wires 


Self-sticking non-conductive 
vinyl plastic cable markers sim- 
plify the identification of large 
cables, power supply lines and 
heavy duty wiring harnesses. 
Elasticity of the % x 3-% in. 
markers permits them to be 
stretched around group of wires. 
Each marker is printed continu- 
ously with bold, easy-to-read 
black on white numeral or letter 
for full, round-the-cable identifi- 
cation. They resist moisture, dirt, 
abrasion, oil, grease, acid and 
solvents. W. H. Brady Co., Dept. 
594, 727 W. Glendale Ave., Mil- 
waukee 9, Wisc. 

Write No. 18 on Information Card—Page 32 


Removable-Cores Make 
Lock Changes Easy 


A removable-core lock cylinder 
makes it possible for the pin- 
tumbler lock mechanism to be in- 
stantly removed for rekeying, re- 
placement, or shifting from one 
door-lock to another. Core is re- 
moved simply by inserting a spe- 
cial control key supplied with the 
cylinder for this purpose. Units 


can be used in any mortise lock, 
rim lock, or panic exit device. 
Yale Lock and Hardware Div., 
Yale & Towne Mfg. Co., 11 S. 
Broadway, White Plains, N. Y. 
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Sensing Device Detects 
Oversize Workpieces 








MICHIGAN# TOOL 
CUTTER PRPTECTOR 


e Vag 


An electrical sensing device 
prevents damage resulting from 
oversize workpieces in automatic 
as well as standard machine tools. 
Attachment permits setting one 
pointer on a meter to the maxi- 
mum load allowed by the setup. 
A second pointer indicates the ac- 
tual load. If the load equals or is 
greater than the pre-set limit, de- 
vice automatically interrupts the 
operation by retracting the tool 
from the work, stopping the ma- 
chine cycle. Michigan Tool Co., 
7171 E. McNichols Rd., Detroit 12, 
Mich. 
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_ Nickel Plating Process 
' Cuts Operating Costs 


An advanced process for elec- 
troplating a coating of sulfur-free, 
semi-bright nickel on metal sur- 
faces offers unusual gains in op- 
erating costs and _ uniformity. 
Process involves simultaneous ad- 
dition to electroplating bath of 
two additional agents. It features 
extreme simplicity, consistent uni- 
formity, ease of control and eco- 
nomical use of continuous filtra- 
tion with activated carbon. Harm- 
ful breakdown products with con- 
sequent high rejection rate are 
eliminated. Process is especially 
adaptable to buffing and scratch 
brushing operations. The Udylite 
Corp., Detroit 11, Mich. 
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St. Joe Paper Company “ 
found out in the case of the GEORGE ASHLEY 


Southern Service Engineer 


PAPER CLAMP EMERGENCY 


It happened on a Saturday night, at the Houston Container plant of the 
St. Joe Paper Co. The roll paper clamps on two ELPAR trucks refused to 
function and there would be twenty cars of paper to unload first thing 
Monday morning. This paper was needed to produce containers used 
by Texas manufacturers. 


St. Joe maintenance men, unable to find the trouble, put in an emergency 
call for ELPAR service engineer, George Ashley. He made a quick trip to 
the plant on Sunday morning. Within minutes he found the plungers on 
two hydraulic control valves were “frozen”. A quick repair job and the trucks 
were in first class condition, ready to unload paper right on schedule Monday 


morning. As always, there was no charge for this emergency service. The ELW E LL- PAR K t a 


Years ago, Elwell-Parker found out that a customer in trouble needs help im- EI t . Cc 
mediately. That is why a nationwide service organization is setup. It gives fast, ectric LO mpany 
effective consultation on all kinds of maintenance and operating problems. 4035 ST. CLAIR AVENUE 
This exclusive ELPAR service is just one more example of the extra values CLEVELAND 3. ONO 
ELPAR users enjoy. Write for a complete ELPAR truck catalog today. in Canada: 

International Equipment Company, Ltd. 


Leading producer of electric powered fork, platform and crane trucks 
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aco Lubrication Engineer 


Purchasing Agent 


The Purchasing Agent 
tells plant management about 
Texaco’s “Stop Loss” program 


HOW IT CAN HELP THEM CUT PLANT-WIDE MAINTENANCE COSTS UP TO AS MUCH AS 15% 
HOW IT ALSO HELPS CUT LUBRICANT BUYING COSTS UP TO AS MUCH AS 80% 


the number of lubricants needed — perhaps by 
h as 50% . Consolidate buying. Cut paperwork. 
e better inventory control. 


How? Through Texaco’s “Stop Loss” Program. It’s 
cally designed to modernize your plant’s lubri- 
m practices. Bring those practices in line with 


today’s efficient production and marketing procedures. 


Hundreds of purchasing men have used this Program 
to reduce lubricant buying costs drastically while 
achieving simpler, more efficient lubrication systems 
for their firms. 


The Program is complete, and particularly adaptable 


PURCHASING 











Production Superintendent Maintenance Foreman 


to Purchasing’s point-of-view. Included are informa- 
tive movies, coordinated booklets — even a record 
system that takes the guesswork out of lubrication 
scheduling. 

Investigate the possibilities of initiating a “Stop Loss” 
Program for your firm. For a dramatic demonstration 
of how this program can cut costs, see Texaco’s new 
full-color-and-sound movie, “Stop Loss Through 
Organized Lubrication.” To arrange for an early show- 
ing at your plant, fill in and mail the attached coupon 
today. 

TUNE IN: Texaco Huntley-Brinkley Report, Mon. through Fri.-NBC-TV 


TEXACO 


Throughout the United States 
Canada « Latin America « West Africa 


MAKE YOUR RESERVATION NOW! 


TEXACO INC., Dept. P-13 
135 East 42nd Street 
New York 17, New York 


| would like to see “Stop Loss Through Organized 
Lubrication.” Please call to arrange a showing in 
my plant. 


Name 





Firm 





Address 








LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 
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Products 


Retracting Cord Reel 
Works Without Brushes 


ent development in re- 
ble cord and reels elimi- 
ll brushes or other friction 
Each conductor is con- 

s from end to end, and the 
of conductors is limited 
the allowable diameter 

e cable. Unit pictured is 4-2 
x 3-% in. and carries a 


seven conductor cable which is 
0.165 in. in diameter. Cables with 
more or less conductors can be 
supplied. Morey Corp., 2014 N. 
Major Ave., Chicago 39, Ill. 
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Nylon Drill Stresses 
Safety and Strength 


A shockproof double-insulated 
Y% in. drill with insulated chuck 
is safe, strong and saves weight. 
Motor is surge-tested at ultra 
high voltages to make sure there 
are no flaws in internal construc- 





Hundreds of Industrial tears 


for the NEW 
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WARNOCK STRAP WRENCH 


Stop di A 





ge, speed up 





the handling of polished or odd- 
shaped parts with this newly-de- 
signed Warnock Strap Wrench 


Many uses, as turning small handwheels, knurled handles, hex nuts, 
highly polished pipe. 

A\lso efficient for calibration of electronic and optical devices; delicate 
adjustment of precision machine parts; assembly of fragile units. 

New handle is more comfortable, speeds work. 

Curved nose prevents crushing of soft materials. 

Strap of strong woven fabric is reversible for longer use. 

New and simplified design permits high Warnock quality 

at reasonable price. 


FREE BOOKLET 


LOWELL WRENCH CO. 


74 TEMPLE STREET WORCESTER 4, MASSACHUSETTS 
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tion. Double protection is pro- 
vided by insulated chuck spindle 
and by extra-strength Nylon 
housing, which reduces weight 
by 20%. Drill also serves as pow- 
er unit for complete 14 tool work- 
shop with motor rated at full 2.7 
amps. Millers Falls Co., Green- 
field, Mass. 
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Flattener Eliminates 
Hand Straightening 


A flattener for stamped parts 
straightens rapidly and automat- 
ically, eliminating need for hand 
straightening operations. Machine 
achieves great uniformity of out- 
put, consistently maintaining fin- 
ished dimensions within .002-.003 
of dead flatness. Unit will handle 
a wide variety of flat stamped 
parts, which can be fed by hand 
or automatically. Most models are 
compact enough to sit on a desk 
top. Voss Engineering Co., 7301 
Penn Ave., Pittsburgh 8, Pa. 
Write No. 24 on Information Card—Page 32 


Nickel-Cadmium Battery 
Provides Extra Power 


Nickel-cadmium batteries pro- 
vide a superior power source in 
special industrial applications for 
starting engines to generate emer- 

(Please turn to page 109) 
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MSA backs up its label with: 
selection—quality—research—experience 





Mine Safety Appliances Company * Pittsburgh 8, Pennsylvania 
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see 4 among the hundreds on the world’s largest staff of aluminum fabricating specialists... 


IS HOGLUND —Welding 
-ars ago, Gus Hoglund gathered a dozen skeptics 
r of flux, a torch and some bits of aluminum. He 
ng trail for the man who now brazes 350 percolator 
hour ... and for the company that will crack a new 
ith welded aluminum cans, churned out at 500 a 


hen doubting Thomases granted you could weld 

, they had to be taught how to do it. Gus Hoglund 

Process Development crew gave lessons by the thou- 

ind their work between classes with alloys and tech- 

s led to the development of welded aluminum struc- 
times as strong as the best of the past. 


WALT SICHA— Castings 
If the fathers of today’s foundrymen had looked at the blue- 
prints for this aluminum impeller, they’d have said, “Impos- 
sible!” Neither alloys nor casting techniques of a generation 
ago could satisfy production demands of such intricate shapes. 
Then along came inquisitive researcher Walt Sicha. Over 
the years Walt and his staff of 70 found about two dozen alloys 
that make today’s casting possible. What’s more, Walt says 
that if none of these fits your requirements, give him and his 
specialists some time and they’ll find another that does. Because 
these men played pioneer roles in casting aluminum by every 
known method—sand, die, plaster and permanent mold—their 
counsel carries the stamp of authority and reliability. 


WHICH OF THESE MEN CAN LEND YOU A HAND? 


casting, forging, impacting . . . Alcoa fabricates 
m by almost every metal-working technique. Hundreds 
ke Hoglund, Sicha, Ziegler and Gauthier can, there- 
-ompletely objective in recommending the method 
propriate to your needs. Help like this is unique in 


the aluminum industry and it means there’s more than just 16 

ounces of metal in every pound of Alcoa® Aluminum you buy. 

You’re well on the way to realizing this added value when 

you call your local Alcoa sales office. Aluminum Company of , 
America, 2017-M Alcoa Building, Pittsburgh 19, Pa. 
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MARK ZIEGLER — Impacts 

The modern impact is a far cry from the simple forms Alcoa 
introduced back in 1920. Today you can slip an aluminum 
slug into an impact press, trip the hammer, and quick as a 
wink bang out a ribbed flashlight case, gleaming coffee maker 
or sleek missile body. 

With more than 20 years’ experience in this major metal- 
working technique, technical manager Mark Ziegler can help 
your engineers design impacts that equal far costlier machined 
pieces in detail, strength, finish and tolerances. The state of 
the art is such, Mark will tell you, that today’s impacts can be 
round, rectangular or polygonal in form, and as small as a 
thimble or a foot in diameter and four feet long. 











pgs teers 


TOM GAUTHIER — Forgings 

When Tom Gauthier probes the innards of a forging with 2%, 
10 or 25 million sound waves per second, no flaw can remain 
undiscovered. His ultrasonic inspection is our customers’ in- 
surance against any imperfection that might turn up to ruin 
heavy investments in machining. 

Chief metallurgist at Alcoa’s Cleveland Works, Tom will go 
to any length to check the integrity of a forging. The piece he 
is shown with, for example, is a cross section of an aluminum 
aircraft wheel. The curious zebra stripes were produced as 
part of a study of grain flow. To Tom's trained eye they tell 
whether the tough aluminum grain will provide a wide margin 
of safety under shock loads and cyclic fatigue. . 


ALCOA ALUMINUM 


HELPS YOU DESIGN IT, MAKE 


iT, SELL IT 
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FORGED STEEL 
FITTINGS, FLANGES Vogt 90° EUs | |_| 


3000 POUNDS SERVICE SCH. 80 \__ 

















oo ££ baiane Catalog No. 8237 
and UNIONS 


Complete product iden- 
\ tification and data on 


label attached to carton. 
Sy 





“4d Vy Handling and inventory costs are 
’ held to a minimum with Vogt 
modular packaged forged steel 

M rMaaay:| L fittings, flanges, and unions. The 
. small cartons, of restricted weight, 

are appreciated by the distributor 


A vd DLI NG and user alike for their easy 


Papen and the protection given 


the products against damage. 
ECONOMY poe 


The label attached to each carton 
completely describes and pictures 


1 Easy Inventory the product and gives the quan- 
Re mngace tity, size, end type, pressure, and 
Identification catalog number. 


Vogt modular designed cartons 2 Eas Handlin Write for Folder PF-1 for com- 
give added handling and storage J e plete data on quantities and 


space economies. All dimensions 3 Protection Against weights of the items as packaged 
are in multiples of 3 inches. Damage in various sizes of cartons. 


Address Dept. 24A-FPM 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 Louisville 1, Ky. 


New York, Chicoge, Cleveland, Dallas, Comden, N.J., 
SALES OFFICES St. Levis, Chorleston, W.Vo., Cincinnoti 
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gency power, emergency com- 
munications, emergency lighting 
systems and the like. Batteries are 
particularly useful for such appli- 
cations where power demands 
are extremely intermittent; where 
batteries must retain capability 
of high rates of discharge despite 
long periods of idleness, partial 
dischar.e or advanced age; where 
minimum, infrequent mainte- 
nance and service are possible. 
Nickel-cadmium batteries come 
in 22 electrical sizes. Exide Ind. 
Div., The Electric Storage Bat- 
tery Co., Rising Sun and Adams 
Ave., Philadelphia 20, Pa. 

Write No. 25 on Information Card—Page 32 


Powerful Plunger Pumps 
Feature Unique Design 


Quadruplex plunger pumps fea- 
ture unique suction and packing 
design. Lower valves are placed 
so fluid being pumped never stops 
or changes flow direction. Non- 
adjustable packing with rigid met- 
al body holding the lip of the 
packing in place is designed so 
packing cannot flow. Power frame 
of one-piece cast construction with 
heavy cross bracing gives maxi- 
mum rigidity and strength. Crank- 
shaft assembly permits two extra 
bearings, giving shorter bearing 
spans and reducing possibility of 
shaft distortion, bearing and gear 
failures. V-type construction gives 
compactness and reduced weight 
without sacrificing rigidity. Barry 
Pump Co., P. O. Box 2238, Tulsa, 
Okla. 
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THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON A BRUSH 


When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-60, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 


Metal Finishing Machines . . . and Finishing Methods 
Power, Paint and Maintenance Brushes « Foundry Production Machinery 
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ONE OF A SERIES DEPICTING MARKET AREAS SERVED BY INLAND ®ART BY NICKOLAS SIDJAKOV 


INLAND 
STEEL 


Gateway to the 
great northwest, 
the Twin Cities 
form an enor- 
mous distribu- 
tion center— 
shipping the 


Vast is this territory, 
covering all 
of Minnesota, 
North Dakota 

and the north- 
ern half of 
South Dakota. 





products of its 
industries over 
thousands of 
square miles. 
And here, Inland 
serves— furnishing the steels from 

which Minnesota’s thriving industries produce 
air conditioners, vacuum cleaners, refrigerators, 
cranes, derricks — bridges, railway cars, farm 
cultivators, bins, batteries of all-steel silos, struc- 
tures for an expanding petrochemical industry 
—millions of cans for this fertile land’s great 
food-packing industry—diverse products like 
corrugated metal culverts, electrical controls 
and equipment for Minnesota’s famous millers, 


Inland men, representatives of their company, 
make this land their home—love it for its lakes 
and forests—are proud of its heritage. Here, is 
the source of the Mississippi, Father of Waters. 
Here, is the famous Mayo Clinic. Here, are the 
Mesabi iron mines and the great ore shipping 
port of Duluth. This is the land of Paul Bunyan 
and of Sinclair Lewis and of the Minneapolis 
Symphony Orchestra. And from this land comes 
Scotch Tape, Univac, sugar beets, canning corn, 
peas, potatoes, wheat to feed the world and mil- 
lions of Christmas trees to gladden the hearts 
of children all over America. 


A tremendous 

land, yet every- 

where Inland is a 

familiar name— 

welcomed as a good 

neighbor, respected 

for the quality of its 

products, unstinting 

metallurgical counsel, its dependable service, 

Here, Inland has grown as the area’s industries 

grew and expanded—sharing good times and bad 

—Jlearning through intimate experience as the 

men who built the plants and made the products 
grew in stature and in technical knowledge, 


Here, Inland has served for many decades—en- 
joying the confidence and friendship of north- 
west businessmen and civic leaders—and here 
Inland will continue to serve in all the years 
to come, 


INLAND STEEL COMPANY 


BO West Monroe Street Chicago 3, Mlinois 


Sales Offices: Chicago « Davenport « Detroit + Houston « 


Kansas City « 
Other Members of the Inland Family 

Joseph T. Ryerson & Son, Inc. 

Inland Steel Products Company 

Inland Steel Container Company* q > 
Inland Lime & Stone Company* 

* Division 


Indiznapolis 
Milwaukee « New York « St. Louis + St. Paul 


66 years of service to the Industrial Middle West 
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| WHEELS by Carborundum are most economical for carbide 
nding. Many in-plant tests conducted on the grinding of carbide tipped 
oved Carborundum Diamond Wheels superior to competitive wheels in 
grinding performance. The efficiency and savings indicated by the results 
re so outstanding that the details of many of them have been forwarded 
m distributors and salesmen for your reference. Ask the Carborundum 


—~ 


— 
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YOU GET FIVE NON SEPARABLE 7 v0 p~ 
IMPORTANT BENEFITS 
WHEN YOUR “SPECS” 


READ Hwa r 


SEPARABLE 
OUTER RACE 


SEPARABLF INNER RACE 








The fundamental difference in the service 
you get from one supplier or ancther can 
usually be tri:ced to people. 


HYATT has been fortunate to build an 
organization which contains the kind of 
people w ho make this difference apparent RELIABILITY. Hyatt’s Reliability Program 

embraces every phase of product devel- 


in the way that they make, sell and service opment . . . and that starts with nothing 
Soa . less than the highest-grade raw materials. 
Hyatt Bearings. , 


No one, for example, knows more about 

cylindrical bearings than Hyatt Sales Engi- 

neers. The experience and knowledge of 

these trained bearing specialists regularly 

save vital man-hours and dollars for cus- 

tomers in almost every kind of industry. PRICE. Hyatt’s advantages ft qual, 
0 


assembly practice and uniformity of prod- 
uct can often reduce over-all cost to you. 


You will appreciate their painstaking study 
of your individual problems of how best to 
apply a bearing. You will appreciate their 
conscientious study prior to every bearing 
recommendation they make. These factors 
are a dollar-saving “‘plus” for you when you 
need to replace or install new bearings. 
Some call it service. Hyatt calls it people. DELIVERY. Hyatt’s unsurpassed produc- 
You are urged to discover the difference in tion facilities deliver eo quantity 
: with maximum speed and economy. 
Hyatt people when you have a bearing 
problem. It’s yours for the asking. 














ENGINEERING. Hyatt’s engineering is 
backed by the extensive research and 
engineering facilities of General Motors. 


THE RECOGNIZED [ LEADER] IN CYLINDRICAL BEARINGS 


y, mN | Hiy-ROLL BEARINGS 
FOR MODERN INDUSTRY 


HYATT BEARINGS DIVISION, GENERAL MOTORS CORPORATION, HARRISON, N. J. 
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A reindeer bri Ags you Season’s Greetings 


+ 


when you write to 
SANTA CLAUS 


(specialist in world peace) 


Ww 
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A Field Engineer brings you profitable ideas 
when you write to LINCOLN 


(specialists in arc welding) 


RITING to Santa Claus is an exciting experience for the whole family. Eager 

faces... pencilled lists... crackling fire... and the air alive with expectancy. 
And then the long, almost unending wait until Christmas, when miraculously St. Nick 
generally delivers even a little more than was desired. This is why we have faith in 
him. That's the spirit of Christmas! 


Now, we don’t say our Field Engineers will arrive in sleighs filled with toys, but this 
we can guarantee: if you write a letter to LINCOLN, the Field Engineer who calls will 
be able to give you a good deal more help than you expected. Not only does he know 
welding products but also the best procedure to use on each job. He understands 
how to relate welding profitably to your total manufacturing operation. 


That’s why so many companies who have had faith in LINCOLN for over fifty years 
say, ‘‘It’s a good idea to do business with LINCOLN where arc welding is a specialty 
and cost reduction comes to you as a ‘plus’ at no charge.”’ 


Merry Christmas! 


THE LINCOLN ELECTRIC COMPANY 


Dept. 2960 Cleveland 17, Ohio 
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How to Sava Jime and Money 


by Gwing Every Buyor 
Hit Own Copy of PURCHASING 


As a person shouldered with the responsibility for buying wisely and 
well, you deserve to have your own personal copy of PURCHASING 
Magazine ... to read now... to save as a valuable “idea library.” 


Many practical suggestions in this very issue will be even more 
valuable to you next month or next year, when you are faced with the 
exact type of buying problem they are designed to solve. 

Reading your own copy of PURCHASING keeps you up to date 
on just about everything you need to know as a successful purchasing 


executive. Here are a few of the vital topics you find covered in this 
issue and every issue of the original PURCHASING Magazine .. . 


Purchasing Procedures . . . Inventory Control . . . Cost Reduction 
Value Analysis . . . Purchasing Research . . . Departmental Relationships 
Stores Operation . . . Materials and Products . . . Purchasing Equipment 

Packaging . . . Purchasing Policies . . . Traffic . . . Standardization 


How to Save 25% on New Subscriptions 


Our special group plan enables everybody in your department to have 
his own copy. PURCHASING is a real bargain at $4 a year — but 
you can save $1 apiece on additional subscriptions. 


Just list the names of everybody who should be getting the magazine 
ind, if you list 4 or more, we'll bill you only $3 apiece. Of course, 
each man must be active in purchasing . . . and not already a sub- 
scriber. 


== == = =< =—Mail This Form TODAY= — — — — 


Circulation Department, PURCHASING Magazine 
05 East 42nd Street, New York 17, N.Y. 


Send PURCHASING to the following people, and bill the company at the 
group rate of $3 a year for each. is comes to less than 12¢ per copy. 
(Less than 4 supscriptions billed at $4 each.) 


Address 


Send Invoice 


Company 


Attention of Mr. 














Products 





Epoxy Casting Powder 
Requires No Catalyst 


Vi 


, 


4 


An epoxy casting powder which 
is a single component resin re- 
quiring no catalyst addition offers 
a convenient method of encapsu- 
lating electrical and electronic 
components of varying sizes and 
shapes. Powder is simply lique- 
fied at 110 deg. C. Liquefied resin 
is then poured over part to be 
protected in a mold which has 
been lubricated and preheated to 
110 deg. C. A 12-hour oven cure 
at 125 deg. C then takes place. 
Semi-flexible, unfilled epoxy com- 
position has sufficient clarity to 
show the embedded part while 
guarding against severe mechan- 
ical and thermal shock. Marblette 
Corp., 37-31 Thirtieth St., Long 
Island City 1, N. Y. 
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Low-Cost Trailers 
Designed for Light Duty 


Two trailers of 1000 and 2000 
lb capacity are designed for 
trailer train operations requiring 

(Please turn to page 121) 
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you buy more 


than a product 


@ Service calls 

® Safety counselling by factory-trained MSA Sales Engineers 
@ Matching the right equipment to the right job 

® On-the-spot instruction on how to use MSA equipment 


@ Largest Research Laboratory anywhere devoted 
entirely to safety 





@ 3600 items to choose from...a complete line selection 


MINE SAFETY APPLIANCES COMPANY 
201 North Braddock Avenue 
Pittsburgh 8, Pennsylvania . 


At your service: 83 Branch Offices 
in the United States and Canada 








We mil © mae © 


t new Dewey & Almy latex plant, piping into storage tanks has plastic-lined Grinnell-Saunders Valves with neoprene diaphragms. 


At Dewey & Almy plant... 


Grinnell-Saunders Diaphragm Valves guard 
against plugging, corrosion, contamination 


Owensboro, Kentucky plant 
y and Almy Chemical Division, 
Grace & Co., makes polyvinyl 
emulsions and butadiene- 
co-polymers for adhesives, 
ratings, emulsion paints and 
products. 
co-polymers present several 
ucturing problems: build-up of 
tions that plug lines, high vis- 
that needs wide-open lines, easy 
ning by the air. 
ted to handle this tough job: 
l-Saunders Diaphragm Valves. 
e rugged valves have a diaphragm 
lifts high for streamline flow; 


seals tight for positive closure. Bonnet 
mechanism is completely isolated from 
material in the line by the diaphragm to 
prevent corrosion and contamination. 


What’s more, Grinnell-Saunders Dia- 
phragm Valves give smooth passage of 
material . . . eliminate trapping of 
solids, reduce frictional resistance. You 
can choose from a number of body, 
lining and diaphragm materials. 

Find out how Grinnell-Saunders 
Diaphragm Valves 
can help your in- —— = 
stallation. Write Gi SP). 
Grinnell Company, 


Providence 1, R. I. ~ OPEN 


Grinnell-Saunders Vaives with stainless 
steel bodies and teflon diaphragms were 
specified for the reflux lines of this co- 
polymer reactor. 


GRINNELL-SAUNDERS DIAPHRAGM VALVES 


For More Facts About Ad 
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NELL COMPANY, PROVIDENCE 1, R. I. 


FITTINGS * VALVES ° 
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* BRANCH WAREHOUSES AND DISTRIBUTORS FROM COAST TO COAST 
PIPE HANGERS * 


PREFABRICATED PIPING * 


UNIT HEATERS * 


PIPING SPECIALTIES 
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International Screw Company, Detroit, Michigan, 


manufactures a special weld stud fastener for one 


of the 1961 automobile models. The combination 
large head, deep collar and weld points required 
unusual flowability. 

This weld stud now is formed in an extreme 
double blow with no head or collar cracking. 
Keystone Cold Heading Wire fills the dies com- 
pletely giving sharp, clean edges... long die life 
and trouble-free production runs. Of this, W. C. 
Nelson, President of International Screw says, 
“Keystone Wire made heading this part possible.” 





r, “KEYSTONE WIRE 
‘made this part possible’’ 


_ at International screw Company 


ro J ye ee 


Here is another case where Keystone Cold 
Heading Wire and its flowability characteristics 
solved a difficult forming problem. May we sug- 
gest you, too, try Keystone Wire for difficult cold 
heading jobs, and for ordinary ones, too! 

A Keystone Wire Specialist will gladly discuss 
your wire forming problems with you and make 
recommendations. Call him at an early date and 
let him show you how Keystone Flowability can 
help you, too. 

Keystone Steel and Wire Company, Peoria, Illinois 


KEYSTONE 


WiReE FOR In OovusSs TRY 


MANUFACTURED AT PEORIA, ILLINOIS, U.S.A 


Fuller Compressors With Overhead Intercoolers 
Offer A New Dimension In Compactness 


Fuller Rotary Two-Stage Compressors equip- The Fuller rotary principle permits complete 
ped with Overhead Intercoolers fill the bill where freedom of reciprocating parts—valves, crank- 
space may be a problem. These compressors shafts, pistons—cutting the need for frequent 


produce from 30 to 3300 cfm, pressures to 125 Ib.  8€Fvicing and parts replacement. Minor main- 
See tenance is all the care indicated for years of 
gage and can be readily installed. " ca 
2 ? serviceability. 
These compact Rotary Compressors are vi- For full details on the maintenance-free 


bration-free, thereby eliminating the need for = economy and high performance of Fuller rotaries, 
involved and expensive foundations or structural write today for comprehensive, illustrated 


modi ; ; ad 2626 
modifications. Bulletin C-5A. _ 


Visit us at Booth 114 
Plant Maintenance Show 
January 23-26 


FULLER 
cCOmMPANY* 


SGEMERAL/ FULLER COMPANY kh | ” 
‘Ui 170 Bridge St., Catasauqua, Pa. ul @Ir 
Subsidiary of General American Transportation Corporation 


hens Offices in Principal Cities Throughout the World 


pioneers in harnessing AIR 
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lighter duty, less expensive units. 
Both have replaceable platforms 
of close grained hardwood, en- 
closed by round cornered, steel 
angle frames and braced beneath 
with full length steel angle. Stand- 
ard platform sizes are 30 x 48, 30 
x 60, 36 x 48 and 36 x 60 in., with 
other sizes available on order. 
1000 lb capacity model has 6 or 8 
in. demountable rubber tires; 2000 
lb capacity unit has 8 or 10 in. 
tires. Available with manual cou- 
plers or spring articulated auto- 
matic couplers, and with or with- 
out removable racks for sides and 
ends. Nutting Truck and Caster 
Co., 1201 W. Division St., Fari- 
bault, Minn. 
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Rain-tight Enclosure 
Protects Motor Controls 


Cleveland™ 
Container... 


*~1 ne 


Crescent Manufacturing Company of Seattle, DIAL-O-MATIC 
Washington, writes: “This has been a highly PLASTIC TOP 
successful package for us, and has moved tons 
of pepper through retail channels.” 


They refer to their package as a‘‘Hot Number.” 
We are sure this is not entirely because of the 
nature of the contents, but is largely due to the 
container’s beautiful waterproof foil wrapper, 
new patented plastic top, non-rusting bottom 
. , and sturdy fibre construction. A sparkling con- with just the 

pumps are provided with special tainer designed by Cleveland at a surprisingly flick of a finger! 
rain-tight enclosures. Control con- low unit cost. 
sists of fusible disconnect switch Write for 


or circuit breaker mounted in ‘ x . our NEW 
P : WHAT ABOUT A BETTER PACKAGE FOR YOUR PRODUCT? PACKAGING 
series with contactor. Enclosure 


3 : Our Engineering Department will gladly help you design BROCHURE. 
is separated into two compart- 


a fibre container that will glamorize your product 
ments, Upper section, which is THE 
not ventilated, houses the discon- 


nect switch and contactor. Over- EVE L Al D T i N FE cd 
loads are isolated in lower com- 

partment, which is adequately sete ane COMPANY Sales Offices: 
ventilated to prevent overheating | aies offices: 


and subsequent nuisance tripping | Cleveland 6201 BARBERTON AVE. + CLEVELAND 2, OHIO , Ne™ York City 


Washington, 0.C 

of overload relays. Controls come | Detroit Rochester, N. Y. 

in a variety of sizes and ratings Chicago ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS — west Hartfora, 
F ; Memphis 


The Arrow-Hart & Hegeman Dallas SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES Conn. 


Electric Co., 103 Hawthorn St., | Los Angeles 


> 
Abrasive 
Hartford 6, Conn. Plymouth, Wis. CLEVELAND CONTAINER CANADA, LIMITED Division 


J b NLL. Plants & Sales Off :y tt, Ont. - Sab ice: treal 
Write No. 29 on Information Card—Page 32 amesburg ants es Offices: Toronto & Prescott, On Sales Office: Montrea at Cleveland 


Motor controls designed to 
start, stop and protect electric 
motors on irrigation and deep well 
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new chairs for the office 
ecently introduced by 
Jamestown Corp., Corry, 
luded in the group are 
cutive adjustable swivel 
each with a matching ex- 
sidearm chair. The ex- 
chair can be individually 
n four separate ways to 
n to the size, contour, pos- 
id seating habits of any per- 
ey are available in a wide 
f upholstery materials and 
rs with colors in coordinat- 
gn 
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bookbinding technique for 
loose-leaf binders has been 

iced by Peterson Electronic 

Die Company, Inc., Mirteola, Long 
Island, N. Y. Specially-designed 
nstructed machinery turns 

lds the outer Vinyl cover- 

heet over the edge of the 
filler board.The machinery 
lectronically seals the outer 


layer to the inside Vinyl cover 
sheet. Since Vinyl cannot be 
glued onto a book cover or to 
itself, it must be welded elec- 
tronically to form a “skin.” Until 
this development, the two Vinyl 
sheets had to be extended past 
the edge of the cover filler and 
sealed in that position, leaving 
excess material around the edge 
of the book. 
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New 41” x 26” raised relief 
maps of the United States and 
the world are being published by 
Aero Service Corporation, 210 E. 
Courtland St., Philadelphia 20, 
Pa. Both vinyl plastic maps show 
mountains and valleys in realistic 
relief that stands up more than 
a half-inch. The maps are printed 
in eight colors and coated with a 
special plastic lacquer so that 
dust, dirt, or fingerprints wipe off 
easily. 
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Development of an envelope that 
will not seal before sealing is in- 
tended was announced by Stein, 
Hall & Co., Inc., 285 Madison 
Ave., N. Y., N. Y¥. The new 
“Flash Seal” envelopes are highly 
resistant to both heat and humid- 
ity which means that they will 
stay unstuck and uncurled no 
matter how long they are stored. 
Because the envelope stays flat, 
a saving in shelf space is sub- 
stantial when storing large quan- 
tities. 
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New application of dictating 
equipment has been introduced by 
SoundScriber Corp., North Ha- 
ven, Conn. The unit has two com- 
bination recorders and transcrib- 
ers on a common base and is in- 
tended to record and repro- 
duce telephone messages relayed 
through an automatic internal 
dial telephone system. When one 
unit records, the other can be 
used for transcribing. Specific ap- 
plications include use in the pur- 
chasing department. The receiv- 
ing clerk can make direct calls 
regarding various shipments en- 
tering the plant. 
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Non-woven, scratch-free fabric 
designed to pick up and hold dust 
has been introduced by Minnesota 
Mining and Manufacturing Co., 
St. Paul, Minn. It is an excep- 
tionally thin material, neither 
cloth nor paper, can be used sev- 
eral times without losing its effec- 
tiveness. The fabric is available 
in 12-inch wide by 30-yard long 
rolls which provides 60 individual 
dusters. 
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Bostitch 
staplers for 
Christmas? 


Sure! We're going to 


start the New Year off 


right in this office! 


Maybe you need an array of Bostitch staplers under 
your Christmas tree to increase office efficiency. Does 
everyone who needs a stapler have one? Or does 
borrowing from one another waste busy people’s 
time? It’s a good time to make sure there’s a stapler 
on every desk. 

The B12, for instance, is the handsomest desk 
stapler available for busy executives. 

The heavy-duty BS makes life a lot easier and 
work a good deal more efficient where stapling traffic 


Fasten it better and faster with 


is heavy. It is truly the “masterpiece of staplers.” 
Then there’s the B8R—a stapler, a tacker, a plier 
—and a remover, too, in one compact machine. 


Bostitch offers stapling machines for every con- 
ceivable need. And they are inexpensive enough so 


that everybody can have one. Call your Bostitch 
Economy Man. He has the facts on how to improve 
office fastening and lower fastening costs. He’s listed 
under “Bostitch” in the telephone book. Or you can 
write direct. 


732 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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Office Equipment 





ly designed electric stapler 
introduced by Swing- 
32-00 Skilman Ave., 
Long Island City, N. Y. It staples 
upon paper contact, has 
vable parts, and is mount- 
cubber base. The anvil 
suring bar can be preset 

riety of positions. 
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line Inc., 


ng to ways of cutting cler- 

ts, the Wassell Organiza- 

on Inc., 225 State St. West, West- 
Conn., presents its 1960-61 


line of horizontal rotary files and 
rotary-file desks in a new 32-page 
brochure. It also includes five 
pages of office floor plans and 14 
pages of case history photos and 
drawings. 
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Because only one negative is 
needed to make any number of 
copies, the Royal Scot photo 
copier cuts paper cost in half. 
The negative is permanent and 
may be stored for re-runs at any 
time. Machine gives accurate 
photographic copies of materials 
up to 12 in. wide or long. Hunter 
Photo Copyist, Inc., 566 Spencer 
St., Syracuse, N. Y 
Write No. 38 on Information Card—Page 32 





mBSTITUTE 


eae 


je > When you order manifold carbon paper sets 


3, insist on the 


>) recognized brand name leader. HURON COPYSETTE costs 
"ie more than unknown brands and. it is fully guaranteed by 
the manufacturer to give you complete satisfaction. Ask for 

> HURON COPYSETTE by name. 


] Abbaess inquiries To DEPT. m 


“PORT HURON SULPHITE 
& PAPER CO. _ HURON, MICH 


Pitiinsed under Kerr Petent Wo 2,557,475 


Braviodle in Cunode through APSCO 
PRODUCTS, LTO, Toronte, Conede 


Min) 
) Ayselle 


MANIFOLD CARBON 
PAPER SETS 
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Typewriter and business ma- 
chine sound cushion is being mar- 
keted by Evans Specialty Co., 
Inc., P. O. Box 8128, Richmond, 
Va. Air chamber pedestals at 
each corner of the cushion absorb 
the sound. There are sizes to fit 
all popular makes of typewriters, 
adding machines, calculators and 
bookkeeping machines. 
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New stick type eraser is special- 
ly formulated for erasing impres- 
sions from carbon typewriter rib- 
bons. Red eraser material will 
handle carbon ribbon erasing on 
any kind of paper. A free sample 
is available on request from A. 
W. Faber Pencil Co., 41 Dicker- 
son St., Newark 3, N. J. 
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Forms design should be helped 
by an innovation in measuring 
which was introduced by The 
Fairgate Rule Co., Inc., Cold 
Spring, N. Y. It is an inexpensive 
measuring rule which splits dis- 
tances exactly in half. Instead of 
the conventional way of meas- 
uring with numbers running 
from left to right or right to 
left, the new device begins in the 
center of the rule and measures 
outward in two directions. It is 
made of hard aluminum. 
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CONTROL AT UNITED 











“Moore forms help us 


complete reservations 


5 times faster” 


United Air Lines’ automated reservation system has 
given the company tighter control of space on its Main- 
liner flights. The chances of over- or under-selling 
seats have been reduced; waiting list passengers get 
seats more often; there are fewer expensive “no shows.” 
Other benefits to United include end-of-day statements 
of bookings, and more accurate and up-to-date sum- 
maries for analysis. 


The System is built around a network linking all ticket 
agents with a single electronic computer in Denver. 
Booking information for round-trip or stop-over flights 


wy ay asg4inn 


Build control with 





M.L. Perry, Director of Reservations, United Air Lines 


is sent“manually by teletypewriter from the booking 
office to Denver. This comes out as punched tape, 
coded to produce a punched card for each airport on 
the passenger’s route. The cards are fed into the com- 
puter, which accepts the information and issues a status 
message further confirming the reservation. A new tape 
is made from the cards, which are then used for statis- 
tical reports to management. 


Confirmation is sent, using the second tape, and 
printed automatically by teletypewriters in the down- 
line offices on a card. In the past, the facts were tran- 
scribed by hand. Machine printing has cut out this 
bottleneck. Personnel morale is better now that this 
boring job is gone. The chances for error are reduced. 
The cards are continuous forms, specially designed by 
Moore. They are United’s control in print. 


“The Moore man’s advice on systems paperwork helped 
us a great deal when we set this system up,” said M. L. 
Perry, Director of Reservations at United Air Lines. 
To find out how the Moore man can help you get the 
control your business needs, whatever its size, write 
the nearest Moore office. 


Moore Business Forms, Inc., Niagara Falls, N. Y.; Denton, Texas; 
Emeryville, Calif. Over 300 offices and factories 

throughout the U.S., Canada, Mexico, Cuba, Carib- 

bean and Central America. 


MOORE BUSINESS FORMS 
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Accuracy 


CONOVER-MAST PURCHASING DIRECTORY, with 
its constant check of telephone numbers, is brought con- 
tinually up to date. If a manufacturer moves or goes 
out ef business the telephone companies are the first to 
know. (CMPD is the only major industrial directory 
that includes telephone numbers.) 


Completeness 


In CMPD secondary product headings are cross indexed 
to the one complete heading. There are no misleading, 
incomplete minor headings. 


Convenience 


CMPD lists all industrial products, but only industrial 
products. It is complete in one volume to conveniently 
serve the industrial buyer. 


Size ratings 


In CMPD (and only CMPD among major industrial 
directories) size is shown by employment—a current and 
meaningful gauge. 


Conover-Mast 
Purchasing Directory 


205 E. 42nd St. New York 17, N. Y. 
MU 9-3250 
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“NCR Paper more than repays its cost... 
a highly profitable investment.” 


—BROWN & WILLIAMSON TOBACCO CORP., Louisville, Kentucky 


“Cleanliness is the attribute of NCR 
Paper (No Carbon Required) that we 
prize highly here at Brown & William- 
son Tobacco Corporation. 

“Our employees in the Accounts 
Payable section, who used to wear 
smocks to protect their clothing, now 
dress like other people in the office. 
Their hands are no longer blue and 
their morale is high. | 

“NCR Paper also has speeded up 
our operation. With NCR Paper, we 
pick up originals and copies as a com- 


plete unit without having to insert or 
remove carbons. 

“It is difficult to determine how 
much the improved operations save us 
in terms of dollars but if we were not 
saving one dollar (which is not the 
case) I still would give NCR Paper 
my full approval 

“It’s clean, ‘c's speedier, it’s easy 
to use. But above all it makes for hap- 
pier and therefore more efficient em- 
ployees. 

“Our experience convinces us that 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER MONEY-SAVING PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 


NCR Paper more than repays its cost 
... making it a highly profitable in- 
vestment.” 


W. D. Whitoker, Treasurer 


Brown & Williamson Tobacco Corporation 


NCR PAPER 
ELIMINATES 
CARBON PAPER 
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AGENT 





When the V-R man calls upon you, 
he calls in a spirit of friendliness and 
helpfulness. He is in a position to serve 
you ably. Perhaps at the moment you 
have no major problems in supplying 
your plant with cutting tool materials. 
Regardless, you undoubtedly are inter- 
ested in additional ideas that will bring 


about increased efficiency, improved 


productivity, greater operating profits. 
Your V-R representative can do these 
things for you. We ask that you “put 
him on the team.”” Armed with cemen- 
ted carbide, Tantung cast alloy and 
ceramic cutting tools—as well as tool- 
holders 


tions that are exactly right for each job. 


he can make recommenda- 


When aman walks through your doorway... 


CREATING THE METALS THAT SHAPE THE FUTURE 


WR. 


888 MARKET STREET - 


CARBIDE — 
BLANKS, 


* CERAMIC 
INSERTS — 


WAUKEGAN, 


TANTUNG — 
SOLID TOOL BITS, 


TOOLHOLDERS — 
SOLID BASE 


VASCOLOY -RAMET 


ILLINOIS 


FACE MILL 
CUTTERS 


INSERTS, 
BRAZED 
TOOLS 


TRIANGULAR, 
SQUARE, 
ROUND 


3 WITH 
| THROW-AWAY 
INSERTS 


CUT-OFF BLADES, 
TIPPED TOOLS, 
CAST-TO-FORM 


AND 
ELEVATOR 
TYPE 
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OHIO Special Quality Tubing 
makes muscles that never tire 


Strength, weight and cost advantages of OHIO Special Quality Tubing make it 
ideal for use in materials handling equipment — the modern lift trucks, belt and 
roller conveyor systems that provide the heft and muscle to move materials. 


You can strengthen your product, too, if you weigh these important facts. 
OHIO Tubing is always the exact tubing you need because OHIO Tubing is 
CUSTOM MADE for your product. Your order is manufactured to your own 
specifications to produce steel tubing especially for your application — the 
precise grade, analysis, size, shape, special anneal and tolerances best suited 
to your needs. 


Ohio Seamless Tube produces both seamless and electric welded steel 
tubing — is prepared to form many finished or semi-finished tubular parts 
to your designs. 


To get the most from your next steel tubing order, specify OHIO Special 
Quality Tubing. Contact your nearest Ohio Seamless representative, or send 
part drawings to the plant at Shelby, Ohio — Birthplace of the Seamless Steel 
Tube Industry in America. 


A-3281A 


Model illustrated built to 3.5 mm scale 


OHIO SEAMLESS TUBE 


Division of Copperweld Steel Company « SH ELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing © Fabricating and Forging 








Central lowa 
Products Show Is 
Huge Success 


RECENT two-day product 
ored by the Purchas- 
Association of Cen- 
successful 
the most optimistic 
id anticipated. 
18,000 purchasing 
their guests crowded 


more 


was 


products on display. 

The association presented three 
awards to the exhibitors. Award 
winners were: Globe Machinery 
and Supply Co. for the “best 
product presentation;” Iowa Paint 
Mfg. Co. for the “best Iowa 
booth;” and General Metal Prod- 


Don Bryant (I.), lowa Business and In- 
dustry Magazine, joined with Al 
Rempp (c.), Dunlap Mfg. Co., and 
Dave Sharr, Brady Mfg., to answer 


ucts Co. for the “best overall 


booth.” 


the exhibition to view 
assortment of industrial 


questions about the National Associa- 
tion of Purchasing Agents. 





The Doehler-Jarvis exhibit of die castings attracted a 


ctrical Engineering and Equipment Co., was 
lot of attention. 


> give help and advice to all comers. 


“ot 
Made s/ W'0/ Shining emer 


-. 7 


Don Foster (I.), purchasing agent for Midwest Metal 
Stamping Co., checks with John Savage to make certain 
all is in readiness at his company’s booth. 


h break during the show gave staffers of the 
{-winning Globe Machinery and Supply Co. booth 
> to relax before the next rush of visitors. 


PURCHASING 





America's buying guide 
for over 60 years! 


The Yellow Pages is indispensable 
when we want to locate outlets for 
brand name items!”’ 


says C. F. Van Buskirk, Purchasing Director, New Castle Products, Inc., New Castle, Ind. 


“Our purchasing staff uses the Yellow Pages “The Yellow Pages also helps us locate unusual 
many times a week. It’s the quickest way to find items we’ve never had occasion to purchase... 
nationally-known materials!” helps us locate reliable sources of supply!” 


uy 
“And when it comes to locating contractors and “We recently used the Yellow Pages when we 
the like to do special jobs, we always turn to the needed some refrigeration work done fast. Within 
Yellow Pages first!” two days, the job was done!” 
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aw Association News 


@ Through the eye of PURCHASING’S Camera 


SOUTHEASTERN MASSACHU- 
SETTS—New officers and executive 
committee of the Association are: 
(seated, left to right) treasurer—Ted 
Howarth, Elbe File & Binder Co.; 
secretary—Ed Pettengill, Continental 
Screw Co.; vice president—James ° 
McCarthy, Atlas Tack Co.; president 
—Charles Hinkley, Acushnet Process; 
(standing, left to right) director of 
meetings—Joseph Burns, Minneapo- 
lis-Honeywell Regulator Co.; director 
of membership—E. Hickey, Aerovox 
Corp.; director of publicity—Howard 
Conlon, Carl N. Beetle Plastics Corp.; 
and director of programs—J. Des- 
jardins, Aerovox Corp. 


DISTRICT SIX—The professional de- 
yroup discussed plans for 

ties at a recent work- 

here are (I. to r.}: Thor 

Anaconda Aluminum Co.; 

irds, Mississippi Products, 

mpson, Allison division 

Motors Corp.; G. Tom 

Thompson Ramo Wool- 

and J. A. Henchy, 


facturing Division. 


&, fi ih FF Bt & 


— + 


STRICT ONE—Kénneth Schmitz (seated, center), Dis- president; R. R. Van Sant, City of San Diego; (standing, 
resident, and the San Diego Association were left to right) W. L. Emmertson, Salt Lake Refining Co.; 
national directors making up the district C. S. Perkins, Union Oil Co. of Calif.; H. G. Russell, 
wn here are (seated, left to right}: L.M. Farr, Bellevue Public Schools; W. W. Brown, Honolulu Gas 
el Mfg. Co.; R. H. Chase, Shell Development Co., Ltd.; C. V. Pearce, Osborne Electroncis Corp.; and 
I B. Affleck, former N.A.P.A R. W. Bric! uncil secretary. 
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~ Out of Tool Steel 


With the A-L Steelector System 





How can you pick the right tool steel when there are 
more than 1000 brands, each jostling for your atten- 
tion? And how can you pick a tool steel and know 
before you order that the grade you want is avail- 
able—without delays—in the size and shape you need? 

If you are tired of wrestling with these problems 
you will like the new Allegheny Ludlum Tool Steel 
STEELECTOR Program. With it you can accurately 
select a tool steel that will meet your requirements 
and be sure that you have picked a grade that is in 
stock . . . as near as your warehouse source. 

It’s easy to make accurate selections with the 
STEELECTOR Program. The three STEELECTOR 
cards—covering general purpose tool steel applica- 
tions, hot work applications, and high speed grades — 
show at a glance the comparative properties of tool 
steel grades that will suit 96% of all tool steel appli- 
cations listed in the A-L Tool Steel Handbook. 

The STEELECTOR cards use bar graphs to make 
it easy to make precise comparisons of abrasion re- 
sistance, toughness, size stability, machinability, and 
red hardness. All you have to do is pick the grade 


7 
PROGRAM 
/ 
@ 
4 
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with the particular combination of properties you 
need for the job at hand. 

For each grade, there is a Data Stock List that tells 
you the exact analysis of the grade, its basic proper- 
ties, typical applications and their working hard- 
nesses, and temperatures for hardening, tempering, 
and annealing. And the complete range of available 
sizes and shapes is listed. 

You can count on getting quality tool steel by 
using the STEELECTOR Program. Each STEEL- 
ECTOR grade has been selected from the complete 
line of Allegheny Ludlum Tool Steel and made under 
the exacting quality control standards ofall A-L 
products. 

The new A-L Tool Steel STEELECTOR booklet 
contains the STEELECTOR Cards, descriptions of 
the various grades, and explains the individual Data 
Stock Lists available for every grade. For your own 
copy ask your Allegheny Ludlum sales representative, 
or write: Allegheny Ludlum Steel Corporation, Oliver 
Building, Pittsburgh 22, Pennsylvania. Address 
Dept. P-12. 


/ ALLEGHENY LUDLUM 


Tool Steel warehouse stocks throughout the country 
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COLVING MATERIAL 
DESIGN PROBLEMS "he 
LOW-COST STRENGTH / 
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Di d vul ized fibre discs withstand the i: pact and stress of a high-speed sander working on hard metal. This 
tough and flexible material combines long life with very low cost in some of the most difficult jobs in industry. 


zh, light-weight and low cost, Diamond® vul- heat resistance, long wear, machinability or com- 
ced fibre is an electrical insulator that combines pressive strength — you can easily find in the 
llent mechan:cal properties with easy fabrica- industry’s most complete line — CDF laminated 
n low cost toois. It is available in standing forms plastics, vulcanized fibre and flexible insulating 
parts manufactured to your specifications. materials. Check our specs in Sweet’s PD file or 
itever other properties you’re looking for — write on your letterhead for General Folder 60. 


CONTINENTAL- DIAMOND FIBRE 


’® A SUBSIDIARY OF THE -Afws4s- COMPANY * NEWARK 41, DEL. 
In Canada, 46 Hollinger Road, Toronto 16, Ont. 


w coefficient of friction combined with Senet. Lage thm properties. A reason Low cost. Diamond vulcanized fibre helps 
t make Diamond vulcanized fibre iamond vulcanized fibre is keep electrical appliance costs low. This 





h uses as tracks for sliding a Baya used for slot liners in small electric food mixer insulator is an example. 
and endows mnotors and transformers. 


PURCHASING 








. The special brightness of the holiday 
Once agar... season is reflected in the shining faces of the 
a warm “good cheer” many household servants made of Brass - - - 
for the honest, solid Brass that’s a faithful lifelong 

; friend on every job it’s called upon to do 
Br ightest Season — ) word, Brass that’s made ‘‘Bristol- 
of the Year fashion.” Prove it... in your own product. 


The BRISTOL BRASS Corporation 
Since 1850, makers of Brass strip, rod, and wire in 
BRISTOL. CONNECTICUT 


eet 
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HAPPENS 


WHEN 


A NATION 


SPENDS MORE 
ON GAMBLING 
THAN IT SPENDS FOR 
IGHER EDUCATION ? 


ou can find any Romans around, ask them. They lived 

ty high on the hog in their day. That is, until some 
is-minded neighbors from up North moved in. The 
s ancient history. 


ou’d think their fate would have taught usa lesson. 


today we Americans spend twenty billion dollars a 
ear for legalized gambling, while we spend a niggardly 
r-and-a-half billion for higher education. Think of 

' Over four times as much! We also spend six-and-a- 
billion dollars a year for tobacco, nine billion dol- 

r alcoholic beverages, and billions more on other 


essentials. 
Can’t we read the handwriting on the wall? 


Our very survival depends on the ability of our colleges 
niversities to continue to turn out thinking men 

nd women. Yet today many of these fine institutions are 
rd put to make ends meet. Faculty salaries, generally, 

o low that qualified teachers are leaving the campus 
ilarming numbers for better-paying jobs elsewhere. 


In the face of this frightening trend, experts estimate 
that by 1970 college applications will have doubled. 


If we are to keep our place among the leading nations of 
the world, we must do something about this grim situa- 
tion before it is too late. The tuition usually paid by a 
college student covers less than half the actual cost of 
his education. The balance must somehow be made up 
by the institution. To meet this deficit even the most 
heavily endowed colleges and universities have to de- 
pend upon the generosity of alumni and public spirited 
citizens. In other words, they depend upon you. 


For the sake of our country and our children, won’t you 
do your part? Support the college of your choice today. 
Help it to prepare to meet the challenge of tomorrow. The 
rewards will be greater than you think. 





It's important for you to know what the impending college crisis 
means to you. Write for a free booklet to HIGHER EDUCATION, 
Box 36, Times Square Station, New York 36, New York. 


Sponsored as a public service 
in co-operation with The Council for Financial Aid to Education 
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Springs > 
Small 
Stampings 
Wire 

Forms 


C d ; Assemblies 
row S -- Engineering , 
~ Service 7 
Save time...wear and tear on your nerves. 
Settle on a reliable source that gives 
you wide latitude. A.S.C. Divisions 
have it... not only coiled springs 
but flat springs, small stampings, wire 
forms, assemblies—even complete products. 
Design service, too, if desired. 
And all this at sources conveniently 
located throughout the nation. 


Let’s get acquainted. Send for 
“Picture Book of Springs’’ showing 
thousands of examples of 
custom-made applications. 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
F. N. Manross and Sons Division, Bristol, Conn. Ohio Division, Dayton, Ohio Gibson Division, Mattoon, Ill. 

Dunbar Brothers Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Milwaukee Division, Milwaukee, Wis. 

Wallace Barnes Stee! Division, Bristol, Conn. Chicago Sales Office, Chicago 46, Ill. Seaboard Pacific Division, Gardena, Calif. 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R. 
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lraffic Expert Speaks 
To N.Y. Association 


Ray M. Herrick, General 
ffie Manager, Western Elec- 
Company, addressed the 
hasing Agents Association of 
York at the monthly din- 
ner meeting held recently at the 
Hotel New Yorker. 
\ former purchasing agent, 


He well qualified to dis- 


Ray M. Herrick 


his subject “Transportation 
ect of Purchasing”. 
*rogressively higher 
and the fact that 
rtation is involved in every 
irchase make it essential for 
A.’s to interest themselves in 
traffic, Herrick declared. 
Mr. Herrick pointed out that 
P.A.’s help reduce transportation 
ts by being sure to: 
(1) Specify FOB terms clearly 
the purchasing contract to 
1 misunderstanding later. 
example, “FOB—Supplier’s 
* means little if the supplier 
ships from more than one plant. 
Western Electric has selected nine 
tandard clauses to designate the 
ecific FOB terms on its ship- 


freight 
trans- 


(2) Pay only the correct 
freight charges. To do this, you 
know what transportation 
rement is being used by your 
supplier in the price of the ma- 
rials he sells to you. With this 
rmation, when rates change 
your advantage, you can ne- 
iate price reductions more 
easluy 


(3.) Control routing whenever 


possible. You are paying the 
freight charges either directly or 
indirectly, and you are usually 
better off deciding how to spend 
your own money. 

(4) Get sufficient data on exact 
delivery requirements from the 
requisitioning department before 
the order is placed. You cannot 
route freight properly if you do 
not know exactly how much time 
is available for delivery. The 
word “RUSH” is too vague. By 
having a specific delivery date, 
the use of premium transporta- 
tion (faster and more expensive 
transportation than would nor- 
mally be used if time permitted) 
can be reduced. 

(5) Exert control over the 
quantity to be shipped at one 
time, whenever such control is 
possible. The most expensive 
shipment per hundredweight is 
usually the smaller shipment. By 
being free to order repeat items 
in greater quantity to take ad- 
vantage of lower freight rates, 
transportation costs can be de- 
creased. 

(6) File claims against trans- 
portation companies ‘promptly. 
Legally, you may have plenty of 
time, but the longer you wait, 
the less likely the carrier is to 
settle the claim routinely. 


Walter E. Willetts, District 8 Profes- 
sional Development chairman, dis- 
cussed the district educational pro- 
gram at the New York association 
meeting. 

(7) Audit all freight bills, 
preferably internally by some- 
one on your staff. If no one is 
available who has the experience 
to audit your bills, this service 
can be obtained by outside 

(Please turn to page 140) 





consistency... 


Consistent, predictable, results through- 
out production processes must begin 
with the consistent quality of materials. 
J & L consistent quality stainless steel 
will give predictable results time after 
time...order after order. 

The service offered by your J & L 
stainless steel distributor is consistent... 
and predictable, too. He's as near as 
your telephone. You'll find that he can 
further reduce the cost of using stainless 
steel by providing a complete selection 
of materials. He can save you the capital 
investment required to maintain long 
term inventories. He can provide a wide 
variety of preproduction services, and 
reduce your overhead for stocking, 
handling, accounting and obsolescence. 

Your J & L distributor can provide 
you with the consistent quality stainless 
steel you need, as you need it, when you 
need it. He can serve you better because 
J&L serves him better. J) & L’s own staff 
of technical specialists and metallurgists 
are at the call of your J&L distributor 
to give you the technical assistance, 
even advanced research, you may need. 

For better production and better 
service, call your J & L distributor—call 
Western Union Operator 25, today. 


J&lL—a leading producer of stainless steel 
and precision cold rolled strip steels 


STAINLESS 


SHEET e STRIP « BAR e WIRE 
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depends on consistent quality stainless steel 


consistent quality production 


Jones & Laughlin Steel Corporation - STAINLESS and STRIP DIVISION - DETROIT 34 
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who _ nor- 
rk on a percentage of 
‘harges recovered. 
careful consideration 
factors in se- 
ew source of supply. 
Herrick pointed out that 
survey indicated trans- 
expense ranged from 
to over 300% of the 
the materials purchased, 
industry. As 
rates continue to in- 
the transportation dollar 
more important to to- 
P. A. than ever before. 
Herrick alerted his audi- 
he constantly changing 
rtation scene by advising 
nvestigate such innova- 
the use of piggy-back 
consolidations, fishy- 
associations, and 
transportation services now 


bill auditors, 


LrlVe 


ortation 


on the 


hipper 


to the dinner meeting, a 
rum on “How to Buy 


Fuel” was held, with William T. 
Cannon and Fred H. Schumann 
as moderators and J. S. Kaplan, 
president of Preferred Utilities 
Manufacturing Corp.; Harold S. 
Walker, Jr., assistant to the man- 
aging director of American Gas 
Association, and Ivan A. Given, 
editor of Coal Age, as members. 

An “Office Supply and Equip- 
ment” forum under the chair- 
manship of G. E. Kievning, 
Worthington Corporation, and a 
“Food Industry Buyers” forum 
under the direction of Daniel J. 
Devine, Kraft Foods, were also 
held prior to the dinner. 


N.A.E.B. To Sponsor 


Purchasing Institute 


The National Association of 
Educational Buyers will sponsor 
the 13th Annual Purchasing In- 
stitute the week of February 27 
through March 3, 1961 at the 
Charterhouse Motor Hotel, Alex- 
andria, Va. 

Instructors this year will be 
James J. Ritterskamp, vice chan- 


cellor for business affairs, Wash- 
ington University, and Robert H. 
Tollerton, purchasing agent, Ro- 
chester Institute of Technology. 

Basic principles of efficient in- 
stitutional purchasing will be em- 
phasized with ample time for ex- 
amination of problems_ which 
students may wish to present. 

Tuition will be $35.00 for the 
five-day course for students from 
member schools and $50.00 for 
other qualified registrants. 


Alabama Plans Annual 
Buyer-Seller Dinner 


Plans are almost complete for 
the 14th Annual Buyer-Seller 
dinner to be sponsored by the 
Purchasing Agents Association of 
Alabama. The dinner is to be 
held at the Birmingham Munici- 
pal Auditorium, February 9, 1961. 

Speaker for the event will be 
W. Cooper Green, vice president 
and manager, Industrial Rela- 
tions Department, Alabama Pow- 
er Company. Last year’s attend- 
ance was near the 1000 mark. 





Available NOW... 


FROM A NEW, RELIABLE SOURCE 


ROLLER 
CHAINS 


SIEMA 


... KNOWN THROUGHOUT THE WORLD FOR 
DURABLE, EFFICIENT SERVICE 


MAG ROLLER CHAINS—in both COTTERED and RIVETED 
1re available promptly from Unitech Products, Inc. 


range from 3 


tiple widths.. 


:g Roller Chains are manufactured to ASA Standards, easily 
ise in new equipment or as highly suitable replace- 
mplete information on the delivery and advantageous 


e high-quality chains, write, wire, or phone today. 


Ye" to 2Y%2"... obtainable in single 


. special types to meet special needs. 


WOrth 4-3365 


C_NEW YORK 7, N. Y. 
CHURCH STREET 7 





sine 
SY 





Notional Distributors for 


SIEMAG FEINMECHANISCHE WERKE GMBH 
EISERFELD/SiEG, GERMANY 
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some of the purchasing 
headliners who have 
articles in the 


January 2 issue of 
Purchasing Magazine: 


Stuart Heinritz 
Howard Lewis 
Paul Farrell 
Dean Ammer 


DON'T MISS IT 
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DIVISION OF AMERICAN MACHINE & FOUNDRY COMPANY . 


BEST 


SING 


. THIS IS A BETTER LATCHING RELAY 


Better? Yes, in several ways. Bifurcated Contacts, for ex- 
ample, give improved reliability, especially in dry circuits. 
Contacts will not open during vibrations of 30Gs, 55 to 
2500 cps. A special method of sealing cover to base 
eliminates flux contamination of the contacts. And there 
are more. Here is Potter « Brumfield’s newest member of a 
distinguished family of micro-miniature relays: the FL Series. 


Expressly designed for printed circuit applications, this 
DPDT, 3 amperes (@ 30V DC) latching relay lies parallel to 
the mounting surface. Its height’ when mounted, is only 
.485”, thus circuit boards may be stacked closer. Mounting 
can usually be accomplished without studs or brackets, 
simplifying installation. 
The FL will remain firmly latched in either armature position 
without applied power, a significant advantage where power 
is limited and long relay “on” times are required. This relay 
may be operated by: 
1. Pulsing each coil alternately (observing coil polarity), or 
2. Connecting the coils in series and operating from a 
reversing (polarized) source. 
Write for complete information or call your nearest PsB 
representative. 


a 


t 
4 
eg 


oY 


Jy 


scG 11 OC 


SL 11 08 
(Latching) 


FL SERIES SPECIFICATIONS 
Shock: 100 Gs for 11 milliseconds. No contact 
openings. 
Vibration: .195”, no contact openings. 10 to 
55 cps. 30 Gs from 55 to 2500 cps. 
Pull-in: 150 milliwatts maximum (stonderd) of 
25° C. 80 milliwatts maximum (special) 
at 25° C. 

Operate Time: 3 milliseconds maximum at 
nominal voltage at 25° C. 

Transfer Time: 0.5 millisecond maximum at 
nominal voltage at 25° C. 

Temperature Range: —65° C to + 125° C. 

Terminals: Plug-in pins. 

Dimensions: L. 1.100" Mox.—W. .925" Max 
H. .485” Max. Hermetically sealed only. 


SLG 11 DA 
(Latching) 


Other P&B micro-miniature relays include conventional and latching models in crystal cases with a wide 
range of terminals and mountings. All are made in a near-surgically clean production area under the 
exacting requirements of our Intensified Control and Reliability program. 


P&B STANDARD RELAYS ARE AVAILABLE AT YOUR LOCAL ELECTRONIC PARTS DISTRIBUTOR 


Le SOURCE FO L MICRO - MINIATURE RELAYS 


@) SOTTER & BRUMFIELD 


PRINCETON, INDIANA 


IN CANADA: POTTER & BRUMFIELD CANADA LTD., GUELPH, ONTARIO 





It is part of Bridgeport policy that salesmen have open-door access directly 
back to the production or technical service men who have the answers. The 
result is a sales service refreshingly free of “big company inertia”, and 
Bridgeport customers like it. They benefit from fast, effective response to 
the routine or special problems that may arise. 


Behind this service is a company with 95 years of metals experience where 
specifications and quality are prime and volume secondary. The same atti- 
tude applies to aluminum by Bridgeport. You will know it from the inch- 
to-inch and shipment-to-shipment uniformity of Bridgeport Aluminum 
Sheet. Why not contact your local Bridgeport Sales Office now? 


Bridgeport offers quick service nationwide. Aluminum plants at Riverside, California and Warren, 
Ohio are supplemented by stocks at Bridgeport’s local metal centers. Your Bridgeport salesman, 
well experienced with aluminum, copper and brass, can help you select the metals and alloys that 
mean easier machining, forming and fabrication — and better product performance. 


BRIDGEPORT BRASS COMPANY 


Specialists in Metals from Aluminum to Zirconium 




















customers direct-/mei service on 


COILED AND FLAT SHEET 


Non-heat-treatable alloys: 
1100, 3003, 3004, 5005, 5050, 
5052, 5357, 5457, 5557 
Widths: to 48 inches 

Gauges: 0.006 to 0.125 inches 


re 
‘oun 


Bddgepprt Bridgeport 2, Connecticut 
S 








industry 





Celanese Corp. of America is 
constructing in Bishop, Texas, the 
nation’s first full scale commer- 
cial facilities for producing 1,3- 
butylene glycol, a chemical used 
by the plastics, automobile, elec- 
trical and other industries for 
making a wide range of consumer 
and industrial products. The 
multi-million dollar unit will have 
an annual capacity for producing 
25,000,000 pounds of the chemical 
by a new process developed by 
Celanese. This is an increase of 
five times over the current ca- 
pacity for producing the chemical 
in a semi-works unit at the Cel- 
anese chemicals plant in Bishop. 

Construction of the new unit 
is expected to be completed dur- 
ing the first quarter of 1961. Cel- 
anese is the sole U. S. producer 
of 1,3-butylene glycol. 


High-strength large-diameter 
steel pipe for cross-country trans- 
mission of high-pressure natural 
gas is now being produced at 
Bethlehem Steel Company’s new 
’ : . expanded line pipe mill at Steel- 
.. you'll find a background of 2a years’ experience | ton, Pa. 


The new mill is expected to 
a . triple gas pipe production at 
st fi . h : H 

t fifty years ago that our founder, Halsey W. Taylor, pioneered the Stetlion. Approximately 25000 


opment of drinking-water equipment with a revolutionary, health-safe tons of line pipe from 18 to 42 


!-building projector. He is still active today. Add his many years of 
lized knowledge to that of our key personnel in research, design and 
ng... and you'll find a combined experience of 231 years! 
s why it pays to look for this nameplate. It distinguishes a fountain 
ler that’s Taylor-made ... a product of ripened experience designed 
n eye to tomorrow. 


The Halsey W. Taylor Co., Warren, O. 


inches in outside diameter can be 
produced each month. This is 
equal to about three miles of pipe 
a day. 

New “All-Climate” : Before the mill went into opera- 


Outdoor Wall Fountain ‘ tion, Bethlehem produced this pipe 
Designed for outdoor use sceadideesnpaanlapteatnond by first rolling 20-ft lengths of 


A Halsey Taylor first. where temperatures drop No exposed fittings. : : : 
stee rl orm 
Mounts on wall, off the below freezing. New all- Fits tight against the steel plate into cylind cal f ’ 


r. Easily keptclean. weather features. wall. Space-saving! and then butt welding two sec- 
_ tions together to form the stand- 
ASK FOR LATEST CATALOG, SEE SWEET’S OR THE YELLOW PAGES 
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Probing new dimensions in Electronics 
through Stackpole Research .. . 


A MAJOR 
NEW 
FERRITE 


FOR TELE-COMMUNICATIONS 


Permeability: 1800 
Temperature Constani: 1.8 x 10° per °C (—20° fo 120° C) 


Avg. Temperature Coefficient (un-gapped cores): 
0.29% per °C (—20° to 85°C) 
0 (merit factor): Greater than 200,000 at 100 kc 


. . . these in brief are the salient electrical characteris- 
tics of Stackpole Ceramag 501—a remarkable new low- 
loss ferrite grade for the 10 kc to 250 kc range. Already 
revolutionizing the design of carrier-current communi- 
cations filters, the material shows considerable promise 
for electronic switching circuits and others as well. 


Cup cores of Ceramag 501 no larger than a quarter 
enable the design of filters with such narrow pass bands 
that message-handling capacities of communications 
systems can be increased from 2 to over 90 messages 
per channel. The extraordinary high gain of filters 
using Ceramag 501 combine with other inherent advan- 
tages—smaller size, no aging or life problems—for a 
significant contribution to system reliability. 


But equally significant is the extremely close tolerances to which these cores are made. 
To achieve the exact air gap required, Ceramag 501 cups are supplied in matched pairs. 
Special Stackpole-designed mounting hardware and tuning slugs can also be supplied to 
assure easy assembly and maximum electrical performance with your own coil designs. 


Almost four years in development, Ceramag 501 represents another basic sontribution 
based on magnetic ceramic research and engineering by the oldest commercial ferrite 
producer in the United States. 


Complete details on Ceramag 501 and the remarkable research facilities that made it 
possible are available upon request to the Electronic Components Division, Stackpole 
Carbon Company, St. Marys, Pa. 


FERRITE CORES 


CERAMAG® FERRITE CORES + VARIABLE COMPOSITION RESISTORS + SLIDE & SNAP 
SWITCHES + CERAMAGNET@® CERAMIC « FIXED COMPOSITION CAPACITORS 
BRUSHES FOR ALL ROTATING ELECTRICAL IPMENT . ELECTRICAL CONTACTS 
GRAPHITE BEARINGS, SEAL RINGS ANODES _« HUNDREDS OF RELATED CARBON & 
GRAPHITE PRODUCTS. 
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= in 
) die castings... 


Alcoa puts the metal where you want it 


High-volume output and low cost 
were the twin objectives. That’s 
why Minneapolis-Honeywell de- 
cided its new Process Pressure 
Transmitter must be housed in an 
aluminum die casting. 
The housing had to be explosion- 
for it would operate in Class 1, Group D, Division 
ns. This called for thick walls—especially so for 
ting. Mating faces had to meet flush—metal to 
without gaskets. 
were stiff conditions—demanding a new applica- 
e die-casting process. 
ywell turned to Alcoa—the company with the 
perience in the aluminum industry. 
king closely with Honeywell, Alcoa development 
designed a die casting that’s little short of stu- 
It’s made of Alcoa’s new high-strength, high- 
sation casting alloy 364, which has the properties of 
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alloy 218. Yet, the new alloy is more economical because 
it is easier to cast. 

Hydrostatic tests proved that sand-cast prototypes 
withstand 500 psi, more than enough to assure that cast- 
ings would withstand explosive pressures up to 125 psi. 
Mating faces—as cast~-meet with an integrity that elimi- 
nates any need for a gasket. 

In castings as well as forgings, impacts, extrusions and 
screw machine parts, Alcoa puts the metal where you 
want it. Learn more about Alcoa’s ingenious solutions to 
difficult design problems—write to Aluminum Company 
of America, 906-M Alcoa Building, Pittsburgh 19, Pa. 


For exciting drama watch ALCOA PRESENTS every Tuesday evening, ABC-TV 


ALCOA ALUMINUM | 


"ALUMINUM COMPANY OF AMERICA 
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-ft length of gas transmis- 
: ipe 
Bethlehem forms this 
two giant presses. The 
2500-ton hydraulic U-ing 
transforms a 40-ft length 
el plate, up to % in. thick, 
long “U” in about a min- 
‘he second, an 18,000-ton hy- 
lic press, takes about another 
to complete the shape, 
g the “U” into an “O”. This 
forming is the key to the 
production of high-quality 
t rates up to one 40-ft length 
two to three minutes. 


\ modern wire mill will be 

it for Untiversal Wire Co., sub- 

ry of Bostitch, Inc., on a 41- 
tract in Clinton, Conn. 

new plant, which will be 

icture of approximately 100,- 

100 square feet and accommodate 

100 employees, will pro- 

a substantial part of the 

tch requirements of stapling 


wire and attaching wire. At nor- 
mal production rates the company 
consumes approximately 30 tons 
of wire a day in the manufacture 
of staples alone. 


The Lily-Tulip Cup Corp. has 
opened a technical center in Com- 
mack, Long Island, N. Y. The 
150,000 square foot facility, which 
covers 5 acres on a 28-acre plot, 


will concentrate all of the com- 
pany’s research and development 
functions under one roof. 

The center will be used for the 
continuous research and develop- 
ment of new materials, machine 
designs and production equipment 


and for the analysis of poten- 
tially useful products. The build- 
ing contains chemical and phys- 
ical laboratories, marine research 
quarters, engineering offices and 
drafting rooms; also a machine 
development department, pilot 
machine operation and facilities 
for machine construction and as- 
sembly. : 


Monsanto Chemical Co. of St. 
Louis and American Viscose 
Corp. of Philadelphia have an- 
nounced that Monsanto will ac- 
quire Viscose’s entire interest in 
the Chemstrand Corp., namely, 
Viscose’s 50% interest in both 
Chemstrand’s stock and Chem- 
strand’s subordinated notes, esti- 
mated at $9,500,000. 

Under the proposed plan, Vis- 
cose would receive 3,540,000 
shares of Monsanto common 
stock. Viscose has no present in- 
tention of distributing or dispos- 
ing of the Monsanto shares and 
plans that Chemstrand will con- 
tinue its activities as a separate 
entity. 








MARTIN-DECKER REMOTE INDICATING 


"SENSATER” Cmane Scale 


rate, convenient “eye-level” reading re- 
jless of load or hook height. Available for 
fixed installation or hand truck mounted for 
ty. The reliable, time-proven “Sensater” 

1 element, connected to a full-scale, remote 
by up to 50 ft. of flexible double-wire braid 
brings overhead weighing indication where 
want it. Capacities 1,000 Ibs. to 50,000 Ibs. 


MARTIN-DECKER ‘“SENSATER" CRANE SCALE 


act, low headroom loss, Crane Scale. High 
ty factor, low cost, light weight, accurate 
y suited for overhead weighing where 
yy has easy access to the indicator. 
during the normal handling operation, 
S a separate, time-consuming function. 
money saved is yours. Capacities 1,000 
to 50,000 Ibs. 


Cost = Easy to Read # Compact @ Easy to Handle 
ligh Safety Factor (5 to 1) m Lightweight m Accurate 


WRITE FOR DESCRIPTIVE BULLETIN AO-34 
MARTIN-DECKER CORPORATION 
3431 CHERRY AVENUE, LONG BEACH 7, CALIFORNIA 


) 
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Are you worried about the 
1961 business outlook? 
Then don’t miss the 
special economic report 
in The Pulse of Business, 


Purchasing Magazine, 


January 2 issue. 
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Carborundum has engi- 
neered its sanding discs 
into a compact, fully inte- 





grated line of products of es ee a ) sco €; 
progressively varying UG eee “SRORUNA 


properties. Eachis designed : 
to meet specific conditions BE Pen . 
from simple paint or scale <2 
removal to surfacing of af 

heavy-duty welds. This See : 
flexibility makes possible eee 

the choice of the correct 

disc for the application 

involved. 





quality: 
’ finished 
 fast-eutting aluminum: : glue or two 
types of resin bonds engineered for greater holding power, 
and tougher, fiber backings are the prime features of this 
line. Dises are designed for heavy-duty grinding operations 
nd fi irface repair; and resist both edge wear and high 
tally experienced during these operations. All types 
ible with slotted or plain round arbor holes and in a 
nge of diameters to fit all applications. 


a - } } 
A ‘ ¥ i fee ‘ ee 


This chart, showing performance factors, will aid in the selection of the proper 
disc for your particular job. 


"PRIMARY PGI . ; t | - D y-arsr —r “ey Resin Sander Discs 
| open ; ... for rough heavy-duty work 


Very Severe | Cutting life The combination of tough abrasive grain, strong 
Operations Rate of stock removal 


paiicinn resin bonding system and fiber backing makes 

| Aggressiveness of cut this disc especially desirable for rough, heavy- 

intermediate] Resistance to grinding heat duty work. Select this dise for the toughest jobs 

Operations | Resistance to humidity in your shop—scale encrusted welds, edge or 

Uniformity of finish shoulder grinding, cleanup of castings and heavy 

stock removal. On edge grinding operations, 

Resin Sander Dise edges resist tearing and dis- 

tortion even under the most severe conditions. 

Resin Sander Dises are available in 16 through 
150 grit. 


Resistance to loading 
Coolness of cut 


—— 








SW Resin Sander Discs 
... for fast uniform finishes 


This dise is designed for general use where a 
faster, more uniform finishing action is required. 
The abrasive coating is sharp and cool cutting 

. resists loading and glazing. SW Discs are 
recommended for flat panel repair, hard-to- 
grind non-ferrous alloys, blending solder, cut- 
ting down and blending of plastics and lead, 
and autobody paint stripping. They are espe- 
cially useful for stainless steel surface repair 
and light weld removal. SW Discs are available 
in 24, 36 and 50 grit. 
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Sander Discs (Glue Bond) 
... for speed and fine finishes 


A strong, flexible dise bonded with a high-grade 
glue, Sander Dises are designed for lighter grind- 
ing operations where speed of cut and fine finish 
is required. The fiber-combination backing 
makes this product snag-resistant and provides 
a high degree of flexibility in use. Sander Dises 
are used primarily for blending operations on 
flat surfaces. Open Coat Sander Discs are used 
extensively for blending autobody solder, putty 
and for paint removal. Sander Dises are avail- 
able in 16 through 180 grit in closed coat and 
16 through 80 grit in open coat. 


Round and Octagonal Shapes 


Resin Sander, SW Resin Sander and Glue Bond 
Sander Dises by Carborundum, are all available 
in both round and octagonal shapes. The latter 
should only be used where swirl marks must 
be minimized to assure a finer finish, and where 
additional edge flexibility is required for sand- 
ing severe contours. 
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Tyler can supply all types of wire cloth 
— and screen sections fabricated to fit 
every existing type of vibrating screen. 


- 


BRR RRR EEE 
BERR 


Tyler does more than manufacture 53,000 different specifications of wire 
cloth. It starts by designing the specifications to solve each problem to 
your greatest profit. 

Selection and control of the metal is important — especially where cor- 
rosion, abrasion, or contamination are factors. Tyler controls the design 
of all metals and alloys used in weaving, and in addition operates its 
own wire mill for processing all its non-ferrous and many of its stainless 
steel wires. Tyler Screens are literally tailor-made for maximum profit 
to the user. 

Ask your Tyler representative for full information—through him 
you'll get Tyler Screening Service. 
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The W. S. TYLER Company « Cleveland 14, Ohio 


OFFICES: New York + Chicago + Boston + Philadelphia + Atlanta 

Dallas « Los Angeles « San Francisco « Baltirnore + Birmingham + Houston « Minneapolis 
Pittsburgh + Salt Lake City * The W. S. Tyler Company of Canada, Limited, 

St. Catharines, Ontario «+ OFFICE: Montreal 
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kpatrick, Manager, Maintenance 
tinghouse Electric Corporation 


IS PROFITABLE MAINTENANCE 


What Do Your Maintenance Dollars Buy? 
Repairs Only... or Research Advances As 
Well? 
Repaired equipment often beats 
its original performance. Why? 
Because large manufacturers like 
Westinghouse pass on to you the 
latest equipment improvements 
sparked by their research dollars. 
They make sure that repair facili- 
ties have engineering and quality 
control in depth. 

If you judge solely on the basis 


of your repair bill, you may never 


know that your maintenance 
dollars could also include research 
advances. You can get radically 
new components, materials and 
techniques for your repair dollars 
that will lengthen operating life 


‘and cut your maintenance costs. 


Building-in the findings of re- 
search means that your equipment 
is more than just repaired—it is 
modernized for maximum per- 
formance. This often means that 
your equipment. can be rebuilt to 
work even better than when it was 
new. The latest advances in tech- 


Westinghouse rebuilds “hopeless” motor 


Save Customer 
ime and Money 


this 720-hp motor 
a large steel company. 
hot. Armature damaged. 
nutator gouged. Windings 
d all around. 
accident occurred when a 
breaker serving the motor 


i mess 


jammed mechanically—failing to 
open when the motor lost its field. 

Westinghouse maintenance ex- 
perts from the St. Louis Repair 
Plant checked the motor carefully, 
decided that although the damage 
was extensive the motor could be 
economically rebuilt and put back 
in service in less time than re- 
placement by a new motor. Mean- 


time, a new Westinghouse motor, 
similar rating, recently delivered 
for a new mill, was pressed into 
temporary service to minimize 
down-time losses. 

Westinghouse restored the 
motor to first class operating con- 
dition. Time required—a short 14 
weeks. Savings to customer— 
ectimated $11,000. 


BEFORE: This sight greeted Westinghouse service engineers—a motor that apparently would never run again. 


PURCHASING 





nology and engineering are incor- 
porated in the maintenax:ce service 
you receive —because large manu- 
facturers are interested in your 
business in total, not just the 
immediate job on hand. They 
know that service and integrity go 
together—-whether you buy new 
apparatus or need specialized serv- 
ice to maintain production equip- 
ment. It is imperative that they 
give you the latest, most modern 
and most reliable equipment. 
Millions of dollars are spent 
annually to solve equipment op- 
erating problems—to keep your 
equipment more reliable and on 
line with minimum down time. 
The tortuous testing of hundreds 


of materials (including devising 
the tests themselves) is constantly 
going on, to search for better ma- 
terials and more economical ways 
to answer industry’s needs. 
Research often starts with 
maintenance because severe oper- 
ating conditions put equipment to 
the supreme test. There is great 
advantage in working with a com- 
pany experienced in solving prob- 
lems under the many different 
conditions and in locations where 
they occur—even internationally. 
Knowledge gained in solving a 
particular maintenance problem 
becomes part of the sum total of 
experience that is applied to solv- 
ing problems in any industry. It 


also leads to new products or 
equipment innovations that elim- 
inate similar difficulties in the 
future. : 

A regular, planned schedule of 
modernization and repair—carried 
on in cooperation with a company 
such as Westinghouse—assures 
you of receiving the benefits of 
their research. Your equipment 
comes back to you wiih extended 
life that cuts maintenance costs 
. . . to help keep you producing 
profitably. 


This is one of a series of 
Westinghouse articles on prof- 
itable maintenance practices. 


| 


—makes it better than when new 


AFTER: The 720-hp motor, rebuilt and modernized by Westinghouse craftsmen, is now ready to go back on the line. 


Westinghouse Maintenance Services 
—a Phone Call Away 


Wherever you are, Westinghouse 
Maintenance Service is nearby, 
ready to work with you in the re- 
pair and modernization of your 
equipment—around the clock if 
necessary. In any industrial area 
of the country, you’ll find West- 
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inghouse Repair Plants, Renewal 
Parts Warehouses and Field 
Engineering Offices. 

Your Westinghouse representa- 
tive will show you how this fast, 
dependable, money-saving service 
can expedite your modernization 
and repair schedule . . . and he will 
assist you in setting up such a 
schedule. Call him .. . or write 


Westinghouse Electric Corpora- 
tion, P.O. Box 868, Pittsburgh 30, 
Pa. You can be sure... if it’s 
Westinghouse. J-95219 


Westinghouse 
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Purchasing People 
mtinued from page 55) 


imonds Saw and Steel Com- 
Fitchburg, Mass. has named 
ward W. Morgan purchasing 
Louis A. Little has been 
sanager of Simonds spe- 
lucts line. Mr. Little is a 
director, treasurer and 
of the New England 
ng Agents Association 
director of the 
County Purchasing 
sociation. 





rormer 


mtinental Screw Company, 
Bedford, Mass. has made the 
appointments. Edward 

engill has been named man- 
production control and 

Robert L. Tripp purchasing agent. 
Pettengill has been pur- 

since 1956. He 
etary of the Purchasing 
Association of Southeast- 
Massachusetts. Mr. Tripp 
Continental in 1953 as 
lerk. He was made assist- 
hasing agent a year later. 


agent 


He has been traffic manager since 
1955. He is second vice-president 
of the New Bedford Traffic Club 
and the Purchasing Agents As- 
sociation of Southeastern Massa- 
chusetts. 


Cities Service Company, New 
York, N. Y. has named John J. 
Dorr manager of the purchasing 
department. He succeeds Elmer 
D. Erney who has retired. Mr. 
Dorr will also continue in his 
present capacity as coordinator 
of national accounts. 


The Chesapeake and Ohio Rail- 
way Company, Cleveland, Ohio 
has made the following purchas- 
ing appointments: 

W. J. Eck, General Manager, 
Purchasing and Stores Depart- 
ment. 

H. W. Brewer, Director of Pur- 
chases. 

R. J. Burns, Purchasing Agent. 

E. S. Garnett, Senior Assistant 
Purchasing Agent. 

S. R. Secor, Chief Purchasing 
And Stores Officer, has retired. 


Dynamaiic Division of Eaton 
Manufacturing Company, Keno- 
sha, Wis., has announced the pro- 
motion of Louis D. Dalpaos to 
buyer in the purchasing depart- 
ment. Mr. Dalpaos succeeds the 
late H. R. Stierman, who passed 
away suddenly on October 15, 
1960. 





Obituary 





Daniel F. Hulgrave, retired di- 
rector of procurement and sched- 
ules for General Motors Corpora- 
tion, died November 6, 1960 in 
Jennings Memorial Hospital, De- 
troit. 


Irvin E. Walton, retired vice 
president in charge of purchases 
and traffic for Heppenstall Com- 
pany, Pittsburgh, Pa., died No- 
vember 9, 1960 in West Penn Hos- 
pital, Pittsburgh. Mr. Walton was 
a past president and director of 
the Purchasing Agents Associa- 
tion of Pittsburgh. 





Now—EASTERN’S Flying Freighters offer 


} 


OVERNIGHT Lz 
DELIVERY i 


New York—Miami—San Juan 
New York—Atlanta—New Orleans—Mobile—Houston 
Chicago—Atlanta—Miami—San Juan 


® Reserved space on every Freighter flight. 

e Pressurized and temperature-controlled. 

® Flights daily except Saturday and Sunday nights. 
© Pickup and delivery service available. 


‘dition, Eastern offers freight space on over 400 daily passenger 
including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
inited States, Canada, Bermuda, Puerto Rico and Mexico. 


or Information and Freight Reservations, call your 
eight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN/AIR LINES 
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Millions of breakfasts in corrugated 
America’s big morning appetite is a bull market for 
breakfast food. Producers supply this demand with a 


harvest of crispness, a mu.titude of different cereal 
brands. Why are so many of these family favorites 
shipped in boxes by Hinde & Dauch Division? Because | ¥ | Pulp and Paper 
buyers know they can depend on Hinde & Dauch for 


Hinde & Dauch Division 
money-saving corrugated containers 1n volume. 


17 Plants * 42 Sales Offices * Sandusky, Ohio 





SUPERIOR PERFORMANCE PROVES THERE’S A 


— 
NY 
¥G) 
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GET IT 
FROM 
YOUR 
LOCAL 
DISTRIBUTOR 


Over the years, USS 

Tiger Brand Wire Rope 

n engineered for hundreds of different appli- 

Some require extra high strength, others 

iperior flexibility or high resistance to vibra- 

atigue. The point to remember is this—you 

t a Tiger Brand Rope that’s designed to give 
rvice for any particular application. 


RIGHT ROPE CAN SAVE YOU MONEY. Frequently 


up to 50% can be made in annual wire rope 


y 


Tr \ 


Silt as ns e. ie 
Tiger Brand Dredge Ropes heavily lubricated to withstand corrosion. 


costs by using a rope that’s better fitted for the 
installation. The properly selected rope will possess: 
e TENSILE STRENGTH—Sufficient to withstand the 
maximum load to be applied, with an appropriate 
factor of safety. 

e FATIGUE RESISTANCE—Ability to withstand the ef- 
fects of the bending and vibration to be encountered, 
without unduly rapid fatigue. 

e ABRASION RESISTANCE— In proportion to the sever- 
ity of the abrasive factors to which the rope will 
be subjected. 

e CRUSHING STRENGTH—Lateral stability sufficient to 
withstand the crushing forces to be applied to the 
rope, without undue distortion of the cross section. 
e CORROSION RESISTANCE—Adequate resistance to 
the corrosive factors present in the environment 
of the rope. 

Your Tiger Brand distributor can get the rope you 
need quickly—either from stock or from conven- 
iently located warehouses. He’s the man to ask for 
help in selecting the best rope for your needs, and the 
services of Tiger Brand field service representatives 


PURCHASING 





TIGER BRAND WIRE ROPE FOR EVERY JOB 


Mine hoist ropes designed to lift 60 tons at high speeds. 


are also available. For more information, write 
American Steel & Wire, Dept. 0471, 614 Superior 
Ave., N.W., Cleveland 13, Ohio. 


WHY (ss) TIGER BRAND IS YOUR BEST BUY 


1. It is made by a company that maintains the 
most complete research and manufacturing facili- 
ties in the steel industry. 

2. It is designed by one of the country’s most capa- 
ble staffs of wire rope engineers. It is serviced by 
thoroughly experienced field representatives always 
ready with their assistance. 

3. Every type of Tiger Brand Wire Rope is de- 
signed for specific applications. You get the right 
rope for the job. 

4. It is made by one company, U. S. Steel, and 
every step of production, from ore to finished prod- 
uct, is carefully controlled and supervised to guar- 
antee one high standard of quality. 

5. Tiger Brand Wire Rope is manufactured by the 


foremost single wire rope producer in the country. 
USS and Tiger Brand are registered tradernarks 
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You can rely on the strength and safety of Tiger Brand Slings—they’'re 
designed for your loads. 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company Distributors Abroad 





is This the Season 
For Ethics? 


ontinued from page 87) 


n to influence the buyer 
Much of the Christmas 
falls into this general cate- 


payola is accepted, it’s 
because; 

|) The purchasing agent is 

unethical. He may rationalize his 

by thinking, “It isn’t cost- 

company anything—why 

in’t I accept it? If the sales- 

vants to give me a new tele- 

that’s his business. Why 

iid my company care as long 

lon’t let the gift influence my 

: judgment?” Soon the prac- 

bribery becomes an ac- 

table, though concealed, stand- 
f performance. 

The company is lax in its 

against payola. Many in 

sement are not convinced of 

eed to investigate purchas- 

1ics. They may be afraid of 

aspersions on the _in- 

they may not be willing 

rt the extra effort necessary 

educate the workers in the 


company policies; or they may 
not think it is necessary to see 
that these policies are followed to 
the letter. 

(3) Companies find themselves 
in a paradoxical situation. On the 
one hand management may be 
trying to discourage the receipt 
of gifts, but at the same time it 
may be guilty of allowing the sales 
department to give to its cus- 
tomers. The sales department is 
always under a certain amount of 
pressure to increase sales. What 
can management say to a sales 
department which has just re- 
ceived a million dollar order by 
spending a few hundred dollars 
to wine and dine the purchasing 
agent of the firm placing the 
order? 

The only way payola can be 
controlled in purchasing is to set 
up a definite program to handle 
the problem: 

(1) The boss must decide that 
he wants to control payola before 
any progress can be made. This 
decision must apply to sales as 
well as purchasing. 

(2) Management must set an 
example for all employees of the 
company. 


(3) Management should inform 
all employees of its standards. 

(4) An honest and realistic 
policy should be established. 
There should be definite limits 
on the amount to be spent or re- 
ceived, eg., Christmas cards 
rather than gifts, the price of a 
dinner when entertaining a pur- 
chasing agent at the home plant, 
etc. 


(5) Management must take a 
firm stand with any supplier who 
offers gifts or favors. The vendor 
should be informed of the com- 
pany’s policy on gifts and man- 
agement’s intention to enforce it. 
Any company not willing to com- 
ply with this request, should be 
dropped as a supplier. 

Many of these suggestions are 
difficult to put through. They are 
a must, however, if purchasing is 
ever going to solve one of its 
thornier problems. > END 
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Gusta single strohel... 


CUTS ROUND RODS 4" to 4%" ona 


MARVEL ROD CUTTER 


If you buy steel 
you cant afford not 
to read the 


Special Commodity Report 


~~. Available in 

” three models: 
No. 5 %Y% Mw % 
No. 6 %%eNMMN 
No. 7 % %sKHR HK KH 
These are bench models, but the 
No. 7 MARVEL Rod Cutter can 
be furnished mounted on legs. 
See your Industrial Distributor 
or write us for literature and 
prices. 


ARMSTRONG-BLUM MFG. CO. 


5700 W. Bloomingdale Ave. « Chicago 39, U.S.A. 
Manufacturers of the outstanding MARVEL Metal Saws. 
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section in the January 30 
issue of 


Purchasing Magazine 
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There’s more to the buy 
than meets the eye 


How do I know? We had a finish problem in reaming cast 
steel. Best finish we were getting was 150-175 micro-inch. 
We needed 60 or better. A W&B Service Engineer came in 
with one of their 1-1/16” Chucking Reamers. He checked 
feeds and speeds—finally came up with .011 per revolution 
and 60 SFM. He recommended a secondary grind on the 
chamfer to assure clearance, then added a second chamfer of 
67% . We were able to get and maintain a reamed finish of 
40-50 micro-inches. At the end of the day, the operator was 


VAI 


getting all good parts and saving substantial time per piece. 
In a case like ours, W&B’s technical help, service and 
consistent reamer quality really convinced me that initial 
price is merely one factor. Find out for 
yourself .. . test W&B tools in your plant 
under your conditions. Call them in direct 
or through your industrial distributor. Do 
it today. See if you can’t get better results. 

PARTNERS IN PRODUCTION PROGRESS 


3A AN 
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"Reduce Tip Failures with W 2B 
Perma -Braze Carbide Tools 


CARBIDE DOWEL PIN REAMER NO. 1289 


de 
Be 
ie 
e 











( ALL YOUR Perma-Braze is an advanced process pioneered and perfected by Whitman & 

i Barnes that enables carbide tips to be brazed with a specially developed 

TMAN & BARNES high temperature alloy at the same time the high speed bodies are 

ey 2IBUTOR FOR hardened. The result is uniform body hardness and carbide tips that will 
oe sp is not loosen due to braze melting. Your payoff is greatly reduced tip 
failures . . . less machine down-time . . . longer tool life. You get lower 

ENGINEERING SERVICE tooling costs and a more efficient operation. Ask your W&B distributor 


about Perma-Braze carbide tools today! 


IN-STOCK SELECTION 


PROMPT DELIVERIES 


ag END MILLS @ COUNTERSINKS @ COUNTERBORES @ CARBIDE TOO." @ SPECIAL TOOLS 


WHITMAl s BARNES 


“MAKERS OF FINE TOOLS SINCE 1848” 


DRILLS ann REAMERS 


FREE LITERATURE 40000 PLYMOUTH ROAD e PLYMOUTH, MICHIGAN 
carbide tools— write today! / NEW YORK CHICAGO LOS ANGELES 


New FAFNIR seal in a“‘steel sandwich”’ 
stays put...seals better! 





NEW “ROLLED-IN” FAFNIR 
PLYA-SEAL 


a 
2>\h\@ 


<3 


Strong clamping action secures 
seal in bearing. 

“Steel sandwich” provides rigid 
seal support, prevents push-in. 
Tough, Buna-N rubber-impreg- 
nated fabric Plya-Seal offers 
“best protection yet’ against 
contaminants, fumes, moisture. 
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Notice the steel supports on both sides 
of the seal in this Fafnir ball bearing. 
The seal is held by clamping action from 
the rolled-in, firmly wedged supporting 
members. 

This new Fafnir seal design is engi- 
neered to prevent seal push-in, and to 
assure positive anchoring of the seal in 
the bearing. Protection against contam- 
inants is increased .. . lubricant is more 
effectively locked in. Sealing is further 
improved by the “baffle action” of the 
inner steel support, and the lip-in-groove 
design of the seal itself. 


Fafnir ball bearings with new, “rolled- 
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in,” nonremovable Plya-Seals are now 
available in a wide range of sizes and in 


Fafnir power transmission units. 


of iy hohe 


THE FAFNIR BEARING COMPANY 
BOOTH ST., NEW BRITAIN, CONN. 


Please send me more information on 
sealed and shielded bearings. 


NAME TITLE 
COMPANY 

STREET 

CITY & STATE 
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TRIAL FASTENERS like these Knurled 
crews are produced to a dynamic 
tandard as a result of SPS re- 

SPS line includes a limitless 
self-locking screws, locknuts and 
fasteners for everything from mas- 
ery to the most minute products. 


AIRCRAFT/MISSILE FASTENERS like this bolt 
are produced to ultra-high performance stand- 
ards at SPS. Today's lightest, strongest fas- 
teners in standard and special designs are 
products of SPS. Research and development 
work includes titanium, beryllium and other 
light-weight, high-strength exotic metals. 


SPS NUCLEAR 


NUCLEAR COMPONENTS like this cap for a 
core housing are held to almost unbelievable 
dimensional tolerances. The nuclear energy 
field depends on SPS for threaded fasteners, 
contro! rod drive mechanisms, motor tubes, 
core components, instrumentation housings 
and many other essential parts. 


’S self-locking fasteners sit tight 


Sari’ . 

POINT Socket Screw is tightened between two loose 

ct Induced Vibration Tester. Mark on socket 
index on machine. 


AT 1275 CYCLES a minute, high speed camera catches test 
collar being pounded by loose collars above and below. Note 
that plain cup socket screw has already turned 90 degrees, 
collar has started to creep. 


OUT IT COMES! A few seconds later plain cup socket screw 
drops out of collar. In same test, SPS UNBRAKO Socket Screw 
with knurled cup point stayed in more than 4 minutes—over 
8 times as long. 


less than 30 seconds, plain cup socket screw 
degrees, is completely loose. Test collar is now 


; 


hart 





SHOP EQUIPMENT for industry and schools 
is made to the same superior quality stand- 
ards as other SPS products. The Hallowell line 
offers broad coverage of standard and special 
needs in work benches, shelving, and similar 
equipment. Ruggedness and space efficiency 
are well identified with Hallowell. 


COLUMBIA 
; er 


OFFICE FURNITURE like this handsome 
Columbia Nine-to-Five unit sets an office apart 
with distinctive styling and color combinations. 
The complete line includes efficiently designed, 
durable steel office furniture, plus special 
units, a wide choice of smart chairs, filing 
cabinets and accessories. 


CAPACITORS FOR ELECTRONICS bearing the 
1El trademark are widely used for subminia- 
ture circuitry and transistorized applications. 
This SPS company makes both aluminum and 
tantalum capacitors, including the lightest and 
smallest per given capacitance in the industry, 
to the highest quality standards. 


while others get the shakes 


Vibration is a killer. 


Once it succeeds in working a fastener loose, 
things start coming apart in a hurry. 


Some of the simplest, but most ingenious, 
engineering devices known to man now pre- 
vent vibration loosening of fasteners. When 
made right, and installed properly, they solve 
the vibration problem easily and economically. 


The SPS family of self-locking fasteners in- 
cludes such well-known names as UNBRAKO 
knurled point set screws that get a firm grip on 
the material they seat against . . . UNBRAKO 


UNITED STATES CANADA where reliability 


replaces probability 


with Nylok*, a nylon pellet in the thread 
area . . . Sel-Lok spring pins that expand 
against the hole walls . . . and Flexloc nuts 
with locking collars that squeeze the bolts 
for holding power. 


All are re-usable. All can be installed quickly 
without special tools. And the reliability stand- 
ards to which each is manufactured insure 
vibration proof performance in everything 
from power mowers to missiles. 


Samples of any of these SPS self-locking 
fasteners will gladly be furnished upon request. 


*T.M. Reg. U.S. Pat. Off., The Nylok Corp. 


@o @ 


GREAT BRITAIN EUROPE 


STANDARD PRESSED STEEL COMPANY, Jenkintown, Pa. * SPS Western, Santa Ana, Calif. « The Cleveland Cap Screw Company, Cleve- 

land, O. * Columbia Steel Equipment Div., Fort Washington, Pa. * International Electronic Industries, Inc., Nashville, Tenn. * National 

Machine Products Div., Utica, Mich. * Standco Canada, Ltd., Toronto, Canada * Unbrako Socket Screw Co., Limited, Coventry and 
Sheffield, England * Unbrako Schrauben GmbH, Dusseldorf and Koblenz, W. Germany. 
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Heavy-duty Nickel 
Plating protects 
product purity 


jere are some examples of corrosion-test results that 
te the ability of wrought Nickel to resist cor- 
1 by a variety of chemical compounds under 
conditions. 

With these test results as a basis, the corrosion- 
tance of plated Nickel coatings can be pre- 

ted with considerable precision. 

Vhere you don’t need solid corrosion-resisting 
rials, a substantial coating of plated Nickel 
ocess equipment resists a variety of corro- 
and protects product purity. 
th a thick layer of corrosion-resisting Nickel 

tween basis metal and corrosive media, your 

lucts remain pure. And your equipment lasts 
protected by plated armor af. Nickel. 


Today your new equipment can be Nickel Plated before or 
ter fabrication. New equipment can be made from 
plated steel or other metals, available from 
yplaters in a variety of mill forms with a 
uniform coating of Nickel. 

uipment already fabricated can*be protected 
lectroplating with Nickel. The chemical- 
ction process called electroless plating can be 
| to apply a corrosion-resisting layer of high- 
el alloy even on inside surfaces and over the 

t, complex_shapes. 


Yours for the asking. You can easily get further in- 
ation about heavy-duty Nickel Plating .. . 
luding additional test results and a table of 
rrosion-resistance ratings for Nickel Plating in 
tact with 53 corrosive media. Write for a copy 
the new 20-page booklet, “Industrial Nickel 


ting. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street, New York 5, N. Y. 


»@, Ineo Nickel 


ene a Be 
except that due to dey: | 


VINYL CHLORIDE: Test souls expos 

56.5 days in still in contact with li 

vapors of pure vinyl chloride with 
aldehydes, ethylidene dichioride, 

salts. HCl gas and acetylene content less 
than .0001%. Temp. 100°F, p 

about 60 psi gauge, no aeration, — 


RESULT ers 
Average Nickel corrosion rate: .0003 


TEST 


GLYCERINE-SALT: Test spout expos 
days, resting on the bottom ofas 
with iron cooling coils in crude 
containing 81% glycerine, 8 to 10% 
chioride, and 7% water. Average 
240°F (70° to 280°F). Solution | 
‘in and out of tank continually at ab 
pounds per minute. No aeration. — 


RESULT Be 
Average Nickel corrosion rate: . 





TEST 


AMYL PHENOL: Test spool exposed fo 5 
days in still used in production of 


nol, amyl phenol, and phenol 
Temp. 392°F. No aeration. 
boiling. No pitting observed. 


RESULT 
Average Nickel corrosion rate: 


TEST 


CANE SUGAR JUICE: Test soi 
92 days in Dorr Thickener.in 
cane juice before clarification in 
of sugar. Temp. approx. 180°F, 
agitation and aeration. 


RESULT 


mgr x 
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FORGED STEEL VALVES 


Recommendedor: 
e REFINERIES, 
PETRO-CHEMICAL, \ 
POWER, \\ 
PROCESS \\ 
INDUSTRIES\, 











GAUGE, 

INSU aN 
METER LINE / 
SERVICE } 


“R-P«C Forged Steel Valves 
are designed for 
streamlined safety” 


** ‘Streamlined safety’ is the R-P&C way of saying that this Forged 
Steel Valve is now lower in weight yet higher in safety than ever 
before. Thanks to an improved design worked out with leading 
material specification engineers, all unnecessary bulk and weight in 
R-P&C Forged Steel Valves have been eliminated. Ample metal sec- 
tions throughout the valve body still give it the highest possible 
safety factor.” 
Other new design features like these add up to a long life of trouble- 
free service: 

e Spiral wound gasket in bolted bonnet joint 

e Careful heat treatment of parts for strength and wear 

@ Unique stem design to protect stuffing box packing 

e High quality materials to prevent corrosion 

e Precision manufacture with exacting standards 


In addition to these Forged Steel Gate and/or Globe Valves, R-PaC 
distributors offer users in all industries a complete line of R-PaC 
gate, globe and angle valves in all standard materials: electric furnace 
iron, bronze, bar stock, cast steel...plus many specialties. 


Contact your R-P«&C distributor 


R-P:C VALVES ~~ 


R-P2C Valve Division, American Chain & Cable Company, Inc. 
Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, New York, ain 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. = 
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WATCH FOR— 


“Purchasing —The 

Problems and the 

| Promise” 

in the January 2 
issue of 


PURCHASING 
MAGAZINE 











Buyer-Seller 
Automation 
(Continued from page 73) 


purchasing substantially. Ordin- 
arily, buyers devoted much time 
to scanning supplier price lists and 
parts specifications. With Spec. 
200, they can safely assume that 
prices, specs, and parts numbers 
listed on the DSN form are cur- 
rent. Changes are immediately in- 
troduced into the system by Bran- 
iff and suppliers. 


Make More Decisions 


Buyers are making more buy- 
ing’ decisions than ever before. 
Braniff’s six buyers order about 
4,500 items per month. 

Another obvious advantage of 
the system: EDP does not have 
the occasional human failing of 
forgetting to reorder parts. The 
infallible EDP memory was in- 
strumental in slimming the buffer 
inventory that was carried for 
safety’s sake. 

Routine and special EDP re- 
ports served also as management 
tools. Daily, weekly, biweekly, 
and monthly reports record in- 
ventory status, buyer transac- 
tions, receipts of materials, open 
orders, overdue items, overstocks, 
etc. One particularly valuable re- 
port shows how much money has 
been spent on what parts and how 


much remains in the purchasing, 


budget. 


Reduce Error Margin 


Spec. 200 also helps the vendor. 
He can schedule his jobs faster 
and minimize paperwork. Con- 
ciseness of punch card language 
narrows the margin for misunder- 
standing. Usage trends and fore- 
casts developed by the customer 
guide the supplier’s purchases, 
thus enabling him to reduce in- 
ventories. 

In adopting Spec. 200, Braniff 
has walked cautiously. Systems 
man Ennis does not believe EDP 
should abruptly displace estab- 
lished methods. He favors the 
gradual approach. Today, Ennis is 
plotting Braniff’s final step in 
automated purchasing — that of 
transmitting punch card buying 
data by wire with tape. This, he 
expects, will be the ultimate re- 
finement, for a while. > END 


What’s Wrong With 
Performance Appraisals? 


(Continued from page 81) 


If these points require fur- 
ther support beyond the affirma- 
tion of our own experiences, let 
me cite the statements of men 
such as Myles L. Mace and 
Chester I. Barnard. As Mace 
said: 

“Executives’ abilities and 
capacities exist not by them- 
selves but in relation to the 
organizational environment 
in which they are ezxer- 
cised.” 

Discussing the role of the man- 
ager or supervisor as a leader, 
Barnard wrote: 

“Leadership appears to be 
a function of at least three 
complex variables—the in- 
dividual, the group of fol- 
lowers, the conditions. Now 
the points to note here are 
two. First, these are vari- 
ables obviously within wide 
limits, so that leadership 
may in practice mean an 
almost infinite number of 
possible combinations. Sec- 
ond, if we are to have a 
good understanding of lead- 
ership we shall need a good 
understanding of individuals, 
of organizations, and of con- 
ditions, and of their interre- 
lationships so far as relevant 
to our topic. Do we have that 
now? I am sure we do not.” 

To conclude, examining how to 
improve performance of man- 
agers requires the intelligent 
probing of the following ques- 
tions. As managers or subordi- 
nates we must sit down to ex- 
amine: 


(1) What is the situation? 
(2) What can management do 
to improve its portions? 

(3) What can the individual 
do to improve his portion? 


Quite obviously, the key to 
getting these answers lies in the 
ability of top management to sus- 
pend the hit of threat or judg- 
ment which blocks communica- 
tion, and to encourage examina- 
tion of the weaknesses of man- 
agement as a whole as those of 
its individual contributors. 

 & END 
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DIVISION 


DIVISION 


RICHMOND 


SHULER AXLE | 
COMPANY 
LOUISVILLE 


Why this Map? 


It has a big story to tell—locating 20 of the 23 Eaton Divisions and 
Subsidiaries where more than 12,000 Eaton people are doing important 
things to add to the quality, dependability, and long life of the country’s 
best known and most distinguished manufactured products in every 
field. Not shown are two Eaton Subsidiaries in Brazil. 


Our manufacturing operations supply parts and assemblies to leading 
companies in widely diversified industries. Our two Research and Tech- 
nical Centers, also shown on this map, work in close co-operation with all 
of our Divisions; their imaginative engineering continually improves 
materials, product design, and manufacturing processes. These groups 
are doing some deep-secret planning, too, which will make our customers’ 
future products even better than today’s. 


If you would like to know more about Eaton plants and products—send 
for your copy of our new illustrated booklet. 


@ EATON MANUFACTURING COMPANY 


Genera/ Offices: Cleveland 10, Ohio 


THERE ARE TWENTY-THREE EATON DIVISIONS AND SUBSIDIARIES, PLUS TWO RESEARCH 
AND DEVELOPMENT CENTERS, CONTRIBUTING CONTINUOUSLY TO INDUSTRIAL PROGRESS 
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THE GREATEST NAMES IN 
INDUSTRY ARE USING 
ALUMINUM BEARINGS 

IN THE TOUGHEST 
APPLICAHIONS 





APPLICATIONS for bearings and bushings: 


Hardinge Company, Inc. e aircraft landing gear e track rollers 
jucts Div., Ingersoll-Rand Co. e turbines 
x Aviation Corp. Manning, Maxwell and Moore, inc. ® cranes 
wipes Marion Power Shovel Co. e hydraulic pumps 
McCulloch Corporation @ air-conditioning 
Morgan Construction Co. equipment power shovels 
Nordberg Mfg. Co. e diesel engines @ superchargers 
bade of Northern Engineering Co. e railroad car journals e rolling mills 
dustries, Inc. Pesco Div., Borg-Warner e@ compressors 


e gear reduction units 
e lathes 
e starting engines 


e aircraft engines 
Crane&EngineeringCo. | Schramm, Inc. * combination 
semer Corp. Waukesha Motor Co. engines-compressors ae ; 
S. S. White Dental Mfg. Co. e forming presses e milling machines 
Alkali Co. Worthington Corp. e stationary engines e automobile engines 
Morse Co. York Process Equipment Corp. @ marine engines @ grinding mills 
there are many, many others! 


e aircraft controls 


ation on aluminum bearings see 

g manufacturer, or write Aluminum 

{ America, 1841-M Alcoa Building, ALCOA ALUMINUM 
19, Pa. For aluminum bearing stock, 
earest Bunting Distributor. 
y ALUMINUM COMPANY OF AMERICA 


ales through Alcoa International, Inc. 
k Avenue, New York 17, N. Y. 
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' This handle turns washroom complaints into compliments... 


{ 


... and cuts costs too! 


“Numatic helped us stop 
washroom waste. The handy 
crank prevents thoughtless 
grabbing of unnecessary 
towels.” 





“Numatic lets me crank 
out as little or as much 
toweling as I need! It’s 
good toweling, too. Soft 
and strong. Doesn’t 
shred when I dry my 
hands.” 


“Numatic has big ca- 
pacity — an average of 
667 towels per roll. I 
don’t need to refill dis- 
pensers as often, and I 
get more work done.” 


A detailed analysis of your 

washroom costs will show 

you how much money Nu- : - 

matic can save you. For CROWN ZELLERBACH 
samples and complete in- 

formation, call your nearby DISTRIBUTOR SALES DIVISION 
Crown Zellerbach supplier, 


or write us at 485 Lexing- 
ton Avenue, New York. 





Spincraft experience in 
Space can mean down to 
earth savings for you... 


Spincraft, with over a decade of missile 
experience, was a natural supplier for 
mtractors on two recent rocket projects. 
One, the IRIS, was large; the ther, 
NIKE CAJUN, was small. 
Only Spincraft’s 
kind of experience 
1d equipment 
ould fashion 
these tapered 
luminum cones 
to the exacting 
lerances 
juired, There- 
re, Spincraft’s 
nique skill is 
constantly being 
pplied to the 
lution of 
inusual 
\etal-forming 
roblems. 


Investigate 
Spincraft — it 
1n mean im- 

proved design 
ind lower cost. 

Send your 

prints or phone 

for a Spingineer 
) visit you. 





Write for Notes For An Engineer’s 
File, a series of valuable bulletins. 


4132 W. STATE ST., MILWAUKEE, WISCONSIN 
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How to Make E. O. Q. Fit Your 
Inventory Budget 


(Continued from page 79) 


The resulting inventory investment and ship- 
ments per year are given below. 


Quan- 
tity Average Average Number 
Annual per Inven- Inven- of 
Unit Use Ship- tory tory Shipments 
Material Cost Tons ment Tons Dollars per Year 


XxX $ 60 4800 69.8 34.9 $2094 69 
bs 160 240 9.6 48 768 25 
7, 180 3600 35.0 17.5 3150 103 
Total $6012 197 


Conclusions 


We have seen, first, how E. O. Q. theory is nor- 
mally applied. That is, given a cost per order and 
a cost per dollar of inventory carried per year, 
economic order quantities are calculated item by 
item. The aggregate volume of orders and size of 
inventory are consequences of these individual de- 
cisions. 

Second, we showed how the theory could be 
modified to provide a minimum-cost ordering sys- 
tem where a restriction was placed in advance on 
the total investment in inventory. 

Finally, we showed how to prepare a chart which 
presents the relationship between investment and 
orders per year for a wide range of efficient poli- 
cies. An illustration demonstrated how once an 
overall inventory policy is selected from the chart, 
the policy can be translated into order quantities 
for each inventory item. 

The efficient policy approach has much to rec- 
commend it as an additional technique for dealing 
with problems of inventory management. It lends 
itself well to presenting proposals to management. 
It brings light to bear on the central problem of 
balancing the opposing factors of order volume and 
inventory investment. It enables management to 
consider the overall effects of a range of possible 
policy decisions. This will usually result in a 
sounder choice than would otherwise be the case. 

> END 


rrr _ 
“| knew: it was just a matter of time, boss. Every man in 


the shop is accepting payola from our scrap buyer.” 
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~ Steel furniture 
manufacturer gets 
these_9 benefits from 
Mt. Vernon die castiqgs 


CASE HISTORIES FROM 
MT. VERNON FILES 


Subject: 


Art Steel Company, New York City 


In a major switchover, Art Steel Company 
makes this handsome Steelmaster Desk with 
aluminum die cast legs. The companion Execu- 
tive Chair stands on a die cast aluminum base. 
Formerly it took 8 parts to assemble each island 
leg of the desk...and 14 parts for the chair 
base. But switching to die cast parts gave Art 
Metal Company 5 major benefits: 


1. Simpler fabrication since all castings are one- 
piece integral units. No more multiple section 
subassembly work. 


2. Complete freedom in designing due to the 
many inherent advantages of the die casting 
process. 


3. Corrosion of legs and bases caused by office 
cleaning detergents no longer a problem. Alu- 
minum die castings stay bright and attractive. 


4. Die castings are delivered polished, drilled 
and tapped, ready for use. Several assembly 
steps previously required have been eliminated. 


5. Because production of legs and bases has 
been put into Mt. Vernon, valuable production 
capacity at Art Steel has been freed for other 
requirements. 

More and more, in a great variety of products, 
Mt. Vernon Die Castings are replacing complex 
sheet metal assemblies and costly, crude sand 
castings, bringing significant production econo- 
mies to the manufacturer. All the knowledge we 
have gained on this subject is also available to 
you... free. Why not discuss your problem with 
us too. A call to your nearest Mt. Vernon repre- 
sentative will bring you action, 


eee’ se a hel Mor -mrey-U-hal hepelel-i-lel-f Galel, 


STAMFORD, CONNECTICUT 


SALES REPRESENTATIVES MARIETTA, N. Y.: Mr. Burt J. Meldrum, Olanco Road 

BALTIMORE, MD.: Mr. C. M. Gordan, 919 St. Paul St. PITTSBURGH, PA.: Mr. Andrew W. Anderson, 300 Pasadena Drive So. 
BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St. STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 

CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. VALLEY FORGE, PA.: Mr. G. T. McMaster, P.0. Box 115 
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Pe cwruat SERIES 
¢-1050 


ewTuRY SERIES 


¢-114l 
curry SERIES 


cst 


ci i ll me 


CENTURY SERIES COLD FINISHED STEEL BARS. Having 


»uble finding cold finished bar stock with the right balance 
f machinability and toughness? Republic's CENTURY SERIES 
s made to solve this problem. CENTURY SERIES offers five 
\ifferent grades of high strength, stress-relieved, cold finished 
ars, each having a minimum yield strength of 100,000 psi. 
electing the grade with just the degree of machinability 


problem-solving 
products and 
services 


from Republic Stee/ 


ELECTRO PAINTLOK® STEEL SHEETS. For production of their 
top line shower cabinets, Vogt Brothers Mfg. Company, 
Louisville, Ky, needed sheets that would take and hold paint 
exceptionally well, because the units are subjected to soap, 
hot and cold water, bumps and knocks. The solution: Republic 
Electro Paintlok Steel Sheets. Paintlok sheets are zinc coated 
electrolytically, then chemically treated to provide an inert 
phosphate surface film. Result: a firm mechanical bonding of 
paint, lacquer, or enamel to steel. In die forming, brake form- 
ing, and piercing operations, Vogt found that Paintlok is easy 
to fabricate, too. 

If getting a good, tight painted finish is your problem, it will 
pay you to investigate Republic Electro Paintlok. Mail coupon 
for data. 


BEST 
COMBINATION 
OF STRENGTH 
& TOUGHNESS 


ANALYSIS 
EXTRA 


wate 

and toughness you need can mean reduced savings in 
material costs. For production of highly machined parts, 
C-1144 is the right choice. For moderately machined parts— 
C-1141 or C-1151. If machinability is a minor factor, C-1050 
or C-1045 would be the best, most economical choice. 
Smooth, scale-free surfaces require no finishing operations 
for many applications. Send for free CENTURY SERIES booklet. 





STAINLESS STEEL. When a difficult stainless forming 
problem confronted Applied Arts, Inc., Grand Rapids, 
Michigan, automotive trim manufacturer, fast action from 
Republic saved time and money. Problem occurred with 
a piece of window trim for a 1960 car, where a partic- 
ularly severe draw was causing a bad roping surface. 
Applied Arts called on Republic Metallurgists, who 
studied the forming operations and recommended a 
specification change to vary the physicals of the stainless 
slightly. The result: roping was eliminated and the rejec- 
tion rate dropped well below original estimate. 

Republic Stainless Metallurgists are at your service, 
where and when you need them—to help you select, 
apply, and process the stainless steel best suited to 
your requirements. Send for complete information. 


~-—---—--—-—-—-------------4 





VACUUM-MELTED METALS — carbon, alloy, stainless, and 


titanium — are available from Republic in plates, billets, 
bars, sheets, strip, and wire. With the most extensive 
vacuum-melting facilities ever assembled, Republic is produc- 
ing ingots weighing from 4,000 to 20,000 pounds, in 18- to 
32-inch diameters. Mail the coupon for complete information. 


nie 


REPUBLIC STEEL 
Woltis Wien, Kauge 
of Slanalard, Stols andl, Stel Aredia 


REPUBLIC STEEL CORPORATION 
DEPT. PH-9835-B 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
O) Please send free CENTURY SERIES Booklet 
Send more information on: 

O) Electro Paintlok Steel Sheets 

©) Stainless Steel 

O) Vacuum-Melted Metals 


Name 
Company 
Address 


City— 


Zone State. 





Employment Service 








PURCHASING 
AGENT— 
ASSISTANT TO DIRECTOR 
OF PURCHASES 


College degree and at least 
ES four years’ experience with 
major manufacturing  con- 
cerns required; under direc- 
tor of purchases is responsi- 
ble for conducting studies of 
procedures, standards and 
purchasing controls; coordin- 
ates purchasing function with 
' other departments; should 
have extensive experience in 
all phases of purchasing de- 
partment management. Sal- 
ary open. Send resume to Box 
117. 











a a re 


Experience: Twenty years experience 
buyer and assistant to P.A. with two 
orations. Purchased steel, mechani- 
and electrical components, capital 
juipment, all MRO supplies, chemicals 
related products, packaging and 
ping materials, precious metals, of- 
equipment and supplies, rental 
repair services for existing 
pment in both factory and office. 

ip and surplus disposal. 


Education: 3 years bus. col. 
Will relocate: Prefer N.Y. State or N.J. 
Box 326 


Experience: P. A. or asst., age 37. Re- 
ible for all procurement and ad- 
4 nistration of a five man department. 
years direct experience in purch- 
nd all its phases. Last six years 
ed to the electro-mechanical field 
\eavy background in sub-con- 
stampings, screw machine 
moldings, decorative parts and 
istings. Resume on request. Avail. 
nd 

Education: Boston Univ.—Business 
i und 2 years Manhattan Tech. 

machine design and drafting. 


Will relocate. 
m ’ t Box 324 
Y . . . 
4 Experience: Twelve years diversified 


hasing—all phases of procurement 
iministration. Five years P. A. 
machinery and electrical appli- 
Experienced in value analysis, 


i1tory control and_ production 
juling. Strong background in steel, 
plastics, packaging, electro- 
and electronic components. 
+ Education: B. S. in bus. adm., 1942. 


ars in industrial management. 


Will relocate, but prefer Chicago area. 
| Box 329 





Experience: Two years trainee in plas- 
tic, bakelite manufacturing and pro- 
duction methods (Paris and Stock- 
holm), 3 years secretary, sales cor- 
respondent for importers company of 
technical equipment (Montreal). One 
year salesman (Lausanne). Six months 
interpreter (Brussels W.F.). Fluent in 
reading and writing in English, French, 
an and Dutch. Good working 
knowledge of Scandinavian languages 
(esp. Swedish) and Spanish. Strong 
sales-minded personality. Age 28, 
single. Required salary, $4,800. 
Education: High school plus equivalent 
of 2 years of commercial college, Henry 
George School of Economics, Corre- 
spondence course (sales) shorthand, 
typing. 
Will Relocate: Anywhere, preferably in 
European branch office of US com- 
pany. 
Write: Box 331 


Experience: Two years purchasing of 
medical supplies and equipment for 
U. S. Forces in Germany from local 
sources; also interpreter. Two years 
partner in export-import business in 
Calif. J.anguages; English, German, 
Spanish. Travelled extensively in 
Europe and familiar with all trade fairs 
& government regulations incl. East 
Germany. Age: 28—married—US citi- 
zen. 

Education: Commercial high school— 
Germany. College; USC, Los Angeles. 
Foreign trade special schools. U. S. 
Army School of Medical Technology 
Will relocate. 

Write Box 327 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the ap- 
plicant’s form or the employ- 
er’s form. Address all corre- 
spondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 














PURCHASING 
AGENT 


Progressive, sound commer- 
cial refrigerator firm located 
30 miles South of Albany has 
an excellent opportunity open 
for a man thoroughly experi- 
enced in all phases of hard 
goods purchasing. Working 
knowledge of value analysis 
and the making of forecasts 
for supply and price trends 
desired. Some college back- 
ground. Salary open, advance- 
ment. Wire in detail stating 
experience & salary desired to 
Box 2171, Times-Union. 











Experience: Three years as Air Force 
contracting officer with complete re- 
sponsibility for administering two 
large housing construction contracts in 
the amount of approximately $9,000,000. 
Conducted negotiations with con- 
tractors involvng prices, delivery 
schedules, and quality levels. Knowl- 
edge of negotiation techniques and con- 
tracting procedures. Knowledge of 
building trades. 

Education: B.S. in’ bus. adm. with mar- 
keting major. Completed Air Force 
Contracting Officers’ Course. 

Will relecate. 

Write: Box 328 


Experience: Seven years experience in 
industrial purchasing. General super- 
visor of purchasing and warehousing 
of a multi-plant operation for three 
and one-half years. Broad business 
background in food industry and in 
hard goods manufacturing, including 
management, quality control, produc- 
tion, and accounting procedyres. Ex- 
perience is varied in both productive 
and non-productive buying. 
Education: B. S.—bus. adm., major in 
marketing. 

Wil! relocate. 

Write: Box 330 


Experience: Seven years purchasing for 
a major textile concern. Negotiated 
and contracted for a wide range of in- 
dustrial chemicals, dyes, resins, and 
mill supplies. Maintained inventory 
controls, warehouse operation. Fur- 
nished monthly consumption data for 
cost control. Multi-plant operation em- 
ploying approximately 2400 people. 
Education: AB Harvard 1939, Harvard 
Graduate School bus. adm. 
Will relocate. 
Write: Box 325 
For More Facts About Ad 
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CUTTING STAINLESS 
with high speed, top han- 
die Skilsaw Model 857 
and aluminum oxide cut- 
off wheel. 


CUTTING MODERN 
COMPOSITION PLAS- 
TICS with low cost, 
closed handle Skilsaw 


Model 864. 





Se CUTTING ALUMINUM & 

with extra powerful, roar 
handle Skilsaw Model 77 
—world's best known 
power saw. 


Skilsaw power saws cut everything... 


thinnest plastics to diamond-hard alloy steels 


Equipped with one of 20 special- 
ized cutting blades, a Skilsaw 
power saw will cut the following 
materials quickly, easily and at 
low cost: 

High speed steel « Aluminum 
¢ Cast iron « Asbestos cement 
« Lead « Woods « Brass « Plastics 


Copper « Ceramic Tile * Concrete 
¢ Stone « Rubber « Laminates 
Power packed, dependable 
Skilsaw Power Saws are the 
world’s best known, most used 
portable power saws. World’s 
most complete line, too. . . select 
from 4 styles, 18 models in all! 


Your Skil distributor can help 
you select the right model saw 
and blades for your cutting re- 
quirements. Look under ““Tools- 
Electric” in the Yellow Pages. Or 
for full information, write: Skil 
Corporation, 5033 Elston Avenue, 
Chicago 30, Ill., Dept. 1251, 


«»- AND SKILSAW POWER TOOLS 
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Cr AY LO R 1) DIGS DEEP 


IN'TO PACK AGING PROBLEMS 


Excavation marks the spot where packaging problems exist — 
because Gaylord is digging for solutions, with a determined crew 
of researchers and developers. The more Gaylord solutions, 

the fewer problems for you. 

Find out where your packaging profit is Pica Call your 
nearby Gaylord Man. He knows containers — in depth. 
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CG CROWN ZELLERBACH CORPORATION fo eee 


GAYLORD CONTAINER DIVISION HEADQUARTERS. ST. LOUIS 


PLANTS COAST TO COAST 





MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 








“Easy to Maneuver” 


.is the way to describe the 
specially designed carts used 
in this plant to handle large; 
heavy sheets of plastic. Two 
heavy-duty Bassick series “78” 
at the center of each 

he main part of the load. Two 
Bassick series “77” casters at each 

t tipping. The large size and 
ng construction of these casters 
ling easy despite floor irregulari- 
two-wheel” design facilitates end- 
ns and similar maneuvers. 
truck-locks firmly anchor these 
fixed position when desired. 


casters 





Filter for Kodak... 
Viobility by Bassick 


sters give mobility to this port- 
ter press. It’s used to filter various 
edients in connection with the manufac- 
)f photographic paper at Kodak Park 
Works, Rochester, New York—the largest 
turing unit of the Eastman Kodak 
ipany. : 

Bassick has a wide variety of casters for 
e under conditions of laboratory cleanli- 

s. Some can be steam cleaned. 


Tobacco Company Rolls Its Own 


Bassick casters play a big part in the 
warehouse operations of this large to- 
bacco company (which wishes to remain 
anonymous). Using caster-equipped dol- 
lies, handlers can quickly and easily move 
huge hogsheads and bales of tobacco 
from point to point, or load them on 
fork-lift trucks for longer hauls. 

These simple materials-handling aids 
are equipped with rugged Bassick series 
“33” roller-bearing swivel casters. Series 


“33” casters are inexpensive, and they’re 
ideal for industries—like tobacco—where 
the heat of drying ovens may prevent the 
use of ball-bearing swivel casters. 
This is just one of the 
many casters available 
from Bassick. The wide 
Bassick line can almost 4 
always offer you a stand- (Re) 
ard caster that’s exactly Q Q a4 
right for your needs. 











Rolling 
“Ghost 
Writer” 





This illustration of a planchette clearly 
shows a set of casters to aid in producing 
“spirit writing” when several people placed 
their hands on the device. 

It just goes to show the enormous vari- 
ety of jobs that casters can facilitate. See 
whether Bassick casters can speed up, make 
more convenient, or cut costs in, your 
operations. 
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STEWART-WARNER CORPORATION 


Quality Casters Can Slash 
Maintenance Costs 
Is your net profit caught in a squeeze be- 
tween price and costs? 

Maintenance is a big cost item in many 
plants, warehouses, stores and institutions. 
Bassick casters can help you reduce main- 
tenance in two ways: (1) the right Bassick 
caster gives longer service, cutting caster 
replacements, and (2) the right caster wheel 
will protect and save your floors. 


See your Distributor 


He carries a large selection of Bassick 
casters in stock for fast deliveries. And, if 
you have special materials-handling prob- 
lems, he’s in the best position to advise you 
because he sells from the widest caster line 
on the market. 


Bassick 
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It’s the wise bird who turns to Magnetic At both our East and West Coast 
Metals for hurry-up service on magnetic plants, Centricores* and Powdered Perm- 
cores and transformer laminations. Mag: alloy Filtoroid® cores are stocked in all 
netic Metals keeps on hand an enormous standard permeabilities and sizes for im- 
stock of lamination dies, always ready to mediate shipment, and specials can be 
stamp out the laminations you need, with- made to your specifications on short notice. 
out the delay or added expense of tooling In addition to ultra-fast delivery, you 
up. And Magnetic Metals stock of mag- get expert engineering guidance on the 
netic alloys—largest commercial stock in use of magnetic materials and—most im- 
the world—makes immediately available portant—the consistent uniformity of 
to you the widest choice of magnetic performance that sets Magnetic Metals 
characteristics. cores and laminations apart. 

Why not get in touch with Magnetic 

Metals today? 


Magnetic Metals Company 


Hayes Avenue at 21st Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations « motor laminations + tape-wound cores 
powdered moiyodenum permalloy cores « electromagnetic shields 
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(NOR) OND PRODUCT 





5 ‘lhe Réason 


for Resin | 
sin-bonded belis) 


ae this: Behr-Manning resin-bonded* 
t nd discs) out-last and out-produce 
ded ones for roughing and finishing. 


& Because loading and breakdown are 
ed. You get more cutting for your 
eo ) 
Sy ) iar. 


Ask for an in-plant demonstration. 
lept. PU-12, Benr-Mannine Co., 
Y., a division of Norton Company. 


[ALL® . . . an all-resin-bonded 
sive belt of strong X-weight 


me or maximum heat resist- 
ha) » most all rough and 
:ediate grinding 
i tions. C7 "7 
heey IZED® . .. a resin- 
; =f ; rlue belt of good heat < 
ies nee, in strong » 


moe, sia 
stile jedlahe BEAR 


:tour polishing. ee 
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